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with BRODIE METERED Deliveries... 


With only a limited number of working hours in the 
day, gallonage on farm deliveries must be figured in 
terms of time and mileage. To speed up rural transfers 
to customers’ tanks or drums along established routes 
requires the fully automatic delivery control of Brodie 
Quantrol Meters. Through the use of Brodie Meters 
one truck and one tank wagon salesman can handle 
more gallonage in less time with much less physical 
effort, than by tedious hand bucketing methods. Too, 
there is much less chance for errors, spillage and losses 
to occur. Meter tractor fuel in summer, heating oil in 
winter with Brodie Meters. Get full details, today. 
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RALPH N. BRODIE CO., Inc., 953 61st StT., OAKLAND 8, CALIF., U.S.A., CABLE 
ADDRESS: “BRODICO” ¢ Division Offices: CHRYSLER BLDG., NEW YORK CiTy @ 59 E. 
VAN BUREN, CHICAGO 5 @ 302 SOUTH PEARL ST., DALLAS 1, TEXAS @ 221-99TH AVE. 
NORTH, SEATTLE 9, WASH. @ 2101 S. SAN PEDRO, Los ANGELES 11, CALIFORNIA 


REPRESENTATIVES AND STOCKS IN ALL PRINCIPAL CITIES 
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Names in the N Cl OS we te ae, ae 
Dy Paul K. Addams has been elected presi- 
« dent of Fitzgibbons Boiler Co., New York SUBJECT PAGE AUTHOR 
ve 17, N. Y¥., suc: It’s Nice To Make A Living 63  v. £. viInING 
ceeding his father, Oilheating Variety Show 65 ROBERT GRAY 
: Homer K. Ad- 
Engineered Installations 70 Jj. w. scHULZ 
dams, who retains ; 
. ide aaubies: ae 1945 Bureau of Mines Fueloil Data '72 
: Chinivsiian ob ie Photographer Goes to a Boiler Testing 75 
Board of Direc- Air Binding of Three Burners 76 
tors. Other ofh- “Town Meeting” on Service 84 
cers elected at the 
annual meeting of NEWS DEPARTMENTS 








the Board of Directors were John A. 
Darts, executive vice president and Ray 
C. Malvin, vice president. All other ofh- 
cers were re-elected. Paul Addams joined 
Fitzgibbons in 1929 and after two years 
devoted to manufacturing activities and 


5 Names in the News 
Remove Burner Export Restrictions 75 





Editorial Leaks 
Oil Men Comment on Fueloil Outlook 77 
10 Industry Trends 
Burner Service Causes Vary By Makes 92 


sistant sales manager. He became sales 102 
manager in 1932 and in 1936 was made 


personnel relations at the Oswego, N. Y., 
plant, came to the New York offices as as- 
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Mfers. Activities 


executive vice president and treasurer and E.S.P.A. Convention, Syracuse 92 

was elected a director. He advanced to 108 New Products 
chairman of the exeeutive committee in A.P.I. Offers Public Relations Material 96 

1943. Mr. Addams is a member of the 117 Twenty Years Ago 


Executive Committee and chairman, Sales . : 
eee ee os Gas Companies Discourage Htg. Demand 98 
and Distribution Committee, Steel Boiler 


Institute; director and member of the 118 Readers’ Forum 
Planning Committee, Oil Heat Institute, Canadians Warned on Fueloil Problems 98 


and vice chairman of its Accessories Div. 120 Everyday Snags 
Lester O. Stearns has joined York-Ship- March Building Rise Lags 98 

ley, Inc., York, Pa., as manager of the 160 Degree Days 

Residential Divi- Industry Groups 100 

sion. He will su- 

COPYRIGHT 1947, HEATING PUBLISHERS, INC. ALL RIGHTS RESERVED. NO 


t a PART MAY BE REPRINTED IN ANY FORM WITHOUT WRITTEN PERMISSION. 
residential and Acceptance under the Act of June 5, 1934, at Baltimore, Maryland, authorized February 7, 1946. 


commercial oil- 
fred heating 


pervise all sales of 


ewww es 

















c VOLUME 6, NUMBER 2 OF FUELOIL & OIL HEAT. PUBLISHED MONTHLY : MEMBER 
equipment, and BY HEATING PUBLISHERS, INC., BALTIMORE, MD., AND 232 MADISON AVE., 
Ee ETS NEW YORK, (16), N. Y., BY CONTRACT WITH FOWLER-BECKER PUBLISHING 
will continue to COMPANY, OWNER OF FUELOIL JOURNAL (VOL. XXV, NO. 12) AND HEAT- (CCA) 
enlarge York- ING JOURNALS, INC., OWNER OF AIRCONDITIONING & OIL HEAT (VOL. 
: - Shipley’s distribu- § ** NO ©) JUNE, 1947. Yearly: 
tor and dealer organization. After service HEATING PUBLISHERS, INC.; 232 Madison Ave., New York 16 $3.00 
' : — i Phone: LExington 2-4566 & 4567 
in the Army, Mr. Stearns joined Ameri- } LEOD D. BECKER, Chairman, Board of Directors Canadian: 
con Radiator Co., Buffalo, N. Y. in 1919 \_ A. E. COBURN ROBERT GRAY A. G. WINKLER $4.00 
and, except for a two year lapse, was with | Editor Business Manager §_ Advertising Manager , 
that company until 1939. ie then joined Pacific Coast Representative: Don Harway single copy: 
obgaiia Badin £3 r 1709 West 8th St., Los Angeles 14, Cal. Phone: Mutual 6331 this issue 
‘OMUESA TNAGIALOY NO. a8 Sales: Manager, 68 Post St., San Francisco 4, Cal. Phone: Yukon 6-1069 35¢ 





<P> 5 














AIR CONDITIONING 


OIL FURNACE OIL 
FURNACE 


WATER 
HEATER 


MEET THESE POPULAR MEMBERS 
OF AMERICA’S 


MOST COMPLETE 


OIL BURNER FAMILY 
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General Automatic offers dealers a complete line of oil fired auto- 
matic heating equipment for Steam, Hot Water, Vapor, Hot Air, Air 
Conditioning, and Radiant Heat Installation. 

Conversion Burners (ranging from 1 to 20 gallons per hour) 

Oil Furnace (Boiler Burner units). Heavy Steel Plate Boiler with 3/16" 
tubes (welded-in). 7 sizes—ranging from 650 to 1850 sq. ft. radiation. 
Winter Air Conditioners 3 sizes (7000 to 11,500 sq. inches of Heating 
Surface). 

Water Heaters for Small Houses, Stores, etc. 50 gallon storage— 
3/16" tubes, all steel construction. Very compact. 

Write for Literature and Franchise details. 







Established in 1924 
«e+... CHECKS FIRST WITH THE FINEST 


GENERAL OIL BURNER corP. 2300 SINCLAIR LANE 
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A Complete Family of Oil Heating Equipment 
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BALTIMORE 13, MD. 








later becoming vice president and direc- 
tor. In 1943 he established his own busi- 
ness, Stearns Supply Co., Cleveland tool 
sales concern. 

John F. Winchester, president, Davis- 
bilt Products Co., Cincinnati, Ohio, was 
elected a member 
of the Board of 
Directors, Liberty 
Aircraft Products 
Co. at the com- 
pany’s annual 
stockholders meet- 
ing on April 15 
at its New York 
City office. Mr. 
Winchester, for many years with Stand- 
ard of New Jersey, and a director on the 
Board of Davisbilt, a Liberty affiliate, will 
divide his time between his New York 
and Cincinnati offices. 





Walter E. Blake’s appointment as heat- 
ing products sales manager has been an- 
nounced by Mil- 
ler Co., Meriden, 
Conn. Active in 
the oilburner field 
for a number of 
years, Mr. Blake 
was New England 
district wholesale 
manager for Tim- 
ken Silent Auto * 
matic for seven years before entering the 
Army during the late war. After his dis- 
charge in 1945 he acted as sales manager 
for Bonded Oil System, Boston. 


Robert M. Rosebrough has been made 
manager of the central district, recently 
created by the L. J. 
Mueller Furnace 
Co., at St. Louis. Mr. 
Rosebrough, who has 
been with the Muel- 
ler company for 34 
years, will be assisted - 
by his son, J. Stod- ’ 
dard Rosebrough, a 
who has been with 
Mueller for 17 years. The senior Mr. 
Rosebrough has been in charge of the 
branch office which preceded the estab- 
lishment of the district. A new Northern 
District has been established with head- 
quarters at the home office in Milwaukee 
with R. Dean Hearne in charge, assisted 
by Tom Brice, Harry B. McKee, E. “\. 
Liessman and Elmore Schenck. 
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Series VU 
Oil Fired, Steel Utility - 
Air Conditioning Unit 


It's just a matter of a few minutes to install or to remove 
the burner in a Moncrief 1947 Oil Fired Unit, without 


Oil Fired, Steel dismantling heating element or cabinet. 
Air Conditioning Unit 


Series VL 





And it's just a matter of a few minutes to remove __ in burner design that provides maximum utilization 


or install the complete heating element without dis- of the oil burned and a minimum of carbon deposits. 

turbing plenum chamber or pipes, top or sides of Check these and you have a few of the features of 

cabinet. the outstanding line of vaporizing pot type units of 
Add to these features a radically new innovation 1947. 
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There have been a number of com- 
plaints that retail salesmen for the largest 
oil companies are switching some accounts 
away from small fueloil distributors by 
scaring people over the threatened fueloil 
shortage next winter. The story being re- 
ported is that such salesmen point out 
to prospects that, because'their companies 
are original sources of supply, having their 
own refineries, transportation, etc., they 
are a much more secure source than com- 
panies who do not have these. 

This is an age-old complaint, but in 
recent weeks it has been reported by so 
many fueloil distributors that there is 
obviously truth in it. 

Major companies, up at the policy level, 
cannot and would not condone such sales 
tactics if they knew of them. Fueloil dis- 
tributors should not hesitate to write to 
head men in these companies about spe- 
cific instances . . . giving the facts—who, 
when, where . . . and the practice will 
probably be stopped. 
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A call from a doorbell-ringing salesman 
is so unusual these days that the man at 
the door asking for our fueloil business 
had us off balance for a minute, but the 
conversation finally got under way. He 
was asking for business without any in- 
ducements such as free oilburner service, 
cut price, or even a very superior oil with 
hotter Btus. We were satisfied with our 
present supplier, and explained that there 
was no reason to change, so the conversa- 
tion turned to other things. 

The salesman, who is the proprietor of 
a small retail fueloil company, said he was 
getting severely criticized for his promo- 
tional activity. Competitors were calling 
him assorted types of illegitimate, door- 
bell-ringing dog, but he didn’t seem too 
much concerned. He was getting business. 

Two considerations might be pondered 
here. First, any man who can pick up oil 
accounts simply by asking for them is talk- 
ing to a lot of dissatisfied fueloil users. 


This industry has stoutly contended for 
years that there were no dissatisfied users, 
but perhaps we need a second look. People 
don’t change their fueloil accounts these 
days on a whim. 

Secondly, any business that is so com- 
placent and stolid that selling is frowned 
on needs a firecracker tied to its tail. May- 
be things really have been too easy these 
last two years, but before long those who 
survive will have to get out of that rocking 
chair and begin to talk to a lot of strange 
people. i 
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Recent rises in the price of residual 
fuels have had the desired effect of switch- 
ing some large industrial and utility con- 
sumers over to coal, where they will prob: 
ably stay for a couple of years. There 
seems little question but that total residual 
supplies this next season will be no more 
than last season. Thus, if there is to be 
any growth in large building heating with 
oil, that fuel must be saved somewhere 
else. Certainly a larger segment of the 
public is blessed by residual oilheating 
than by having heavy oil burned in large 
power boilers where coal would serve. 

Then there is a fresh problem of oil 
supply to industry, that only came to 
prominence last winter. Numerous Mid- 
west plants that normally used gas found 
the supply of that fuel inadequate and 
switched, or attempted to switch, to oil. 
Some of these companies are now offer- 
ing high prices for very large quantities 
of oil. 

Oil men who fall for this are playing 
a sucker game, because gas will be plen- 
tiful again in a couple of years and these 
buyers will switch back to burning it. 
Meanwhile, the oil they have been sup- 
plied has been withheld from more desira- 
ble types of customers who would become 
permanent buyers. Large industries that 
have to give up gas should burn coal, if 
humanly possible. 
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Announcements by some of the major 
oil companies that they have no plans for 
the importation of Near Eastern oil has 
been met with raised eyebrows by some 
members of the oilheating industry. Why 
all the struggle for eastern oil if we are 
not going to use it, is the usual question. 
The answer is more encouraging than the 
question suggests. 


This country is a major oil exporting 
nation, and the oil available here is the 
difference between exports and domest: 
production plus imports. It is though 
probable that we may never get sizabl. 
quantities of oil from the Near East, bu 
will sell that oil in Europe rather tha 
sending U. S. and South American oil t 
supply that demand. The result will be 
make more Western Hemisphere oil avail- 
able for domestic consumption. The hitch 
at present is that Europe still pret. +s 
American oil, because it is a shorter tank. 
haul from the Caribbean than from th: 
Persian Gulf, and will continue to be un 
til pipelines can be built and maintained 
to the Eastern Mediterranean. 

Though all oil exports in the first quar 
ter this year increased 1.8% to more than 
35 million barrels, imports into the coun- 
try were up 26.6% to 4514 million bar- 
rels. This net gain of 10.2 million barrels 
over exports for the first three months is 
likely to increase as time goes on. Arabian 
oil will make more available in this coun- 
try whether it is brought here, or used to 
supply markets that formerly were sup- 
plied from this hemisphere. 
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Pinup gals and glamor boys have their 
day and fade into limbo, and the faster 
they rise in public attention the faster 
they usually disappear. The heating busi- 
ness’ recent rave over gas is about to shift 
to a “new” and glamorous sweetie known 
as the heat pump—reverse refrigeration. 
An increasing wave of publicity has cul- 
minated this month in a Readers Digest 
article of wide-eyed adoration. 

The heat pump, of course, is not new. 
Its application to heating is almost as old 
as the refrigeration cycle itself, and a 
number of installations have been in op- 
eration ten years or more. It uses the heat 
from the condenser of the unit instead of 
the cold from the evaporator, as in the 
usual refrigeration application. The size 
of the equipment needed to heat a house 
depends not only on the location, but also 
on the temperature of the water, air or 
ground from which the heat is to be 
pumped. In northern states it requires sev’ 
eral tons of capacity. 

Though the heat pump is about 4 times 
as effective as using the same amount of 
electricity in resistance coils, it is a long 
way from becoming competition for co. 
ventional heating systems. 
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ey. wll like your 
new oil burner 
y bat especially... 


You'll love 
the whistle 
thal comes 


with it!” 


“My winter housekeeping was ever SO 
much easier because of that little 
VENTALARM whistle. I just told my oil 
man to keep my oil burner tank filled 
and then didn’t give it another thought 
all winter long. Be sure you get a 
VENTALARM with your new oil burner.” 


VENTALARM WHISTLES WHILE THE 
FUEL TANK IS SAFELY FILLING 


@ CONVENIENCE — Eliminates interrup- 
tions at inconvenient times. 

@ SAFETY — Protects against oil spillage 
on grounds or in cellar. 


e PRIVACY — Eliminates ed for oi} man 
toenter the home. 


@ FREEDOM—.\llows housewife to goand 


come as she pleases. 


If you now have a burner without | 
VENTALARM, ASK YOUR FUEL Oil 1 
CO. about it or send coupon. ' 


To Slt SoA oma 
Your Name... 
Address ...- 
gp CiBY enssseeceecnseee 
: Oil Co. Name.......- Svcd 
V Oil Co. Address....sssesssssssessseneereerrerners esr 


BETTER HOMES and GARDENS 
Circulation 2,171,229 





Q: What can she do but trot 
down and let him in? 


A: She could have a 
VENTALARM? installed on her 
fuel oil tank! 


With Ventatarm* you don’t 
have to let the oil man in at all, 
don’t even have to be home while 
he fills the fuel tank. VENTALARM 
fill signal, attached to oil storage 
tank, emits a low whistle which 
can be heard through vent pipe 
leading outdoors. Then, when the 
whistling stops, your oil man 
knows that the tank’s been filled, 
Not a Drop Spilled, and he hasu't 
even had to ring the doorbell. 


With VENTALARM 
The Oil Man Never Enters Home 


OIL HEATED HOMES ARE HAPPY HOMES! 
Over 3000 independent fuel oil and burner 


dealers and 15 major oil compe provide 
this convenient service to t mers. 
ASK your dealer about VENT! 


MAIL COUPON FOR 
illustrated folder about VENTALARM 


POO | THE COnap 
’ROre On 
To: SCULLY SIGNAL COMPANY [vou 


88 First St., Cambridge 41, Mass. 
Street 
City ; iciénnset NER coscacensenvonots 


Oil Co. Name 


Oil Co. Address es scents niedaes 


W.HC. « 
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Mfd. in Conado by Empire Brass Co., ltd., London, Ont. 






Circulation 3,728, 411 





WOMAN'S HOME COMPANION 
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FACTORY SHIPMENTS. in Thousands of 











Domestic Oilburners & Units ———— 90 
Domestic Stokers 
80 80. 
70 70 
60 60 
50 50 
40 40 
30 30 
20 20 
10 10 
0 0 
DEC JUN DEC JUN DEC JUN DEC JUN DEC JAN FEB MAR APRMAY JUN JUL AUG SEP OCT NOV DEC 
1943 1944 1945 1946 1947 
Shipments of Oilburners and Units 
(Including Exports) 
Adjusted to include manufacturers other than the 162 reporting to 
Census Bureau, FuELoi. & Oi Heat's estimates of shipments are: 
MARCH THREE MONTHS 
Percent Percent 
1947 1946 Change 1947 1946 Change 
Conversion 73,972 27,317 +170.8 205,056 74,573 +175.0 
Boiler units 3,261 1,788 + 32.3 10,116 3,050 +251.7 
Furnace units 16,290 1,501 +985.2 38,087 4,225 +801.4 
All domestic 93,523 30,606 +205.5 2335259 81,848 +209.4 
Commercial 4,836 2,126 +127.4 14,165 6,724 +110.6 
Total 98,359 32,732 +200.4 267,424 88,572 +201.9 
100 


Stocks OF DomeSsTIC OILBURNERS AND UNITS 
* (in Thousands) End of Month Shown 
Factory Stocks —— 
Dealer Stocks 
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JUN DEC JUN DEC JUN DEC JUN DEC JUN DEC JAN FEB MAR APR MAY od JUL AUG SEP OCT NOV DEC 
194 


1942 1943 1944 1945 1946 
April Minimum Retail Prices: Key Dealers 
CONVERSION BURNERS BOILER-BURNERS FURNACE-BURNERS 
Highest $630 $973 $817 
Lowest 215 545 465 
Apr. Aver. 352 691 600 
Mar. Aver. 349 682 591 
Price Index: Conversion Burners: January 1940 is 100% 
WHOLESALE RETAIL 
April 159.1 Six monthsago 137.7 April 145.7 Six monthsago 141.3 
March 158.6 Yearago 123.3 March 143.3 Yearago 126.1 
300 
INDEX OF BurNER PERMITS 275 
in 43 Cities 250 
(Average of 1936-7-8 = 100) ood 
INDEX OF New Hoe Permits % 
in 35 Cities ------- , 
(Average of 1936-7-8=100) 150 
125 Both indexes adjusted for 125 
seasonal variation 
100 
15 
50 
25 





0 . , 0 
DEC APR AUG DEC APR AUG DEC APR AUG DEC JAN FEB MAR APRMAY .JUN JUL AUG SEP OCT NOV DEC 
1944 1945 1946 1947 


Oilheating Thends 


APRIL INSTALLATIONS of domestic oilbu:n- 
ers and units are estimated at 28,994 a 
22% drop from March but well abcve 
April 1946 when installations were only 
17,516. Total installations in the first four 


months were 172,547, a rise of 79% over [ 


96,651 last year. While installations were 
declining from the March level, new or- 
ders taken by dealers increased sharply, 
from 37,460 in March to 52,222 in April, 
providing the first month since October in 
which new orders exceeded installations. 

Total new orders in the four months 
were 122,408, a small decline from 129, 
535 in 1946. In the prewar years the first 
four months normally brought 19.7% of 
the year’s sales. Should 1947 revert to that 
pattern, total dealer sales would reach 621 
thousand. However, with the unfavorable 
publicity the industry is getting over the 
tight oil supply outlook, and the possibil- 
ity of a mild business recession toward the 
end of the year, the forecast in the last 
issue of 525,000 actual installations this 
year still looks fairly sound. 

BURNER STOCKS: Stocks of domestic 
oilburners and units in dealer hands on 
April 30 were approximately 80,168, 
possibly an all-time high point although 
this factor was not regularly checked be- 
fore the war. Certainly it shows dealer 
confidence in the months ahead when 
they are willing to accept deliveries on 
burners much in excess of immediate 
needs. Measuring the rapid rise in dealer 
stocks, at- the end of January they had 
been only about 18 thousand. Factory 
stocks at the end of March, the latest 
available data, were 13,210. 


SERVICE INCOME: Dealers reporting for 
April had service department income av- 
eraging $2,478, up 38% from the $1,802 
average for the same dealers in April 
1946. March income was $2,662 and Feb 
ruary $3,685. 

WAGE RATES: Since January first, 62% 
of the reporting dealers have raised wages 
of either truck drivers or service men, an 
additional 28% are getting requests for 
increases, and 10% have encountered no 
requests. Among all those who increased 
oil truck drivers wages, the average "ise 
was 14.3¢ an hour, while the burner serv 
ice and installation men who got increases 
were up an average of 15.2¢. It is harc to 
foresee how burner dealers are to mike 
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out on these increased costs, with average 
burner sales prices decidedly low. in rela- 
tion to their total costs. 

‘TEEL BOILERS: There has been some 
discussion recently over the relative costs 
of buying complete boiler-burner units as 
contrasted to the dealer assembling a boil- 
er and burner. The weighted average of 
costs of all reporting dealers, as of about 
May 10, was $331 for the complete boiler- 
burner unit and $313 for the self-assem- 
bled unit with similar fittings and capaci- 
ties, or approximately 6% more for the 
unit. Asked what is the advantage in the 
unit, 44% say that there is none. The re- 
mainder votes for units because: “More 
eye appeal”... “Easier to sell”. . . “Com- 
pletely wired” . . . “Higher efficiency”. . . 
“Lower operating costs”. . . “Coordinated 
parts”... “Guaranteed” .. . “Everything 
is supposed to fit.” 

OIL SHORTAGE PUBLICITY: There is lit- 
) tle reason, at least for the present, for let- 
ting the public know that the industry has 
a problem in getting enough oil next sea- 
son to take care of the hundreds of thou- 
» sands of new oilburners that are going to 
be installed. It is quite certain that the 
demand will be met. However, whenever 
an industry does a lot of talking within its 
own circles about such a problem, it is nat- 
ural that some of it leaks out and gets into 
the consumer press. 52'°% of the dealers 
report that their local newspapers have 
‘carried some news on this threatened 
shortage. Conspicuous examples in the 
past ten days have been long articles in the 
New York Times, New York Herald Tri- 
bune, Detroit News, Wall Street Journal 
and Business Week, and because these 
papers are members of the press associa- 
tions their material will be reproduced in 
other papers. 

Typical comments from the reporting 
dealers on this subject are: “Our paper 
urges that we stop exporting oil” .. . 
» Have heard considerable comments from 
the public—all bad” . . . “The majors are 
doing all the shouting” . . . “No customer 
reaction as yet” .. . “No matter how 
much backstage talk there is, the industry 
supplied our war needs, and it can supply 
our civilian needs.” 

In the feature section of this issue are 
mor? comments on the general subject of 
the threatened shortage, from leaders of 
all levels of the industry. 

DEALER COMMENTS: Typical of com- 
Ments on general current problems are 
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Oilburner* and Building Permits 


OILBURNERS———————_- DWELLINGS———————_- 
April 4 MONTHS April 4 MONTHS 
1947, 1946 1947 1946 1947 1946 1947 1946 
a os < e Baltimore, Maryland 341 439 753 1485 
it ae Binghamton, New York 13 18 24 72 
248 197 a ae Boston, Massachusetts 20 20 67 87 
97 60 372 178 Bridgeport, Conn. - ge ea “a 
19 Re de F Buffalo, New York 24 31 50 77 
ae *? Des Moines, Iowa 83 124 ai 332 
526 P 1693 STP Detroit, Michigan 989 1142 2963 3801 
41 40 108 112 Elizabeth, N. J. 48 2 50 7 
28 34 106 91 ™ Freeport, New York ae as es aa 
ae Ss af, 2 Greenwich, Conn. 27 18 67 65 
a ne ae a2 Hackensack, N. J. 8 2 14 27 
65 87 573 231 Hartford, Conn. ise ag <3 ee 
a4 47 112 112 Irvington, N. J. 2 3 9 6 
bs - ne we Lynn, Massachusetts 10 10 26 9 
14 6 85 50 Meriden, Conn. ne we ae ‘a 
239 50 652 237 Milwaukee, Wisc. 113 269 276 586 
120 34 491 169 *Minneapolis, Minn. 125 234 231 592 
33 36 a Montclair, N. J. MF a iS cr 
42 53 106 125 Mt. Vernon, New York 
35 37 233 190 New Bedford, Mass. 
33 14 191 85 New Haven, Conn. 
0 0 0 0 New Orleans, La. ae a a be 
21 11 90 70 New Rochelle, N. Y. 4 19 18 55 
794 494 3046 1721 Manhattan, Bronx, Rchd op or ze aa 
70 16 339 105 Norfolk, Virginia 24 26 107 77 
0 1 7 0 Oakland, Calif. ey ae ae se 
Pe sa He a Omaha, Nebraska 75 73 186 266 
22 24 48 56 Orange, New Jersey 1 1 2 3 
23 43 ee 105 Passaic, New Jersey =~ ‘aca as ws 
98 81 218 221 Paterson, N. J. 5 14 8 20 
766 548 2482 1623 Philadelphia, Pa. oe ‘<n os a 
ae Ms - <r Plainfield, N. J. 41 10 81 42 
80 31 296 124 Portland, Maine 33 20 40 33 
me ee ey & Portland, Oregon 93 279 501 914 
15 iia ee “a Poughkeepsie, N. Y. Be wa wa ea 
115 85 411 260 Providence, R. I. 11 6 33 24 
iS a aes ~ Reading, Penna. 2 25 6 31 
67 28 166 148 Richmond, Virginia 50 136 186 565 
266 60 582 174 Rochester, N. Y. sis = aa «s 
a ep ae ; Rockville Center, N. Y. 20 0 43 6 
Diy 7 106 48 Salem, Massachusetts 6 3 10 6 
149 48 S31 202 St. Louis, Missouri 38 26 102 116 
236 100 740 430 St. Paul, Minnesota 110 174 253 406 
123 27 342 113 Schenectady, N. Y. ats aia =f “ala 
es és ina al Seattle, Washington 220 342 710 988 
vs i ‘ain - Springfield, Mass. 43 132 90 221 
34 17 109 74 Stamford, Conn. ere a an e 
wa os a re Trenton, New Jersey 39 0 43 0 
eg we ra a Utica, New York 9 7 11 14 
215 183 882 670 Washington, D. C. ‘a re és re 
5 ar a a West Orange, N. J. 12 5 21 23 
14 28 62 81 White Plains, N. Y. a 6 10 12 
139 45 297 197 Wilmington, Delaware 20 35 80 33 
179 49 494 214 Worcester, Mass. Wa ne s3 ea 
36 46 132 151 Yonkers, New York as ie ne Py 
4508 2667 14,487 8373 Totals 2663 3651 7071 10,669 
+ 69.0 +73.0 Percent Change —27.1 —33.7 


*Permits are not total sales in each market since none are reported from suburban areas, 
which normally account for 20% to 60% of total sales in each market; nor are they an accu- 
rate index where enforcement is lax. Rightly used, however, they are a useful working index. 
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these: “Demand for known burners with 
franchises is great; most dealers are fed 
up with the die-cast toys”. . . “The weld- 
ing shop steel boilers are going to cause a 
lot of headaches some day”. . . “Our oil 
supply was very serious last winter; some 
of our customers ordered from major 
companies when we were unable to sup- 
ply. Now these majors are contacting the 
customers stating they will have to sign 
with them for next season or will not be 
able to get oil” . . . “We stili have lots of 
burner installations to make but our sup- 
pliers are not getting parts enough. We 
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are not able to obtain registers and oil tank 
pipe such as 2”, 1/4” and fittings. Tubing 
is also very tight. Our competitors are 
complaining of no business, but we have 
not experienced that as yet”. . . “Recent 
advances in oil price have discouraged 
some burner sales” . . . “Our local oil sup- 
pliers are advising customers to fill tanks 
and are predicting shortages; we have 
more commercial and industrial prospects 
than domestic” . . . “Real estate firms are 
talking oil shortages, and major compa- 
nies are badly mishandling their oil in- 
quiries.” 























‘'Clark’’ National maintains full Engineering and Consulting Services .. . 
ready at all times to work hand-in-hand with distributors . . . ready to meet special 
needs of customers . . . ready to provide engineering know-how and on-the-job experience 


essential to efficient, profitable oil burner service. 


This teamwork pays off . . . is the reason why 


more and more top-flight distributors all over 


the country seek a ‘‘Clark’’ National Franchise . 


the symbol of full-scale service, 


dependability and ever-increasing profits! 


Makers of “Clark” Pump and Non-Pump Type Oil Burners that burn the lowest cost industrial fuels—in all sizes from 3 to 300 Boiler H.!. 
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Cooperation between ‘‘Clark’’ National and its 


distributors is no mere “on-paper” relationship. It is a genuine 





partnership . . . starting at the drawing board... 


and continuing through the completed installation. 





NATIONAL OIL BURNER CO. 


Eastern Division: 


614 BERGEN STREET BROOKLYN 17, N. Y 
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It’s Nice to Make a Livin’ 


Third of a Series on Sales Training For the New Market 


by 


Vernon E. “Sam” Vining* 


Wirx WE TAKE ON a new man, we 
very frankly add him to our organization 
with the idea that we are going to make 
a little more money because he is with us 
than we would make without him. That 
little more money, spread over a number 
of years, amounts to a considerable sum. 
So adding a new man is not a minor deal. 


Whether or not he does make more 
money for us or whether he eventually 
dumps over the red ink bottle is going 
to depend just as much on our own line 
of thinking as it does on the man’s in- 
herent ability. 


To put it bluntly, our job is to find a 
way for the new man to make a living 
in our business. If he makes a living our 
profit is assured. Our thinking about the 
new man, therefore, should be about him 
and his problems—how he is going to fit 
into our business; in other words, keep 
our mind on him, not ourselves. 


That means training is personal, and if 
we haven’t the time to give the personal 
training and if we haven't the time to di- 
rect this young man towards the path 
which makes him an excellent living, he 
will be such a nuisance that we would 
be better off without him. 


Now, what are we going to teach this 
young man about the business of making 
a living? 

In the first place, let’s throw out all 
hooey. 

Do you old-timers remember when a 
sales manager used to herd us into a 
training meeting and scream about the 
law of averages? Remember he had charts 
and figures to prove everything? 


Remember? 


ee 


*Merchandising Consultant, Westinghouse 
lectric Corporation. 








FRIENDS 
Here is a very practical sales experiment. 
Get the help of your wife and the two of you put down on a sheet of paper 
the names of fifty men whom you both know, friends, neighbors, associates 


outside of your own business connections. 


Now write after each name an exact classification of the business in which 
each acquaintance is engaged. 


Here is one man in the insurance business—but exactly what kind of in- 
surance does he sell—fire, life, liability, automobile or just what? 


Here is a man in the brokerage business—but what kind of brokerage? 
And so on through the list. 


Now take a look at it. You will be surprised at your lack of information 
about the very people with whom you associate daily. 


Now scratch your head and wonder just how many of these men know 
EXACTLY what you do for a living. An analysis of the list will startle you. 


Here are fifty men, whom you have been pretending to know—who could, 
and should, not only give you all of their business but should, and would 
gladly be classed as unofficial sub agents—if they but knew EXACTLY 
what your business might be. 


The next step in the experiment is obvious. Call on the whole list. Tell ’em 
about your business and ask about theirs. I'll bet you both get some business. 


No man is big enough to make his own living. 


From “Sam Vining’s Selling Slants,” 1938, Prentice-Hall, Publ. 








If we punched so many doorbells we 
got so many demonstrations and so many 
dog bites—and from so many demonstra- 
tions we got so many prospects, and from 
sO many prospects we got so many sales. 

Wasn't it wonderful? And it worked, 
too—even if the salesman starved to 
death. I always had a sneaking suspicion 
the law of averages even told the sales 
manager how many salesmen would die 
of starvation during any given period. 

That method may have worked in the 
days when our sales crews were picked 
by. haphazard methods; in the days when 
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we hoped each salesman would sell his 
relatives and then disappear. into limbo; 
in the days when our standards for sales- 
men were limited to an unalterable rule 
that we would hire no one who didn’t own 
his own shoes. 

Two things have changed. Our stand- 
ards for salesmen today are on the basis 
of a life work, not an ability to sell friends 
and relatives. Second, the so-called law of 
averages as explained and outlined by the 
old-time sales manager was repealed along 
with the disappearance of that type of 
sales manager himself. 
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That sounds as though I am against the 
law of averages. I am not. I’m against the 
idea that the law of averages, standing 
alone, will make a living for any man. If 
we use the law of averages for our train- 
ing we must add something to it that 
seems to have been left out of considera- 
tion by the old-timer. 

Somehow, the old-timer forgot to tell 
us that in making a sale the head is more 
important than the feet. As the poet 
would say, “A wrinkle in the cerebel- 
lum is worth two in the sock.” 


Averages Need Help 


To put it in English, it means the law 
of averages won't work unless you put 
behind it a lot of analysis and a lot of good 
hard thought as to where you think the 
law may work best. It’s true that a man 
can start at one end of the street and 
punch every doorbell and he may find a 
fews prospects on that street—he may 
even find a few sales. The man will starve 
to death, however, because there will be 
sO many conversations in between the 
sales that he can’t possibly make a living. 

The object of all training, therefore, 
should be to get men to analyze where 
they are going for prospects, why they 
are going to that specific spot, and how 
they are going to conduct themselves after 
they get there. 

In fact, while the average dealer doesn’t 
admit it, he has a definite and distinct 
responsibility in providing prospects for 
his sales people. More of that later. 

The next thing that should be taught 
a salesman about making a living is that 
a sale is not complete with one order. The 
average dealer handles many items, and 
when the salesman has succeeded in put- 
ting one of these items in the home, the 
sale is not complete until there is some 
assurance that the family knows what 
other items are handled by the organiza- 
tion and has a feeling they would like 
to come there to buy them when the need 
arises. 

I am thinking of one dealer who han- 
dles oilburners, furnaces, blowers, and 
overhead doors. He also operates a service 
department that cleans furnaces. A sale 
of any one of these items is not a real 
sale unless the family is so sold that the 
dealer can look forward to doing busi- 
ness with them for years on the other 
items. 

That attitude makes the salesman a 
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businessman; it makes him a part of your 
organization. 

During the first few days of a man’s 
training I think it would be smart to take 
him out along the street and stop in front 
of each house with a notebook, and put 
down the number of items you sell that 
go into every home. Let the new man 
view a street as an opportunity for con- 
tinuing business—not just a place to pick 
up a few dollars in commission on a spe- 
cific item. 

The man trained on specific items will 
probably stay with you but a modest 
length of time. The man who sees your 
business as a whole and works on that 
basis may possibly stay with you to the 
point whert you offer him a partnership 
for fear you lose him. 


Confidence, Not Gab 


The next fundamental you should 
teach your man is that good business is 
built on confidence, not on the gift of gab 
or the ability to outclaim a competitor. 
Ninety per cent of all business in the 
world is done on the quiet basis of a pur- 
chaser having confidence enough to spend 
his money with you because he is con- 
vinced he can take your advice. Loud 
talk, words strung together, use of tech- 
nical terms, impressive boasting of your 
own particular ability does not create this 
confidence. In other words, there is no 
such thing as slick selling. If it’s slick it 
isn’t selling. 

In a real sale you should actually be 
able to deliver any burner you advise be- 
cause you have sold the man on your 
reliability, not on some technicality that 
is debatable. 

That’s a broad statement but it will 
hold water in eighty per cent of all sales 
providing you are handling and recom- 
mending merchandise that is well enough 
known to warrant respect on the part of 
the consumer. The fact that the consumer 
won't take your word on unknown mer- 
chandise is another story and definitely 
the problem of the man who specializes in 
unknown items. 

The next and probably hardest thing 
to teach a new man is that he can’t guess 
who may be a prospect, and since nobody 
ever asks him what he sells, it’s up to him 
to do the asking. The general rule is: ask 
everybody. Put yourself in a logical sec- 
tion of town where you will meet people 
who may logically be interested in your 


item, and then skip no one. Ask people 
on the way to work. Ask people at lunch 
time. Ask people on the street. Ask every: 
body. One of the first rules of door io 
door selling is: Never worry about thie 
woman who slams the door in your face 
—she didn’t want to buy nothin’—and 
that’s what you wanted to find out. 

Another hard thing to teach young 
men is that price very often has little to 
do with the sale. Varying priced items 
always vary in quality or service some 
place along the line. If you have the 
highest priced item it’s probably worth it, 
and if you know and will tell what makes 
it worth the difference in price, the Amer- 
ican public will buy it. The public wants 
its money’s worth and never buys on price 
alone—unless the story is in the hands of 
a salesman incapable of explaining price 
differences. 

That means that the real problem of 
the salesman is to be able to explain what 
a burner will do—not how it operates or 
how much it costs. No story of machinery 
is effective until you can translate it into 
terms of use in the home. 


Cut Time Between Sales 


When we add up all that has been 
said so far, our salesman’s problem then 
is to make enough sales every week to 
make a living. That means he can’t fuss 
around with too many prospects or sus- 
pects. He can’t even spend too much time 
looking. His problem, therefore, is to cut 
down the time between sales, and this 
can only be done by a thorough analysis 
and by some sort of selective system. 

Selective systems are not easy. They 
involve a considerable amount of work 
on the part of the office and on the part 
of the man. They involve advertising, 
sales promotion and all the other efforts 
to drag in business the easy way. 

I presume the strongest tool in the 
hands of the average dealer is the tele- 
phone. This is particularly true for dealers 
who have a cleaning and repair service. I 
am told by dealers that the average sale 
within a year from an order for a cleaning 
and repair job will run into considerable 
money, providing it is followed up by a 
salesman who had training enough to go 
along with the service men and make an 
analysis of the family needs. 

Telephone canvass, however, doesn't 
have to stop with the dealer. In my own 


(Continued on page 148) 
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Oilheating Variety Show 


Washington State Has Oilfired Crops and One Saturated Market 


by 
Robert Gray 


Wire YOU EVER IN a market of 69,000 
population where 85% of the homes are 
oilheated? Did you ever see a battery of 
20 large burners firing No. 6 oil, all in 
one medium sized building, busy at the 
job of drying apples? Or perhaps you've 
seen a furnace-burner unit with an out- 
put rating of 2!¥2 million Btu’s knock- 
ing the sap out of a lot of hops. If your 
answer is “Yes” to one or all of these 
queries, it means you've had an introduc- 
tion to oilheating in the state of Wash- 
ington. 

This is the concluding story in a Pacific 
Coast series, and while each of them re- 
lated a number of unusual oilheating sit- 
uations or applications, no state could top 
Washington in day-to-day surprises for 
the industry visitor. It is the strongest oil- 
heating state on the Coast in number of 
oilheated homes and it also has the largest 
oil consumption per customer for climatic 
reasons. 

As in the earlier stories, this one will 
try to convey the flavor of our industry’s 
activities by relating something of the 
operations and experiences of an assorted 
group of oil and burner dealers. They 
were not scientifically selected to be rep- 
resentative, being mostly encountered by 
chance, but they do fairly well reflect the 
market. 

It has often been pointed out that the 
Northwest has relatively little tie-up be- 
tween oil and burners in the same com- 
panies. Washington has a little more such 
integration than Oregon, but separate op- 
eration is still the general pattern. 

Representative of the better type of 
strictly fuel companies, not selling oil- 
burners, is Griffin Fuel Co., in Seattle. 
Fred Griffin, the president, was recently 
elected vice-chairman for the West, of 
the Distribution Div. of OHI, succeeding 
Charles Holloway, Jr., of Portland. The 
Griffin family started in the fuel business 
back in 1889 in Tacoma, and still operates 
down there, but the Seattle end of the 
business is only six years old. Oil was sold 
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first by the new Seattle venture in 
1941 and volume has grown to several 
million gallons, with 12 trucks running on 
light fueloils, none on heavy oil. Consid- 
erable heavy oil is sold, but it is delivered 
by Diesel Oil Sales Co., Mose Vining’s 
operation, of which more later. 

Typical of Washington uninhibited 
originality, Griffin started in the coal busi- 
ness in Seattle a year after starting the 
oil business, or in 1942. Coal had been 
losing ground in the prewar years, as in 
other parts of the country, but Griffin 
believed he could see coming a shortage of 
all fuels. So, with no coal customers, he 
bought and shipped in 50,000 tons that 
spring and summer before transportation 
got too tight. Soon the fuel stringency 
showed up, Griffin had several thousand 
coal customers tossed into his lap, and by 
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Fred Griffin heads -Griffin Fuel Co., 
Seattle, and is vice-chairman for the West 
of the Distribution Div., Oil Heat Insti- 
tute of America. The three company offi- 
cials below are Ernest Columbus, vice- 
president in charge of the fueloil depart- 
ment, Adolph Traverso, vice-president in 
charge of coal, and George Maurer, treas- 
urer. The lower photo is the company’s 
general office. 

























quickly building good customer relations 
was able to hang onto them. Now they 
provide an excellent backlog for future 
oil accounts, although Adolph Traverso, 
vice-president in charge of the coal de- 
partment, scorns the implication. 

The Griffin coal men will offer to prove 
at the drop of a hat that coal is much 
cheaper than oil, but it would take some 
proving. They point out that for com> 
parable uniform temperatures, oil may be 
cheaper, but that in their mild climate 
there are many borderline days when coal 
























fires are not kept alive . . . and the folks 
shiver a bit, whereas with oil the house 
would be heated. 

Griffin is a California Standard outlet 
in Seattle, but down at Tacoma has a 
Tidewater Associated franchise. The Ta- 
coma businesss, in charge of Ed Grifhn, 
Fred’s brother, has about the same fueloil 
volume, and also sells coal, wood and saw- 
dust. 

Without a burner department at either 


city, the company nonetheless keeps in 


close touch with the customers’ oilheating 
needs. Through frequent mail and adver- 
tising instructions they are told to depend 
upon Grifin for complete oilheating. 
They call the company for burner service, 
even the stove oil accounts, and after a 
burner or service company has been put 
on the case, Griffin follows through to be 
sure that everything is under control. 

A very large number of stove oil ac- 
counts (space heaters mostly) are served 
by the regular fueloil companies in the 





Largest fueloil distributor in the West 
is Diesel Oil Sales Co., Seattle, with 
‘Mose’ Vining (on the right in the pic- 
ture) as operating head of the business. 
Seated with Vining is Thomas H. Youell, 
head of Youell Industries, which original- 
ly launched the Diesel firm, still has finan- 





cial interest. The truck pictured is said to be the country’s first real streamlined fueloil 
unit, built in 1936. Below is the company’s main plant on tidewater, and one of its 
five branch plants, located at Edmonds, Seattle suburb. 




















Northwest. With Griffin the volume is 
divided about equally between stove oil, 
PS-100, and furnace oil, PS-200. The 
stove oil accounts average 800 gallons 
a season in Seattle and furnace accounts 
1,500 gallons. 

Grifin has the problem common to a!! 
exclusive fuel companies of holding the 
former coal customers who buy an oil- 
burner from someone else. On every coal 
delivery ticket, every monthly statement, 
is the instruction, “If you need oil, call 
Griffin.” Fred explains that in this way, 
coupled with a reputation for exceptional 
service, they hang onto about 70% of 
their coal to oil switches from the start. 
For the other 30% they have to get out 
and fight, and eventually manage to get 
half of those back. 

Without a burner or service depart- 
ment, Griffin has a harder time finding 
work to hold his drivers through the sum- 
mer, although of course a number are 
kept busy on deliveries, with some heating 
needed every month of the year. In both 
Seattle and Tacoma, three or four drivers 
are put on oil sales work through the 
summer, and do well at it, supported al- 
ways by vigorous advertising promotion. 
During the rest of the year only one full- 
time oil salesman is kept on the job. 

There is no telling when, if ever, Grif- 
fin will add burner sales and service to 
his fuel business, but it’s a reasonable bet 
that most of these blue chip fuel outfits 
will eventually find it to be the line of 
least resistance, or the line of best public 
service, to go all the way. 

Leaving Seattle for a day, it was a 
sleeper jump over the mountains to Ya- 
kima, in a dry, arid valley that has been 
made highly productive through irriga- 
tion... . and with this productivity came 
some of the curious oilheating applica- 
tions mentioned at the start of this story. 
The Yakima excursion was by invitation 
of L. F. Saar, president of Saar Heating 
& Engineering Co., distributor of Ray 
burners for Southeastern Washington, 
who had told us something of his work 
at the Portland OHI meeting in March. 
In addition to the Yakima office, a branch 
is located at Walla Walla, down in the 
dry farming area. 

Yakima is one of the better examples of 
medium sized cities that promise so much 
for oilheating expansion in coming years. 
Its population is 40,000, but it is the 
center of a valley with 130,000 people, 
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where rural electrification encourages 
modern living. Products grown and 
shipped out of the valley last year brought 
in 139 million dollars, so there is a lot 
of money circulating. 

The city itself is about 50% oilheated, 
40% coal and 10% wood or sawdust. 
Saar expects it to go 90% to oil fairly 
soon. About 500 burners were put in 
last year, with Saar doing 240. Of these, 
approximately 190 were domestic burners 
and 50 for heavy oil. In addition, 75 
circulating space heaters were sold off the 
floor, but not installed. The fact that 
furnace oil sells at close to 11¢ has not 
been a deterrent to sales thus far. Saar’s 
company does not sell oil, but works 
closely with some of the oil-companies. 

An additional 70,000 acres is coming 
under irrigation in the valley this year, 
to be added to the present 300,000 acres, 
and this will open up a new lot of pros- 
pective business. Irrigated farms call for 
considerable cash investment, with the re- 
sult that most of these farm homes are oil- 
heated. Indicative of values, new irrigated 
land cost $500 an acre, and with bearing 
apple trees brings $1,000 an acre. 

The battery of 20 heavy oil burners 
for apple drying mentioned earlier was 
put in by Saar, but they’re no more 
unique than some of his other applica- 
tions. One farmer in the valley raised 
lat year 80 acres of mint hay. He boils 
this and then distills a mint extract ...a 
large oil boiler furnishing the necessary 
steam. From the 80-acre crops, the farmer 
cleared net $38,000 last year. 

Hop growing is big business in the 
Yakima valley. Hops grow on vines 16 
ft. high, trained on wires strung between 
posts, and the crop is picked with ladders. 
Then they’re dried in oilfired kilns. One 
ranch, with 600 acres in hops, has 16 
kiIns, fired with PS-300 (similar to No. 
)) oil. Drying the crop is a tricky busi- 
ness. Each kiln load is worth about 


$4,000. The drying period is 12 to 14 













FEM 


iat 


Leading Tacoma fueloil distributor is Mark C. Dolliver, head of Fuel Oil Service-Co. 
Shown are five of Dolliver’s eight-truck fleet in front of his office and garage. 

The lower picture’ was snapped at an inn operated by the federal government high 
in Ranier National Park. Fueloil has taken such a hold in this area that when skiers 
and sportsmen come in from a heavy day, instead of finding a crackling log fire they 
find this space heater. Sampling its warmth are Mrs. Dolliver and Mrs. Gray. 


hours, and the last hour before finishing is 
critical. The load can be ruined by not 
stopping at exactly the right time, so 
each kiln has a personal watcher. Elec- 
tronic controls are being investigated . . . 
may be the answer. 

Saar has also been active in new home 


Leo Thomas recently bought Seahurst Oil, 
does a million and a half gallons almost 
without overhead, developed successful 
automatic deliveries for space heaters. 


‘awe 
‘ane aa 
fort OUSEL OU 
y R00 


oilheating, having just finished outfitting 
one batch of 28 GI homes. In a climate of 
5,100 degree-days, these homes had 85,- 
000 Btu heat loss, and sold at eight to 


ten thousand dollars. Furnace-burner 
units were put into utility rooms, with 
300 gallon outside buried tanks. The 
furnaces had filters, because it’s a dusty 
country in summer, but no humidifiers. 
The approximate sale price was $795 in- 
cluding ductwork with 10 registers, al- 
though the builder made the excavations 
for burying the tanks. 








































It would be hard to find sections of 
the country comparable to where Saar is 
located, from the viewpoint of variety of 
applications for oilburning and high in- 
terest in’ the engineering of new and 
imaginative uses. 

Across Puget Sound from Seattle is 
one of the few remaining unspoiled bits 
of nature in the country, the Olympic 
Peninsula, the setting for the recent best 
seller, “The Egg and I.” Snow capped 
mountains with almost no access roads 
freaks of 


ridge the peninsula and bring 
climate, such as an arid desert valley with 








Sorting apples for drying and spreading 
them on the drying floor in a Yakima Val- 
ley plant that uses 20 burners on heavy 
oil. L. F. Saar, at left, Yakima oilheating 
specialist for agricultural applications. 


only nine inches of rainfall a year, located 
less than 25 miles from another valley 
with 135 inches a year, the nation’s wet- 
test spot. 

It is on this primitive peninusla that 
we find the most nearly saturated oilheat- 
ing market in the country, and that 
doesn’t mean saturated with water. 
Bremerton, on the eastern, or Puget 
Sound shore of the peninsula, and site of 
the famous Navy yard, has less than 15% 
of its homes heated with fuels other than 
oil. This calculation excludes a group of 
2,900 multiple dwelling units erected by 
the Federal Public Housing Authority for 
Navy workers and heated with a coal- 
fired central steam plant. 








é 


& 





Here is the mathematical summary of 
the Bremerton market: the area served 
by the Bremerton oilheating companies, 
the city and suburbs, has a population of 
78,000. Subtracting from this 9,000 per- 
sons who live in the Public Housing apart- 
ments leaves 69,000 who live in homes . . . 
approximately 16,400 homes. Only 2,100 
of these are coal heated; some 200 heat 
with wood and a few dozen with gas, 
leaving over 14,000 homes oilheated, or 
more than 85% saturation. 

There are 12 oil companies in Bremer- 
ton and every one sells and services oil- 
burners. The only other burner outlet in 
the market is Sears Roebuck. Another 
curious fact about this market is that 
eleven of the twelve oil companies have 
their own bulk plants, all barge plants on 
tidewater, while across the Sound in 
Seattle nearly all of the fueloil distribu 
tors load at major companies’ terminals. 

Gas has offered little competition, be- 
cause house heating rates, while high, are 
yet not attractive to the gas utility so 
there is little or no sales promotion. The 
gas is manufactured from a combination 
of oil, briquettes and propane. 

In Pacific oilheating circles the spokes: 
man for the Bremerton market is Harry 
Myers, owner of Bremerton Oil Delivery, 
and vice-president of the Oil Heat Insti 
tute of Washington. At the Portland 


85°%, saturated as an oilheating market is 
Bremerton, Wash., and here are eight of 
the city’s twelve fueloil marketers: stand 
ing, from left, Lloyd Lofthus, H. C. Ray 
burn, H. D. Lent, Harry Myers; seated, 
C. Jack Jones, Newell Boone, Fred Jessup, 
W. B. Bennett. 
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Large oilburner marketers of Seattle that 
are growing strong in fueloil sales are 
Rossoe Mfg. Co. and Electrol Oil Burner 
Corp. At upper right is S. G. Crate, gen- 
eral manager of Rossoe. At lower right 
are three Electrol officials, Everett Com- 
ings, chief engineer, S. J. Howell, treasurer 
and general manager, Donnell Fisher, Jr., 
sales manager. 


OHI meeting he had extended an invita- 
tion to come over on the ferry for a lunch 
meeting and round table discussion with 
their small group. Eight of them attended 
and the conversation brought to light a lot 
of unusual considerations. For example, 
how do you expand a market where you 
already have five-sixth of it in the bag? 
One way would be to switch some of the 
homes now using space heaters over to 
central heating plants, and thus with the 
whole house uniformly heated, more oil 
would be used. What kind of central 
heating plant would be easiest to install 
in an existing house . . . perhaps one in 
the attic, or in the kitchen . . . and this 
brought considerable interest in the flexi- 
ble ducts that had been shown at the 
Cleveland exposition in connection with 
the Jet Heet burner. 

The Bremerton market is heavily 
weighted to space heaters, and these con- 
sume an average of 800 gallons a year, 
while the central heating jobs average 
1,300 gallons. Before the meeting, eight 


of the 12 companies operating in the area 
had supplied, in confidence, their gallon- 
age figures for 1946, so that a calculation 
could be made of the total number of 
space heaters accounts vs. central heating. 

The eight companies were Loftus Oil, 


(Continued on page 154) 
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Engineered Installations..... 


Produce Dealer Profits and Customer Satisfaction 


by 
J. W. Schulz 


: a oilheating industry has just been 
through a post-war era which proved dis- 
heartening to many enthusiasts for the 
best in oilheating. As soon as the fight- 
ing had ended, too many home owners 
were stricken with an unreasonable dis- 
ease which made them want oilburners, 
and right away. Acting as though stark, 
raving mad, one of these home owners 
would announce that he knew burners 
were scarce but to offset that he was ready 
to pay plenty for one. Although when 
forced to he would admit grudgingly he 
did have a preference for a certain make 
which he believed was especially high- 
quality, he begged to buy almost any make 
burner. It would do if it was an oilburner. 

Not all home owners who aim to enjoy 
oil heat became burner-crazy, but enough 
of them did to upset seriously the overall 
standards of oilheating, since thousands 
of burners were installed for owners of 
little or no discernment. “Installed” is not 
the right word for what happened to some 


of the burners. Too many were slammed 
into place along with piping, fireboxes, and 
wiring just able to squeeze by and permit 
the burners to operate at all. Before the 
war, too few burners were installed and 
serviced so well that, for example, combus- 
tion testing instruments showed they were 
doing splendidly. Many wasted 10% to 
40% of the oil they used for no reason 
except that the installation and service 
work was terribly shoddy. Right after the 
war, oilheating performance standards 
took a nose dive, at least in certain areas 
and as far as certain installers and service 
men were concerned. The men responsi- 
ble for the poorest installations did not 
worry about noise, installations defects 
that later might cause breakdowns, and 
making the combustion tests necessary for 
minimum oil consumption. They were 
satisfied if the burners ran at all. 


True, certain other burner dealers con- 
tinued using their pre-war tactics which 
insure superior burner performance. 
When burners were scarce, they installed 
no burners if they could not obtain ex- 
cellent burners; any burner they did in- 


stall was lovingly and thoroughly in- 
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Proper installation depends on 101 details. The capable installation 
manager usually has all the details settled before his crew arrives 
to install the equipment. This cuts installation costs and produces 

superior performance. 





stalled and serviced, and its performance 
was proved superior on a numerical, in- 
disputable basis by combustion tests. But 
in spite of this, it is certain that too many 
burners were installed poorly and too few 
were installed wonderfully well, with the 
result that in overall the quality of oil- 
burner performance suffered in the post- 
war era compared to pre-war days. 

A few months ago one dealer reported. 
“I found it possible, right after the end 
of the war, to sell oilburners without 
bothering to get smooth, efficient perform 
ance from every one I sold. And I’m only 
human. But saving time installing burners 
gave me more time to travel looking for 
more of the scarce burners. The outcome 
was that I sold more burners and more 
people had the oil heat which they kept 
calling me up nights to get.” 


Demand Less Automatic 


The public’s feverish grabbing of oil- 
burner installations appears to be over 
now. Many sound-minded  oilheating 
equipment dealers, determined more than 
ever before to follow long-range policies 
which will keep them in business and 
profits for years after the opportunists 
have disappeared, are setting up for en- 
gineering carefully every oilburner in- 
stallation they will make. They know an 
engineered installation produces dealer 
profits and customer satisfaction. 

The executive who handles the field 
complaints for a certain burner manufac 
turer says the following is a true account, 
as closely as he can recall the words of 
the conversation. 

“All right, I install the burners as fast 
as I can and without spending one cent I 
can avoid spending,” a certain dealer 
shouted at the factory representative who 
had been telling him to pay more atten 
tion to quality. “Just imagine I admit 
that. Now, what can a better-installed 
burner do that my burner can’t do? My 
burners do run, you know!” 


“How many gallons of oil do your § 
burners use per ton of coal used previous: J 


ly?” asked the factory man. 


“About 130 to 175, like everybody 4 
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else’s burners,” answered the dealer. 

Then the factory man showed him rec- 
ords which had been prepared by a cer- 
tan organization which owns 17 good oil- 
burners, all of them exceptionally well in- 
stalled and serviced. The records proved 
that these 17 burners make 100 gallons 
of oil do the work done previously by 
one ton of hand-fired coal. 

“Could you ever guarantee to cut the 
costs of gas heating in half by installing 
an oilburner under a gas boiler?” asked 
the factory representative. “I have a 
dealer located in a city where manufac- 
tured gas is used extensively for house 
heating. He installs and services in top- 
notch fashion, and because of that before 
the war he could guarantee that oilfiring 
a gas boiler would cut the cost of gas 
heat in half. 

“If you will tear out the burner in your 
own business building and re-install it un- 
der my supervision, in high-quality 
fashion,” went on the inan from the fac- 
tory, “Ill cut the oil consumption at 
least 35°% or pay double the cost of the 
work we do in improving the job. That 
means your own oil consumption is 50% 
above what it should be, just as the oil 
consumption of many of your customers 
isoversize by about 50%. 

“You have far too many call-backs after 
your men say an installation has been com- 
pleted. Because they rushed the job, they 
have to keep going back for this or that. 
A draft regulator is missing or was poorly 
installed and fell off the smokepipe. A 
tank gauge was omitted, or the asbestos on 
the front of the boiler was not finished off 
properly. On one job, the hole in the base- 
ment wall, used for the suction and return 
line for the outside tank, was not cemented 
shut properly and water leaked into the 
basement the first time it rained. Some 
room thermostats are located improperly 
and your men go back to move them, while 
others come loose from the walls. Limit 
controls have been omitted and wired im- 
properly. Oil lines develop leaks, and BX 
cable sags and has to be fastened in place 
securely. Your men make many call-backs 
becuse of poor workmanship, too much 
specd in installing burners, and plain 
slovenliness. Call-backs are costing plenty. 

“To add to that, you have altogether 
too many service calls, and that’s because 
you have been low-quality minded in your 
service department as well as your in- 
stallation department. You can save half 








Sueloil & oil heat 
HEATING PLANT SURVEY 


NP oP eR yee, | ae seep ee oe ee See 


Owner's Name .. 


Date Survey Made By ............ | COMMON a0 s dob. hence a lapenwas 

Type Building ......... ... Number of: Rooms ........ Baths ...... Occupants ......... 

Fuel Used Now ............... Vourly Fuel Geet... 6... 5.000655 Owner says this is [1] High; ([] Low 

Is building drafty? ....... Has it Storm Windows ........ Weatherstrips ....... , Insulation ...... .? 

Heating System Warm Air [7] Steam [_] Vapor [] Hot Water [_] None ["] 
Approx. Age of ‘Heating System Condition 


Are any rooms hard to heat? . See eee Reasons for this 


Is heating easy on coldest mornings? 


Boiler or Furnace Make and Model .................. Age. Condition . 


Owner believes it [1] Undersize; [1] Oversize Grate Dimensions 


Water Heating Fuel and Equipment Used Now ............ 2... ..0. 02600 -00eeeeee 
Monthly Fuel Cost .............. Size Tank . Tank Insulated? 
Has tank a relief valve? ........... Enough hot water at all times? 


Important Does heating plant give any trouble now? Ane od ; 
Does chimney give steady, reliable draft? Size chimney 
Equipment Which May Be Needed Is new boiler or furnace needed for oil? 
Steam Plant: Radiator Vent-Valves [1] Steam Main Quick Vents [] 
Low Water Control [1] Automatic Water Feeder [] 
Hot Water Plant: Circulator [7] Automatic Feed & Relief Valves [] 


Basement Expansion Tank [_] 
Werm Air Plant: Circulating Blower [] Automatic Humidifier [] 
Air Filters [] Return Registers in Floors [_] 


Warm air furnace probably has gas leaks, needs repairs 


Summer-winter hot water system for boiler-radiator plant? 


Additional radiation needed for any room? ........................ 


Additional warm air registers needed? ..._........................ 


Recommended: Tightening doors and windows to reduce infiltration [] 
Attic Insulation [1] Insulate Entire Building [] 
Weatherstripping [_] Storm Doors & Windows [[] 


Manager's Comments: 


fuele/f 
4 o//heat 











the money you are now spending on first- 
year free service. 

“Finally, you have been causing so 
many burner owners to write to the fac- 
tory about how their burners act up that 
I've had to come here to tell you we will 
switch to another dealer in this city if you 
don’t improve your installation and serv- 
ice work. You cannot afford wholesale 
owner dissatisfaction any more than we, 
as the burner manufacturer, can afford it. 
Always remember: One fellow crying 
makes more noise than one hundred fel- 
lows smiling.” 

One important point which the repre- 
sentative of 
made to the oilburner dealer was this: As 
far as is possible, all the details of the in- 
stallation work should be settled by a ca- 
pable installation manager before the 


the burner manufacturer 


crew goes to install the burner. A day 
before the installation work is to start, 
written instructions for the installation 
foreman should be posted in the headquar- 
ters of the installation department. These 
instructions should be sufficiently com- 
plete so that the crew can go to work 
and finish the installation without the in- 
stallation manager’s having to see the in- 
stallation men on the job while they are 
doing the work. The instructions should 
cover such things as the locations for the 
oil tank, burner shut-off switch, and room 
thermostat; the type limit controls to be 
used and the wiring diagram to be fol- 
lowed; the size of the smokepipe, so that 
the proper draft regulator will be taken 
out to the job; and instructions for build- 


ing the firebox. 


(Continued on page 146) 











Range Oil Sales 


By Grades and by States for 1945 
U. S. Bureau of Mines Figures 
(Thousands of barrels of 42 gallons) 


NEW ENGLAND STATES 


Kero- No.1 1945 1944 

1 sene Fuel Total Total 
Massachusetts 10,785 442 11,227 10,993 
Connecticut 3,651 344 3,995 3,918 
Rhode Island 2,048 S4-22132. -2:042 
Maine 1,402 120. 1,522. 1,435 

N. Hampshire 839 34 873 808 
Vermont 442 10 452 413 





19,167 1,034 20,201 19,609 


MIDDLE ATLANTIC STATES 


2 Kero. No.1 1945 1944 
New York 6,994 228. 7422 "72013 
New Jersey 3,545 211 3,756 3,504 


Pennsylvania 1,354 lt 1.365 §61,055 
Maryland 691 5 696 690 
Dist. of Col. 125 5 130 109 
Delaware 132 1 133 104 





12,841 36i 13,202 12,475 


MIDDLE WESTERN STATES 


3 Kero. No.1 1945 1944 
Illinois 1,822 1,523 3,345 3,139 
Michigan 429 197 1,226 1401 
Wisconsin 300 649 949 864 
Iowa 347 688 1,035 964 
Minnesota 381 545 926 858 
Missouri 557 310 867 T29 
Ohio 559 110 669 562 
Indiana 314 290 604 582 
Nebraska 260 93 353 329 
Kansas 179 62 241 184 

N. Dakota 97 42 139 133 
S. Dakota 103 42 145 109 





9,348 5,151 10,499 9,552 


WESTERN STATES 


4 Kero. No.1 1945 1944 
California 381 ate 381 457 
Montana 30 188 218 49 
Colorado 40 155 195 151 
Wyoming 10 30 40 18 
New Mexico 89 21 110 78 


Washington 32 oe 32 29 
Oregon 32 3 32 29 
Utah 6 11 iW 20 
Arizona 27 oe 27 22: 
Idaho 7 36 43 33 
Nevada 3 : 3 3 





657 441 1,098 889 
SOUTHERN STATES 


5 Kero. No.1 1945 1944 
N. Carolina 858 a7 885 761 
Florida “156 48 804 735 
Texas 1,092 iS (tq 931 
Georgia 394 7 471 427 

S. Carolina 320 46 366 304 
Virginia 419 51 470 331 
Oklahoma 274 10 284 234 
Arkansas 369 85 454 419 
Tennessee 386 47 433 331 


Louisiana 203 18 221 167 
Alabama 186 pl 237 214 
Kentucky 133 1 134 122 
Mississippi 96 14 110 98 
W. Virginia 41 se 41 37 





5,527 494 6,021 5,111 


TOTAL UNITED STATES 


Kero. No.1 1945 1944 
U.S. Total 43,540 7,481 51,021 47,636 
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1945 Fueloil Consumption, 


United States 


Mins OF FUELOIL AND KEROSENE 
mounted to new levels in 1945, according 
to the annual survey by A. T. Coumbe of 
the Petroleum Economics Division, Bu- 
reau of Mines. Based on oil company re- 
ports, sales of all fueloils in 1945 were 
773,890,000 barrels, a three percent gain 
over the 1944 demand of 753,284,000 bar- 
rels, which in turn was nine percent over 
the 1943 total. 

The rationing of fueloil was ended on 
August 15, 1945, and as a result the de- 
mand for heating oils increased nine per- 
cent for the year, the first expansion in 
volume since 1942. 

The demand for heating oils turned up- 
wards in 1945 to a total of 165,216,000 
barrels, a nine percent gain over 1944 
with 152,203,000 barrels. The market for 
light heating oils (grades 1 to 4) increased 
by nine percent from 111,729,000 barrels 
in 1944 to 121,342,000 in 1945. 

The East Coast is the most important 
market for heating oils; with the 1945 
total representing 57% of all heating oil 
sales compared with 56% in 1944. The 
respective demands for distillate grades in 
New England and Middle Atlantic States 
were up 10%, while in the South Atlantic 
area the gain was 20%, though quantities 
were relatively minor. 

Approximately one quarter of all heat- 
ing oil sales were in the North Central 
States. Deliveries of light grades of heat- 
ing oils in this group mounted by five per- 
cent from 30,145,000 barrels in 1944 to 
31,535,000 in 1945. 

Comparatively important quantities of 
heating oils are marketed on the Pacific 
Coast. The demand for distillate heating 


Bureau of Mines 


oils in the area in 1945 was 13,475,000 
barrels or two percent over the 1944 total 
of 13,227,000. Dealers reported the sale 
of 1,263,000 barrels of light heating oil in 
the Rocky Mountain States . . . a large 
gain over 1944 with 870,000 barrels. 

Less than five percent of all heating 
oils are marketed in the South Central 
States, however, the demand there in- 
creased by about 20%. Distillates made up 
the larger share of deliveries and increased 
from 4,519,000 barrels in 1944 to 5,514,- 
000 in 1945. 

Range oil demand in 1945 rose to 51,- 
002,000 barrels, up seven percent over 
1944. In New England, which accounts 
for 40% of the national total, the gain was 
three percent; the Middle Atlantic area 
had a six percent rise; North Central 
States were up 10%. 


Preliminary Estimate 1946 


Monthly statistics of the Bureau of 
Mines show an indicated demand of 242,- 
965,000 barrels for all distillate fueloils 
in 1946, a gain of about eight percent over 
1945, while estimated requirements for 
residual grades dropped to 477,155,000 
barrels in 1946, a nine percent decline. 

Of these totals, heating oils accounted 
for about 138,000,000 barrels of distillates 
and 49,000,000 barrels of residuals, in- 
creases, respectively, over 1945 of 14% 
and 12%. No. 1 fueloil sold for range 
burners in 1946 is estimated at nine mil- 
lion barrels, a gain of 20%. 

Range oil sales in 1946 are estimated at 
53,500,000 barrels, a gain of five percent 
over 1945. Kerosene for all purposes rose 
19% to reach 89,200,000 barrels. 


Fueloil Sales 1941-45, by Uses 


(In millions of barrels) 




















—_—_—____—pisTILLATE——_____—_ —_——RESIDUAL——_—_ 
1941 1942 1943 1944 1945 1941 1942 1943 1944 1945 
USES 
121 122 113 it 124 Heating 47 47 43 40 ad 

4 2) 6 4 7 No. 1 Sold as Range Ae He ss Ae ic 

5 6 9 11 14 Railroads 81 100 116 115 112 
11 9 11 13 14 Vessels 57 38 62 92 100 
5 6 6 6 7 Utilities 34 28 31 34 35 
10 13 15 17 19 Industrial 78 85 84 87 91 
1 1 1 1 1 Oil Company Fuel 54 45 47 55 57 

3 11 33 43 30 Armed Forces 26 a7 93 101 97 
12 14 14 15 17 All Other Uses 6 6 6 4 5 
Be fe 187 208 224 232 Total United States 381 405 482 529 542 
17 oe. zy 43 33 Exports 14 BZ 1") 13 12 
190 208 233 267 265 Total 395 417 497 542 554 
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Heating Oil Sales 




































































































~wK: 
By Grades and by States TH 
S Official U. S. Bureau of Mines Figures Ja 
j (In thousands of 42-gallon barrels) 
OG NEW ENGLAND STATES 
tal eS 1945 = a Total Distillate 1945 Total Residuum Grand Totals 
le No. 1 No. 2 No.3 No.4 1945 1944 1 No. 5 No. 6 1945 1944 1945 1944 
ale 311 8,493 276 84 9,164 8,246 Massachusetts 404 3,424 3,828 3,250 12,992 11,496 
in 165 3,878 517 at 4,587 4,340 Connecticut 535 906 1,441 1,066 6,028 5,406 
39 2,081 315 27 2,462 2,219 Rhode Island 3 540 579 575 3,041 2,794 
rge 23 702 1 in 726 648 N. Hampshire 5 224 229 214 955 862 
36 819 ee os 855 823 Maine a 163 163 141 1,018 964 
7 1 512 5 518 456 Vermont 15 52 67 56 585 512 
ral 575 16,485 1,114 19% - 70312 -— 16932 998 5,309 6,307 5.302 24,619 22,034 
in- MIDDLE ATLANTIC STATES 
up No. 1 No. 2 No.3 No.4 1945 1944 2 No. 5 No. 6 1945 1944 1945 1944 
sed 846 21,027 1,839 422 24,134 22,639 New York 942 8,180 9,122 8,564 33,256 31,203 
444 10,771 1,129 406 12,750 . 10,832 New Jersey 931 2,711 3,642 3.432 16,392 14,264 
4, 124 4367. 1,545 128 6,164 «$792 Pennsylvania 1,287 2,096 3,383 3,138 9,547 8,930 
40 2,866 134 25 3,065 2,562 Maryland 129 654 783 698 3,848 3,260 
7 28 1,521 15 1 1,565 1,419 Dist. of Col. 9 632 641 578 2,206 1,997 
1,’ 25 256 122 5 408 367 Delaware 6 70 76 90 484 457 
ver = ee LP aire ae AEST RT age an eng SS ae SS eT 
as 1.507 40,808 4.784 987 48,086 43,611 3.304 14,343 17,647 16,500 65,733 60,111 
5 
was MIDDLE WESTERN STATES 
a No. I No. 2 No.3 No.4 1945 1944 3 No. 5 No. 6 1945 1944 1945 1944 
1,078 4,728 6,158 407 12,371 12,099 Illinois 2,189 2,677 4,866 4,599 17,237 16,698 
tral 747 2,426 911 32 4,116 3,880 Minnesota 318 90 408 388 4,524 4,268 
1,089 1,720 1,322 92 4,223 3,991 Michigan 943 864 1,807 1,779 6,030 5.770 
428 1,410 1,740 68 3,646 3,361 Missouri 1,262 359 1,621 1,412 5,267 4,773 
379 1,728 1,201 27 3,335 3,303 Wisconsin 370 169 539 502 3,874 3,805 
300 1,252 328 17 1,897 1,808 lowa 120 34 154 162 2,051 1,970 
f 310 648 418 78 1,454 1,390 Indiana 377 203 580 535 2,034 1,925 
Bi. 250 352 927 8 1,537 1,416 Nebraska 136 15 151 162 1,688 1,578 
42,- 560 202 710 18 1,490 1,268 Ohio 168 22 190 149 1,680 1,417 
loil 133 219 52 3 407 363 S. Dakota ae 10 10 14 417 377 
ous 193 188 57 my 438 379 Kansas 159 80 239 169 677 548 
yver 74 168 57 ua 299 276 N. Dakota re Z. st in 299 276 
for 5,541 15,041 13.881 750 35,213 33,534 6,042 4,523 10,565 9.871 45,778 43,405 
000 
e WESTERN STATES 
‘ad No. 1 No. 2 No.3 No.4 1945 1944 4 No. 5 No. 6 1945 1944 1945 1944 
aes 3,301 ae 2.827 x 6,128 6,325 California 3,837 725 4,562 4,403 10,690 10,728 
lates 2,052 2,142 4,194 3,907 Washington 1,599 351 1,950 1,677 6,144 5,584 
i 969 1,158 2,127 2,005 Oregon 1,402 348 1,750 1,554 3.877 3,559 
) 298 221 519 528 Nevada 66 5 71 101 590 629 
4% 318 - 189 507 462 Arizona 17 i 17 66 524 528 
wae 65 147 139 2 353 296 - Colorado as i. Ae: yi 353 296 
me 156 51 3 246 160 Idaho 2 My 2 * 248 160 
mil- 51 38 82 5 176 128 Utah 2 2 6 178 134 
194 88 33 ap 315 144 Montana 16 34 50 62 365 206 
42 40 2 a 109 105 W yoming “& 4 + 3 113 108 
>d at 22 42 Re a 64 37 New Mexico x 7 74 ea 64 37 
cen 7,468 406 6,857 7 14,738 14,097 6,941 1,467 8,408 7,872 23,146 21,969 
rose 
SOUTHERN STATES 
No. 1 No. 2 No.3 No.4 1945 1944 7 No. 5 No. 6 1945 1944 1945 1944 
58 1,031 14 1 1,104 1,067 Virginia 1 165 166 152 1,270 1,219 
107 390 113 13 623 518 Florida 34 294 328 310 951 828 
45 363 341 2 751 502 N. Carolina - 18 18 20 769 522 
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The Photographer Goes 
to a Steel Boiler Testing 





QO, THE FACING PAGE are a half dozen 
photographs taken at the laboratory of 
the United States Testing Co., Hoboken, 
N. J., when final tests were being run to 
get a Steel Boiler Institute rating on a 
boiler manufactured by Waterfilm Boil- 
ers, Inc., Jersey City and fired by a Twin 
Control burner made by Heuller Mfg. 
Co., Brooklyn. 

For the Steel Boiler Institute test cer- 
tain conditions are prescribed, such as op- 
erating the burner at exactly 10% COz, 
stack temperature under 600°, operating 
at 150% of capacity. The requirement is 
that the boiler deliver a minimum of 70% 
net eficiency, not by combustion efficiency 
measurement but by determining the 
water evaporation during the run. 

The boiler passed these, tests with a 
71% efficiency at 150% of capacity, and 
71.7% efficiency at 125% of capacity. 

The oilburner manufacturer then asked 
permission to change the setup to be more 
like ideal field operating conditions, and 
freed from any restrictions, to try for 
higher efficiencies. Accordingly, another 
combustion chamber was substituted, this 
time using lightweight insulating brick, 
the CO, was raised to 13.2% and the 
stack temperature reduced to 456°. Un- 
der the changed conditions the boiler de- 
livered a net efficiency of 78%, evapora- 
tion test. This corresponds to about 84% 
combustion efficiency, based only on COs 
and stack. 

In the first picture (upper left) Joseph 
DiLiberti, test engineer, looks over a con- 
nection before the final test starts. The 
drum in the foreground is resting on a 
platform scale and will receive the water 
that is evaporated and then condensed. 

At the upper right DiLiberti is check- 
ing the gauge glass on a device shaped like 
abig hornet’s nest and called a separator 
-.. it extracts all suspended water from 
the steam so that the actual evaporation 
Measurement may be based on dry steam. 
The horizontal boxlike affair in the same 
picture is the condenser, which changes 
the dry steam back to water, which is 
then weighed in the drum previously men- 
tioned. 

The left center picture shows the engi- 
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neer and his assistant Charles J. Kleissler 
with an array of orsats, thermometers and 
draft gauges. At right center, Kleissler 
carefully weighs the fueloil consumption. 
In the lower left photo, Arthur Han- 
son, Waterfilm’s general sales manager, 
and Ed Woedecker, assistant sales man- 
ager, look satisfied with results. The same 
impression could be gained from the pic- 
ture at lower right, where Harry J. Huel- 
ler, manufacturer of the burner, and A. 
J. Sbare, its New York distributor, regis- 
ter satisfaction with their day’s work. 
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More Service Contracts 
Include Necessary Parts 


THERE HAS BEEN SOME discussion this 
spring over whether it is necessary that 
a burner service contract should include 
parts, in order to actually be of benefit 
to the householder. At both the Asbury 
Park and Boston oil men’s meeting the 
statement was made that there was little 
merit in any service contract that did not 
include parts. . . that there was little point 
in protecting. a customer against the 
chance of a $3.50 service call when you 
did not insure him against a $75 tank 
replacement. 

Since then our attention has been called 
to a growing number of companies who 
have recently changed their type of con- 
tract to include parts in one form or an- 
other. For example, Baerenklau & Co., 
Brooklyn, long a constructive force in oil- 
heating, had not until this spring offered 
parts in service contracts. Now for $23.95 
they supply all parts connected with the 
oilheating system, and this includes com- 
bustion chambers and tanks; they provide 
a good summer clean-up and tune-up and 
all emergency service. In other words, this 
is complete insurance, and it is not lim- 
ited to any particular makes of burners 
... all are acceptable. 

This price was based upon last season’s 
experience. Averaging the company’s sev- 
eral thousand service customers, the cost 
to Baerenklau for all labor, parts and 
transportation was $16.90. Recognizing 
that in offering a complete service in- 
surance contract, only about 50% would 


buy it—and those the 50% most likely 
to require maximum service—the price 
had to be somewhat above last season’s 
cost. In addition, some internal service 


department overhead allowance was 
needed, so the $23.95 price is expected 
to just keep safely out of the red. 

Another recent Brooklyn announce- 
ment of burner contracts including parts 
was by Hanney Fuel Oil Co. Hanney pro- 
vides a summer clean-up and burner tune- 
up, emergency calls and a parts replace- 
ment guarantee on burner parts only, all 
for $15. Notice that tanks'and combustion 
chambers are excluded. Hanney then sells 
a tank insurance plan for an additional 
$7.50 a year. This includes pumping out 
any sediment or sludge from the tank, re- 
placing tank filters, cleaning the oil line 
to the burner, and either repairing or re- 
placing the tank should it become defec- 
tive. Thus, for $22.50 total Hanney fur- 
nishes quite complete burner service in- 
surance except for combustion chamber 
replacement, with the unusual feature of 
including tank cleaning. 

A third company in the same general 
area, Queens Petroleum Co., Inc., of Ja- 
maica, N. Y., has a variety of service 
plans, one of which includes parts this 
season. The program offered by the com- 
pany starts with a contract at $10 cover- 
ing emergency service and a burner clean- 
up at the start of the season, followed by 
every other month check-ups. : 

For $17.50 the customer may have 
everything on the $10 plan plus replace- 
ment of necessary parts on the burner 
only. Then for an additional $6 a thor- 
ough cleaning job is done of chimney, 
boiler and flues. So for $23.50 everything 
is included except replacement of combus- 
tion chamber or tank. 


© 
All Oilburner Export 


Restrictions Removed 


ALL EXPORT LICENSING requirements and 
other restrictions on exports of oilburners 
were removed Jun 1, 1947. Burners and 
parts may now be shipped in any quan- 
tity to any part of the world. There is 
a large foreign demand although a num- 
ber of countries are short of dollar ex- 
change, which will retard their purchases. 
Conservatively, however, burner exports 
in 1947 are expected to be at least double 
last year. 
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A CHAIN of service calls followed the 
installation of three burners in one build- 
ing. Two oilfired boilers heated the build- 
ing, and one heated the 1,500 gallon hot 
water tank. The oil pumps of the three 
pressure burners kept losing their prime. 
After air-venting the pumps a dozen 
times in six months, the man answering 
the service calls knew the schedule for the 
failures; a burner tended to air-bind 
whenever it stayed idle for some time 
while the other burners started and 
stopped. After the two burners which 
heated the building had been on a few 
times while the burner which heated water 
stayed idle, this burner had to fight for its 
oil when it started. The pump acted air- 
bound, and in the 90 seconds which the 
stack control gave it to produce fire, some- 
times it would pick up the oil and some- 
times it would not. When the burners fir- 
ing the heating boilers stayed idle for a 
few days then tried to start, one or the 
other had the same air-binding difficulty. 
Once started properly, all three burners 
operated perfectly at the same time. Then 
they could be turned off for 12 hours, 
started simultaneously, and all three 
started perfectly with no sign of pumping 
trouble. To the service man’s way of 
thinking this proved several things: (a) 
the suction line was free of large, impor- 
tant air leaks; (b) the oil from the suction 
line was not leaking past check valves and 
flowing back to the oil tank; and (c) the 
suction line was large enough and had no 
troublesome kinks or obstructions. Also, 
he took vacuum gauge readings at the 
pump inlets with all three burners run- 
ning, and found the suction line OK. 
The dealer responsible for the installa- 
tion was not overly experienced with large 
jobs, but did have two installations, each 
with two burners connected to one 1/7” 
suction line, and both satisfactory for 
years. Therefore for this three-burner lay- 
out he had provided one 34” copper tube 
suction line for the three burners. 
When the first service calls were re- 
ceived, the burner dealer expected his 
service man to use his skill and ingenuity 
to end the trouble. The man was game 
enough. He had always boasted that in 20 
years of work on burners he had not en- 
countered the balky burner he could not 
tame in a hurry. Finally, however, worn 
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Air-Binding of Three Burners 


down by his efforts to end the trouble by 
switching fuel units, installing check 
valves at the burners, and searching for 
air leaks in the expcsed lines, the service 
man decided that connecting one suction 
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line to three burners was the main cause 
of the trouble. He also worried about the 
oil lift for the pumps being higher than 
is usual even for an outside tank, as the 
top of the tank was four or five feet be- 
low the pumps on the burners. Again, 
the slighest leak in a suction line tee 
buried under the boiler room floor might 
cause trouble with this particular layout. 

Going to his boss, he said, ““There’s a 
wall pump in the stock room. Let me use 
it to feed the three burners by gravity and 
by tonight the job will be out of trouble 
once and for all. The suction line from the 
oil tank will run to the wall pump, and the 
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old return line which runs outside to tic 
tank will be the overflow line for the wall 
pump. Ill break up the basement floor a 
only one point. This remedy is easy anc 
inexpensive considering the breakdown 
we've been having.” 






The boss thought for a moment of an 





other suggested way to end the trouble St 
Install a separate suction line to the tank V 
for each burner. But this would involve hi 
breaking up much of the concrete floor, vi 
digging a trench to the outside tank, and di 
three separate suction lines, each about 70 al 





feet long. He decided he preferred the Ot 


service expert’s way of ending the trouble, in 
and gave the go-ahead order. th 
As good as his word, by night the serv- th 
ice man had completed the installation of ly 
the wall pump. Since then there has been , 
no more air-binding of the oil pumps on - 
the burners, and no oil pumping trouble J “" 
of any kind. The dealer has had no more 
worry about his reputation being dam- J 5" 
aged by the performance of his largest let 
and most important installation. F 
A %" line gravity-feeds the three burn- 
ers. They are, of course, now set up for Om 
one-pipe operation since they operate o< 
without return lines. 
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Leading Oil Industry Men 
Comment on Fuel Outlook 


Saice THE PUBLICATION in the May is- 
sue of the article “Fueloil is a Balance 
Wheel,” quite a number of letters, per- 
haps two dozen, have been received from 
various levels and segments of the oil in- 
dustry, and they brought some interesting 
and useful comments that help to point 
out coming probabilities. The balanced 
impression gained from reading all of 
them is a rather optimistic one, indicating 
that the threatened shortage will be large- 
ly averted, particularly on distillates, be- 
cause of extraordinary effort that is shap- 
ing up .. . yet a few of those who wrote 
are decidedly pessimistic. 

The quotations that follow are para- 
graphs from a dozen of the representative 
letters: 

From a major oil company vice-presi- 
dent... 

“We fully appreciate the responsibility 
and are planning accordingly. We agree 
with your indication that the petroleum 
industry will have to accomplish the near 
impossible if it is to meet the apparent 
demand for all products and from all di- 
rections during the next twelve months. 
It has done this in the past and we be- 
lieve will do it again, but not without the 
use of extraordinary methods and prob- 
ably not without some crises. 

“The gasoline situation is now natural- 
ly receiving much attention because of 
timing. The distillate demand is greater 
than we estimated a year ago, not only 
because of the large numbers of central 
heating oilburners installed but also be- 
cause of the unusual number of installa- 
tions of vaporizing burners and the rapid 
expansion in diesel use by the railroads. 

“The normal method of meeting these 
new demands would be to take the maxi- 
mum advantage of refinery flexibility to 
produce the most of these primary prod- 
ucts at the expense of residual fuels. Un- 
fortunately that procedure also has very 
serious implications. Industrial plants 
should not be forced to shut down and 
unemployment created for lack of fuel.” 

From a major oil company vice-presi- 
dent... 

“Refining has now reached a stage that 
makes it possible to produce almost any 
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percentage of furnace oil or gasoline from 
the crude, and these percentages are in- 
terchangeable. The cost of furnace oil 
therefore, should be the cost of gasoline 
less the cost of conversion from furnace 
oil to gasoline. If more furnace oil is 
needed, the price should be advanced and 
it will immediately increase its available 
supply at the expense of either gasoline 
or residual. 

“Because furnace oil demand is season- 
al, the oil industry is confronted with the 
problem of storing enormous stocks of 
furnace oil to care for the winter demand. 
It would, of course, be possible to change 
refinery operations so that large quantities 
of gasoline were made in summer and in 
the winter the conversion would be more 
to furnace oil,. but this is wasteful inas- 
much as during the winter months crack- 
ing would not be carried to its full efh- 
ciency and during the summer months it 
would be necessary to crack oils at a much 
greater degree. 

“It would therefore seem that if we are 
to have reasonable prices for furnace oil 
and care for the needs of the consuming 
public, they in turn must agree to take 
sizable deliveries during the summer 
months, and to install tankage certainly 
larger than the little 275 gallon tanks now 
so generally being used.” 

From a major oil company vice-presi- 
dent... 

“Almost without exception, I agree 
with everything you said. I can’t make 
clear in my own mind whether the oil 
industry is really going to be able to take 
care of the fueloil customers’ needs dur- 
ing next season. If we are unable to do 
this, wouldn’t it be better to slow up the 
oilburner installations rather than be un- 
able to properly supply them? 

“We reduced our gasoline output the 
past burning season to the maximum in 
order to furnish more furnace oil, and I 
think we did a very good job supplying 
our customers’ needs, but I believe that if 
we are called upon to furnish an addi- 
tional 10% this coming winter, with the 
refinery facilities and type of crude we are 
running, that we will be unable to take 
care of the additional business. If we fall 


down on this, it will certainly not help our 
furnace oil business in the future . . . nor 
help the oilburner manufacturer. 

“One point you can probably help to 
clear up is that there will not be a million 
additional oilburners installed this year. 
I have had quite an argument with our 
own sales managers and our manufactur- 
ing people over your estimate of 500 to 
550 thousand installations in 1947, be- 
cause they have read other forecasts of a 
million installations.” 

From a major oil company division 
manager .. . 

“T think the industry is fully alive to 
the great demand for fueloil, both present 
and future, and the profit possibilities for 
the industry if they could take care of this 
demand, but after all, a barrel of crude 
oil will only produce a certain amount of: 
heating oil; the components which are 
presently going into other products can- 
not be turned into heating oil in any ap- 
preciable amount. 

“I see no prospect for any material re- 
lief from this situation, and I think the 
time has come for the oil industry and the 
heating industry to face the facts as they 
exist.” 

From the president of a large wholesale 
marketing firm .. . 

“T heartily endorse the points you raised 
in an effort to show refiners the relative 
importance of meeting the heating oil de- 
mand in full, regardless of the temporary 
economics involved. 

“Efforts along this line by everyone in- 
terested personally in the industry can, I 
believe, stabilize the thinking of those 
who are too inclined to consider the eco- 
nomics of the picture static. We all know 
that such a move would do two things— 
first, stabilize at somewhere near this level 
the heating oil market and second, avoid 
reactionary tendencies in the gasoline 
market. 

“Some independent refiners in the Gulf 
should have this matter brought to their 
attention more forcefully than it has been 
to date as there is too much of an inclina- 
tion in that group to run strictly on the 
basis of day-to-day economics.” 

From the president of a large Eastern 
marketer... 

“Heating oil has certainly been the step- 
child of the oil industry ever since its use 
began, probably because it was the last 
product that developed a large volume 
and hence it is still regarded as somewhat 
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a nuisance and an unprofitable item. 

“With the recently publicized reports 
of shortages, I have noticed the suggestion 
of reducing the quality of gasoline in or- 
der to increase its volume. This, of course, 
would come out of the heating oils. Why 
not try and get more gasoline from gas? 

“Residual demand has been high. This 
is the product on which to reduce pro- 
duction from an economic point of view. 
Why not get more heating oil by cutting 
further into residual? Might it not be 
possible to increase the yield of heating 
oil from crude by some rough cracking 
process similar to that used to increase the 
yield of gasoline? This has been done, but 
if we could modify some of our heating 
oil specifications, it might be done to a 
much greater extent.” 

From the president of a large Eastern 
fueloil distributor .. . 

‘Not only do I agree with your article, 
but I think copies should be sent to “top 
brass” of all the majors. I realize that the 
subject matter was discussed at N.P.C. 
meetings, but I am quite sure your sum- 
marization will help to impress the matter 
and perhaps crystallize the thinking. 

‘Tam much against perpetuation of any 
Government bureau not concerned with 
the pure execution of the law of the coun- 
try or of a statistical nature, and I object 
to the efforts being made to keep O.G.D. 
alive.” 

From the president of a large Western 
marketer... 

“The financial statements of the refin- 
ers will show this year, as last year, an ap- 
pallingly large profit. Now, when stock 
shortages come along, the companies, hav- 
ing already made more profit than they 
should, continue to put their available 
stock into the most profitable items in- 
stead of those that build the most goodwill 
for them.” 

From the vice-president of a large 
American corporation, not directly in the 
oil business . . 

“While the petroleum supply situation 
gives every evidence of tightness over the 
coming year, I am not as seriously con- 
cerned with the possibilities of shortage as 
most members of the oil industry appear 
to be. I think a readjustment in business 
conditions will temper the degree of in- 
crease in demand. 

“Heating oils, however, represent a spe- 
cial situation because their consumption 
is somewhat independent of business con- 
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ditions, being derived from the number of 
units installed, as well as dependent upon 
climatic conditions. 

‘I am not inclined to think one ought 
to stimulate a collective policy as to rate 
of installations or attempt to influence 
public preference one way or another. 
Economic conditions represent our best 
balance wheel in this type of problem. 
The consumption of heating oils is in a 
strong uptrend which will no doubt con- 
tinue. I would hesitate to see the trend dis- 
turbed by attempts to influence it by con- 
versation, although I doubt if what any- 
one says will have too much bearing on 
the matter.” | 


From the secretary of a local oilheating 
association .. . 
‘For the past several weeks the indus- 


try here has been very jittery. Numerous | 


committee meetings have been held and 
the oil men and the burner men have 
reached the point where they are calling 
each other names. Now that the oilburner 
dealers finally have burners to sell, their 
prospects are questioning whether it is 
wise to buy in view of the possible oil 
shortage, particularly since the oil compa- 
nies are refusing to accept new custom- 


” 


ers. 


From the general counsel of a national 
trade association for oil producers .. . 

“You have made a very forceful pres- 
entation of the problem with regard to 
home heating fuels and I am inclined to 
accept your conclusions with little or no 
qualifications. As a matter of fact, your 
statement coincides almost exactly with 
the viewpoint I have taken on this sub- 
ject over a long period of years. 

“Although this Association is con- 
cerned primarily with developments di- 
rectly affecting the producing branch of 
the industry, it is obvious that marketing 
problems are of immediate concern to 
both refiners and producers. You stress 
the importance of fueloil as a balance 
wheel in refining operations, but I am 
sure you will agree that it can be equally 
effective in stabilizing crude oil production 
and insuring a total return from the sale 
of all products commensurate with the 
costs of both production and refining as 
well as marketing. I have always believed 
that fueloil should be considered as one 
of the important products of the industry 
—not a by-product incidental in the man- 
ufacture of gasoline. It has been encourag- 


ing to me, as it must be to you, to note a 
definite trend toward this approach in re- 
cent years. I am hopeful that even mor: 
progress will be made, particularly in th: 
case of some of the heavier grades of fuel 
oil that historically have been sold at ; 
price far below their intrinsic value. 

“The industry is facing a real supply 
problem over the coming months. This 
problem, as you know, is nothing but the 
natural outgrowth of undue restrictions 
over the past few years, resulting from a 
lack of understanding on the part of some 
in government as to the nature and essen- 
tiality of petroleum. I am optimistic that 
the industry will find solutions to this 
problem without serious inconvenience to 
the consumers or harm to any segment of 
the industry.” 


From the president of a national trade 
association... 

“The volume of heating oil is so large 
and those who use it such valuable cus- 
tomers that it certainly would be my opin- 
ion that the oil industry should make 
every effort to supply it.” 


From the president of a large Eastern 
marketer... 

Your efforts in publicizing the increase 
in demand for heating has gone a long way 
toward relieving my anxiety. As long as 
the big boys know about it they will do 
something. It is my observation from past 
experience that any exigency so widely 
advertised as this prophesied shortage of 
heating oil usually doesn’t happen. The 
oil industry is too resourceful and active 
to sit idly by. The production, refining 
and transportation departments will find 
the answer.” 


From a large Midwest wholesaler . . . 

“Frankly, I think that we, out here in 
the hinterlands, are going to be hurt worse 
than any other section of the Country, 
owing to the fact that the Midwest did 
not have an expansion of refining capac’ 
ity proportionate to the coastal regions, 
during the War, where off-shore ship 
ments were made. Furthermore, we had 
no pipeline expansion, other than “Big 
and Little Inch,” which are now gone, as 
far as we are concerned, and the Lord 
knows, they could be carrying a lot more 
Btu in burning oils, than they ever could 
in gas. 

‘There seems to be no way that we can 
get the stuff in here, even at an uneci” 
nomic price level, and to make things 
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worse, several refiners on whom Inde- 
pendents have always counted for sup- 
ply, are not only short of crude and op- 
erating at less than capacity,—or process- 
ing X gallons per day for some major, they 
now choose to take practically all their 
middle distillates and crack them into 
gasoline. 

“The burner business is booming, ap- 
parently, and the oilburner people are go- 
ing right ahead, blithely, on the assump- 
tion that some miracle will happen, and 
provide fuel for their installations. 

“T doubt that the East Coast will suffer, 
with its tremendous storage, and tanker 
bottoms to move the stuff in, which makes 
us prone to battle for District No. 2, 
rather than on a National basis, when we 
set about to preach the Gospel.” 

From a large Midwest fueloil distribu- 
POTS 

“IT believe that your article entitled, 
Fueloil is a Balance Wheel, pretty well 
covers the subject. The difficulty seems to 
be that many of our large refiners are very 
short-sighted in their viewpoints. The 
gasoline supply is on the short side and 
practically all majors have thought only 
in terms of gasoline up to the present time 
This, also, is the only segment of the busi- 
ness which they pretty well control at the 
retail level. I have had major company 
men tell me that they have given up the 
idea of trying to make sure that they con- 
trolled the gasoline business at the retail 
level. 

“Of course, gasoline commands a high- 
er price than these distillate fuels. For that 
reason they are cutting into this stock to 
produce more gasoline, regardless of what 
it does to them from a supply position on 
fueloil. 

‘I can see no evidence of any long-term 
planning in anything that is going on at 
the present time, except from one stand- 
point and that is that the majors appar- 
ently are doing everything in their power 
to secure the products which are being 
made, not only at their own refineries, but 
independent refineries. 

“I believe the entire situation is short- 
sighted from beginning to end and if any- 
thing can be done to awaken them to the 
damage they are doing, it should be done 
at once. I can’t help feeling, however, 
that the situation is being used to the 
detriment of the independent distributors 
and the only remarks that I have heard 
attributed to a major oil company at all 
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on the subject of the possible shortage for 
next years is that oilburner manufacturers 
and diesel manufacturers should discon- 
tinue manufacturing this equipment. This, 
of course, again reflects the short-sighted 
attitude which is being employed. 

“This same company is sending its sales- 
men out into this territory soliciting fuel- 
oil business quite actively. The sales story, 
which is quite uniform, and therefore 
must have been planned, is that they are 
producers, refiners and marketers, and if 
the consumer wants to be sure of oil heat 
next year, he better buy it from their 
company.” 


From a major oil head economist . . . 

“It is our opinion that not only are 
heating oils of major importance to the oil 
industry, but the supply will be treated in 
an entirely equitable manner with other 
petroleum products. Except for residual or 
No. 6 fuel, where a small deficiency may 
not be overcome, we believe that the total 
requirements of all other petroleum prod- 
ucts over the coming year can be met as 
far as the consumer is concerned, if all 
available capacity is used to the maximum. 

“This will require the fullest coopera- 
tion of every segment of the oil industry 
and may mean, in the case of the refiners, 
as we have already found ‘1 our own case, 
that to provide supplies ior a marginal 


percentage of demand of both heating oils 


and gasoline, steps will have to be taken 
that otherwise would not be considered 
economical.” 


From a large Midwest oilburner deal- 
oe 
“T am certainly glad to know that you 
are going to try and get to the bottom of 
this as it has certainly caused me a lot of 
worry and concern in the last few weeks. 
A few days ago a major oil company told 
a building committee to keep their heating 
plant intact, use their present coal boiler 
as there was a definite shortage of fueloil 
and as a result, nite before last they pur- 
chased a new heating plant and a brand 
new stoker. 

“T am worrying because it looks now 
like it won't be too long and the owner 
will have no money to buy and this talk 
of oil shortages will be all over. I blame 
the oil companies for a condition of this 
kind. It is my belief that the oil compa- 
nies think more of the gas stations on the 
corner than they do fueloil business. I’ve 
been reading in your fueloil journals the 


amount of fueloil sales in relation to the 
sale of gasoline, and I can’t imagine when 
there is such an increased amount of fuel 
oil required that the oil companies have 
not been able to sense this long before thi: 
time.” 
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From a major oil company vice-pres . . . 


“It is our opinion that the industry will 
meet all heating oil demands on the West 
Coast next winter. The industry ended 
the current heating season with 3.5 mil- 
lion barrels more distillates than last year. 
California crude oil production is now 
in excess of 910,000 barrels a day and is 
expected to increase by the end of this 
year. This is an all-time high, if the war- 
time production of the Elk Hills Naval 
Reserve is eliminated.” 


© 
U.S. Department of Labor 


Fueloil Prices March 


FIELD INVESTIGATORS for the Department 
of Labor monthly check prices of princi- 
pal fuels in several cities in each section 
of the country. Getting retail quotations 
from various supplies in each market, the 
prices are averaged and published. Those 
in the table that follow were taken 
March 15 (cents per gallon) : 

Range No.1 No.2 No. 3 


Boston 10.60 10.45 8.70 
Bridgeport 10.10 9.97 8.40 


Fall River os ce BaD 
Manchester 11.60 11.05 9.50 
New Haven es tu, (20 

Portland, Me. 10.50 10.50 8.80 


Providence 33 “£020 S68 i 
Buffalo 11.50 «« £0.30 10:30 
Newark 9.95 9.95 8.50 ae 


*New York 10.51 8.81 
Philadelphia 10.06 8.61 
Rochester .« Lh60' “9:90 se 
*Chicago 10.38 10.20 9.69 9.69 
** Cleveland a a ast =e 
** Detroit 10.40 9.89 9.37 
Des Moines 9.93 9.36° 9.23 


Ke City. 9.69 9.18 8.82 


Mil keé -- 10.50 10.00 9.98 
Minneapolis 10.70 10.70 10.00 10.00 
Omaha + £0:00° 9:50: 9:50 
St. Louis os Ss oe a 
St. Paul 10.70 10.70 10.00 10.00 
Baltimore -. 9.90 8.90 de 
Norfolk . £630 8:70 8.70 
Richmond 10.60 8.90 a 
Washington 10.40 9.30 
Charleston, S. C. 11.10 8.90 
Jacksonville 11.10 9.80 
Savannah oo Ie “9.90 A 
** New Orleans o>, LOGS 927 9.28 
Portland, Ore. -. 10.15 8.55 4.76 
***San Francisco S<) TOTS 48:20 4:51 
** Seattle KO 925 95.16 





*Price includes 2% sales tax. 
** Price includes 3% sales tax. 
***Price includes 214% sales tax. 
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eo. 
Thermodrive, the Newest Member of : lhermo rive 


the Webster Electric Company Family, 
Improves New Equipment—Increases < 
Efficiency of Old Equipment. Ff Thermodrive modulates warm air flow by reg- 


ulating the blower fan speed. It coordinates 
heat distributed with heat generated. making 
even room temperatures. Thermodrive gives 
quicker delivery of warm air at the start of the 
heating cycle. and longer period of blower 
operation with lower average speed. Cold air 
blasts and heat over-runs are eliminated. 








Thermodrive can be included as part of orig- 
inal equipment, or installed on warm air heat- 
ing equipment already in use. It has met an 
enthusiastic acceptance because of its simple 
and practical construction. 





If you are not already acquainted with Ther- 
modrive, it will pay you to inquire about it. 
Just drop a line to Webster Electric Company, 
Racine, Wisconsin. 


WEBSTER \\, ELECTRIC 


RACINE <=" WISCONSIN 


Established 1909 
Export Dept.: 13 E. 40th Street, New York (16), N. Y. Cable Address "ARLAB” New York City 


"'Where Quality is a Responsibility and Fair Dealing an Obligation’”’ 























“Town Meeting” on Service 


Explores Public Relations, Sales Opportunities in Burner Service 


A: THE APRIL CONVENTION of the In- 
dependent Oil Men’s Assn. of New Eng- 
land, the “Town Meeting,” an annual 
feature, was devoted this year to burner 
service discussions. Five industry men on 
the platform introduced five phases of 
the discussion, after which the audience 
participated through questions and an- 
swers. 

The five principals in the meeting were 
Alfred Buckley, Buckley & Scott, Provi- 
dence, R. I., John R. Sherwood, Sher- 
wood Bros., Baltimore, Herbert M. 
Spade, Robison Oil, Hartsdale, N. Y., 
Charles W. Whitney, Petrol Corp., 
Philadelphia, and Robert Gray, FUELOIL 
& Om Heat, New York, who acted as 
moderator. Following are portions of the 
papers read, in their order: 

“The topic is particularly important 
just now for a number of reasons,” said 
Gray, the opening speaker. “During the 
war years we often found it necessary to 
mistreat the public on service, principally 
because we didn’t have enough men or 
couldn’t get supplies. In addition, we have 
in every market some of the less construc- 
tive individuals, the hit-and-run type, 


who take advantage of a scarcity situa- 
tion and rob the public on service charges. 
“This mistreatment in various forms, 
either real or imaginary, didn’t happen 
to all of our oilheating users, by any 
means... in fact, it was only a small per- 
centage, but as Herb Spade pointed out 
in one of his articles in FUELOIL & OIL 
Heat last year, one unhappy customer 
will tell 50, while 50 satisfied customers 
will never think to mention it. 

‘Let's try to measure about the degree 
of satisfaction with oilheating that you 
have in New England. Not so long ago, 
we had reporters in four cities up here 
talking to families in their homes about 
their heating . . . what they now have, and 
how they like it... what they would pre- 
fer to use in the way of fuels, and why? 
Some of you will remember the figures. 
Among those families that were using oil- 
heating, 87% would use oil again if they 
were getting a new heating plant or buy- 
ing a new house. ‘The other 13% had had 
headaches . . . they had been the un- 
fortunate minority that had been hit by 
some of the things we first mentioned. 

“Let’s see how they affected the people 





Panel Members were, standing, H. M. Spade, John R. Sherwood, Al Buckley; seated, 


Robert Gray and Charles Whitney. 
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who are our logical prospects. Among 
the several hundred New England fam- 
ilies talked to by the reporters, just 50% 
were using oil at the time; a little under 
1% were heating with gas. But while an 
additional 17% would like to have oil- 
heating when their circumstances permit, 
or when they move to get a new heating 
plant, we found that an additional 23% 
want to heat with gas when they get the 
opportunity. 

“Gas is stymied for the moment in a 
lot of cities, and that isn’t too important 
one way or the other . . . the important 
thing is that among the New England 
families who don’t now have oilburners, 
more than half believe that oilheating isn’t 
good enough for them. 

“They didn’t get that impression from 
you, I’m sure. They did not get it from 
oilburner or fueloil advertisements in the 
newspapers and magazines. They got it 
from the 13% of present oilheating users 
who have had unhappy experiences. 

“The dissatisfied 13% can swing more 
people away from a product than a satis- 
fied 87% can swing toward it, because 
the 87% keep quiet. 

“Gas heating will be back, of course, 
and probably with more promotional 
vigor than it has shown in the past, 
primarily because gas, under ideal con- 
ditions, is a good fuel. Like fueloil, it is 
a hydrocarbon, and it enjoys the one ad- 
vantage of being a light hydrocarbon—it 
has only the light ends to burn, while we 
also have the heavy ends that can make 
smoke and soot if everything isn’t going 
just right. 

‘New England people have a reputa- 
tion for keeping their feet on the ground. 
Here, it should be possible to look beyond 
today and tomorrow . . . to recognize that 
you have investments to protect, not for 
one year, but for at least ten years. 

“So, let’s not be complacent over the 
fact that oilheating is the leader today. 
The fact to recognize is that too many 
persons believe that oilheating isn’t good 
enough. 

“American people, as a whole, rarely 


(Continued on page 88) 
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New Master Kraft 
Conversion Burners 
have patented features 
—quick removable 
service units, as shown 
at right. 


New beautiful pack- 
aged Master Kraft 
WarmAir Conditioners. 


New amazingly com 
pact Master Kraft Sun. 
Blaze Boiler Units. 








stand still. 
country great. Two years ago, in talking 


That is what has made our 


to a group of your people I made the 
point that the coal industry, dead as it 
was at the moment and as it is today, was 
still our big reservoir of energy; it was 
80% of our measurable natural resources, 
and before we hardly knew it, coal would 
be our competitor in modern forms of 
fuels—gas, electricity, perhaps oil that we 
could sell. 

“A recent issue of Life magazine and 
the April issue of Fortune each have ar- 
ticles showing that King Coal is rising 
from his slumbers and is coming out fight- 
ing. We know that the salvation for the 
coal industry is through conversion to 
modern fuels, and so do the mine owners. 

‘Electric home heating is closer than 
we think. So far as the East is concerned, 
much of that electric energy will come 
from coal, for they now have processes 
as cheap as with water power. 

‘These things are on the horizon. They 
will hit us sooner or later, depending upon 
how quickly the public wants them. To 
the degree that we can get people more 
enthusiastic about oilheating, we can de- 
lay the rise of these other fuels, even for 
years .. . but we can’t do it unless we 
make our industry’s position impregnable 
with the public, and we are not impreg- 
nable now.” 


Service, Death and Taxes 


Spade, the second speaker, talked about 
the necessity of providing perfect burner 
service if oilheating is not to be a dis- 
appointment to the buyer. Typical of his 
remarks were these: 

“There should be little doubt in any- 
one’s mind, if he is in the oilheating busi- 
ness, that the need for service on oilheat- 
ing equipment, although sometimes no 
more welcome, is as certain as death and 
taxes. Since good service is indispensable 
to oil-heat the dealer who wants to pro- 
tect his present and future business should 
be sure his customers are getting the com- 
plete service that will keep them satisfied 
with oilheating. I think most of us try 
to do this, but many times we and our cus- 
tomers both seem a little confused about 
how. 

“The customer often fails to realize 
that his oilheating equipment, being 
mechanical, requires a minimum amount 
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of service and he might forget that the 
burner in conjunction with a boiler or 
furnace and other equipment does the big- 
gest job of any appliance in his home. 
Under these circumstances it is often our 
problem to find a way of rendering this 
service in spite of the customer. Un- 
fortunately, oilburners can’t be treated 
like a refrigerator—plugged into the wall 
and forgotten until the five-year guarantee 
expires. 

“When trouble comes, our customer 
isn’t likely to call an electrician to repair 
a circulator or blower motor—a plumber 
to flush out the domestic hot water equip- 
ment, or a chimney cleaner to open up a 
plugged flue. No sir—he calls for burner 
service because all he knows is he hasn't 
any heat or the hot water is cold or the 
burner stinks, or whatever is wrong, it’s 
the burner. He bought his oilheating 
equipment to get automatic heat and hot 
water, and if we want a satisfied auto- 
matic oilheating user and customer, it’s 
up to us to be sure he gets what he wants. 
This means that we are in the complete 
oilheating business. 

“Our customers should know how ex- 
tensive the service we render is and we 
dealers should assume the responsibility 
of discharging it properly. Too often we 
fail to do an intelligent job of selling and 
rendering the necessary service. Sometimes 
the customer learns these things the hard 
way before it’s too late, but sometimes he 
never learns them and just decides to 
look for something better—if he does he 
never neglects to tell his friends and 
neighbors how lousy oil heat is. 

“This service problem is as old as the 
burner business, but it is becoming more 
acute every year. When the first oil- 
burners were sold to people who couldn't 
get the comfort and convenience they 
wanted in home heating with coal shovels 
and ash-cans, the early burners and the 
service that went with them were good 
enough to convince their owners that this 
was a step in the right direction. They 
made allowances for our shortcomings 
and didn’t expect too much perfection be- 
cause any oilburner that would run rea- 
sonably well was a lot better than hand- 
fired coal. 


“In the years since then, fuel oil users 
have come to expect a lot more from oil- 
heating and the people we have to sell 
on oilheating today want something a lot 


better than an improvement over hand- 
fired coal. They want heat which is fully 
automatic in every respect, beginning 
with fuel deliveries—it must be safe, eco- 
nomical, thoroughly dependable in oper: 
tion without a lot of complications, and 
finally it must be clean above reproach and 
it can’t have B. O. Oilheating properly 
installed and serviced will do all of these 
things better than any other fuel in com- 
mon use today. 

“In yesterday’s mail, I received a folder 
put out by the National Mineral Wool 
Association. It had an article headed, 
“What Home Owners Want In Their 
New Heating Systems.” Without citing 
numbers or percentages, it is sufficient to 
point out that their first emphasis is on 
“comfort” and “warmth”—this means 
automatic heat preferably with oil or gas. 
Second in importance is “ease of opera- 
heat. 


“cleanliness” 


tion” and this means automatic 
Third in 


which virtually eliminates coal and leaves 


importance 1s 


the field to oil and gas. “Low operating 
cost” is fourth in importance and here oil 
has a distinct advantage. Of least im- 
portance is “low initial cost.” Here oil is 
in a very favorable position since the four 
preceding preferences make it obvious that 
people want either oil or gas automatic 
heating. 

“Taken together, these requirements 
are money in the bank for every aggres 
sive and capable oilheating dealer who is 
willing to recognize complete automatic 
oilheating service as his best salesman and 
biggest opportunity for new business 
through satisfied customers. 

“Perhaps we should take the cover 
charge off oilheating service so that every 
user will find it easy and convenient to 
enjoy fully automatic oilheating at its 
best.” 


A. Composite Package 


Sherwood, the next participant, dis 
cussed “Burner Service Plans in the Pub- 
lic Interest.” “I take that to mean,” he 
said, “that we are to discuss under this 
subject what the public should have, whit 
it wants, and what we should give it, all 
measured from the angle of what is bas’ 
ically sound, basically honest, and bas’ 
ically fair, both to the industry and to tle 
public. 


“There are a number of angles from 
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which this whole discussion can be ap- 
proached, but we have to put up some 
scenery on the stage before the show goes 
on, so we will make two basic assump- 
tions. First, let’s assume that the public 
is willing to pay us full value for what it 
receives, and certainly on burners and oil 
it is willing to pay us a reasonable profit. 
The second assumption is that oilburner 
service generally is rendered by organiza- 
tions which also handle fueloil. In other 
words, we are talking here about oilheat 
as a composite package of burner, burner 
service, and fueloil. 


“Burner service including parts is 
something which is rendered to the user 
in order that a device which he has previ- 
ously purchased will operate to burn our 
fueloil. While we are rendering him a 
service in keeping his equipment going, 
we are also rendering ourselves a service, 
because we then make it possible for him 
to continue to burn our oil. 


“Therefore, it seems to me and always 
has, that burner service is something that 
is mutual between the customer and his 
oil supplier. It is a necessary evil, so to 
speak, to both customer and supplier. I 
think we would all like to get rid of it, 
but no one knows how. We want there- 
fore to render this service with the least 
pain to the customer and also to ourselves. 


“The least painful way to the customer, 
of course, would be to render free service 
and parts. But there really is no such 
thing. If there is room for it to come out 
of the oil margin, then the oil margin 
could be reduced. Unless one is to operate 
at a loss, everything that costs something 
must be paid for somehow. Therefore, we 
have to expect the customer to somehow 
pay for the service. 


“It would be possible, of course, to in- 
crease the oil margin and pay for service 
that way, but that results in inequities un- 
less there could be a volume-price slid- 
ing scale on oil, because the large con- 
sumer pays more for the same amount of 
service than the small gallonage con- 
sumer. 

“It is my firm belief that a variety of 
plans is better than just a single one. Some 
people prefer a per-call plan. They are 
willing to gamble on the amount of serv- 
ice they will need and how much in parts. 
Some years they might win, some years 
lose, but they should have the right of 
choice. In any event, they get what they 
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pay for, but they do have the irritation 
and annoyance of repeat service charges. 
A great number of people want an an- 
nual or summer overhaul job, that is, 
lubricating and adusting the burner, 
cleaning out the boiler, and so forth. Such 
a plan should be available for them. 


“There are a great many other people, 
however, who want an overall plan cover- 
ing service and parts and all that goes 
with it. They want to get the job over 
with and then forget about it for the rest 
of the year. They do not want to be con- 
fronted with a big bill at some unptedict- 
able time. They want insurance. 


“Just by way of illustration, in our own 
operations we have the three plans. We 
have a per-call basis for which we charge 
$2.50 for the first hour and 40¢ for each 
additional 15 minutes. This rate is low 
because of competition and also because 
we feel that a higher rate might damage 
oil heat’s splendid acceptance. We also 
have an annual overhaul, which includes 
lubricating and adjusting the burner, 
cleaning out the furnace, and setting the 
operation using orsats, stack thermome- 
ters, draft gauges, etc. For this, as a 
separate item, we charge the customer 
$5.00. Then we have a complete cover- 
age plan which includes the annual over- 
haul, all parts. and all service required. 
For this we charge the customer $15.00. 


Complete Coverage Contract Popular 


“We are finding that the complete 
coverage or insurance contract or plan 
is becoming increasingly popular. Up to 
the last couple of years we charged 
$20.00 for it but we found that it was 
really profitable at that price, and it is 
our philosophy that we do not wish to 
make a real profit on our burner service 
work. According to our calculations, at 
$15.00 we can cover our costs, render the 
customer a pleasing type of service and 
insure his parts requirements. Here again, 
of course, there is an element of gamble 
on the customer’s part, but the peaks and 
valleys are ironed out for him. We do 
not show a profit on our per-call business, 
and according to our figures we just about 
break even on the annual overhaul. How- 
ever, we cannot expect the individual who 
wants a full coverage plan to make up our 
losses in a low per-call rate. 


“We believe that the public is best off 


with the complete coverage insurance 


plan if it is sold on an approximately 
break-even basis. That is, we believe he is 
willing to pay to have service mechanics 
and parts available at any time, day or 
night, when he might encounter troubl:, 
and be free of the fear of a large une»- 
pected expenditure. It is therefore a duty 
on our part to provide such insurance, but 
at as near a break-even cost as possible. 
The customer does not want to feel that 
we are getting rich at his expense when 
he has burner trouble, nor does the public 
want to buy any equipment that has a 
high service-cost tag on it. 


“Getting back to free service again, | 
think everyone knows that in the pre-war 
period Baltimore was a so-called free 
service market. We furnished all service 
and parts without extra charge, and 
burners were sold with a five-year guaran 
tee of free service and parts. It has often 


been said that it was not literally free 


service. That is obviously true, because 
as I have said before, oil prices could 
have been reduced by the cost of service 
if the customer were separately paying us 
a break-even price for service. Whether 
during these years we were making a 
proper profit, I really don’t know but | 
do know that the industry grew rapidly 
and from the viewpoint of the public, free 
service was a very satisfactory arrange 
ment. We abandoned it in 1942 due to 
war conditions. 


‘From the industry's point of view, it 
was also satisfactory because it gave oil- 
heating a basis of acceptance which has 
certainly stood us in good stead ever since. 
The surveys conducted by Bob Gray and 
his associates at FUELoIL & Oi HEAT 
indicate that Baltimore is one of the best 
oilheating markets in the country so far as 
customer satisfaction and acceptance 1s 
concerned. Except for its one failing of 
inequity, there is a great deal to be said 
for so-called free service. 

“We find generally in the entire Balti 
more industry that there is a deep feel’ 
ing that the customer should not be taken 
advantage of as to service and parts, that 
we should render his service as near as 
possible on a break-even basis, but cer’ 
tainly at no real profit. The largest fueloil 
marketer in Baltimore charges only $1.5) 
per call for service. Most of the other sub 


(Continued on page 135) 
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1d Reach out into the “Big” burner field for the larger, TIME SAVER TOP... the one piece top is easily re- 
AT more profitable installations. In hotels, banks, schools, moved with a screw driver exposing all working 
st apartments, libraries, churchs...wherever rated ca- parts and permitting easy cleaning of the fan. 


pacities from 6 to 30 gallons an hour are required 


you can now install a Silent Glow. PROGRESSIVE ROTATION ... spirals the flame in- 


is & creasing the distance which it travels. Greater ab- 
ot § Five big models of the famous Silent Glow pressure sorption leaves less heat to go up the chimney. 
id § atomizing burners to meet most requirements are 


now available in limited quantities for immediate REMEMBER 
delivery. Easy installation will appeal to you... quiet 
operation will appeal to your prospect. Write for 






i specification sheets... they will help you turn today’s 
- opportunity into profit. Only SILENT GLOW has... 


; FLEX -FUSE DRIVE ... reduces the strain on the motor 
when the burner starts. Automatically snaps if the 
motor is overloaded, saving major repair bills. 


The Silent Glow Oil Burner Corporation, Hartford 6, Conn. 
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Service Causes Vary 


By Makes Of Burners 


A WIDE VARIATION in number of serv- 
ice calls per burner, based on make of 
burner, is indicated by a study of 1,000 
of its accounts by a Midwestern oil com- 
pany. This company services all makes of 
burners, but does not sell burners, so no 
brands are given any preferential treat- 
ment. Averaging 1.46 service calls per 
year for all makes, one brand of burner 
averages as low as .81 calls per year and 
one as high as 2.20 calls per year, both 
well known burners. The 1,000 accounts 
studied were selected at random from a 
6,000 total. 

There were 83 burner makes encoun- 
tered, but ten brands comprised 71%. 
The percent of burners getting various 
types of service are shown in Table I. 

Burner brands No. 1 and No. 2 are 
vaporizing pot-type burners. Nos. 3 and 7 
are from manufacturers that make both 
pot-type and pressure burners, and no 
separation was made in the study. The 
other six among the ten leaders are gun or 
rotary burners. 

Of the total 1,459 calls made to these 
1,000 burners, 736 were emergency calls 


initiated by the customer; the balance were 
calls at the company’s convenience. It was 
interesting that on a similar study made 
by the company in the previous season 
there were 723 calls from 1,000 customers. 
Table II shows the number of emergency 
calls in each season and the number of cus- 
tomers that made one, two, three or more 
calls. 

Some relationship was found between 
weather and number of emergency calls, 
though not as close as might have been ex- 


pected. In the six months from October 
through March 540 emergency calls were 
received, or 73.3% of the year’s tota’. 
Curiously, only nine of the 540 calls had 
to be handled on Sundays, for reasons nit 
clear. As a result, calls bunched up more 
in the first half of the week than in the 
last. In only one day in the October 
March period were there as many as ten 
calls; six days had nine calls and five days 
had eight calls. 


Percent of Year's 
Emergency Calls 


October 95% 
November 13.9 
December 15.0 
January i ee 
February 1427 
March Wo 
Bal. of Year 26.7 


E.S.P.A. Convention, Syracuse, 
Features Oil Industry Speakers 


A, THE SPRING CONVENTION of the 
Empire State Petroleum Assn., held at 
Syracuse, N. Y., April 28 and 29, the 
seven program speakers were all men from 
the oil industry, each discussing specific 
problems encountered in the operation of 
the members’ businesses. Adherence to 


TABLE I 
Percent of Burners Requiring Service Indicated 
Burner Brand- 
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this policy by Harry Hilts, executive di- 
rector of the association, has resulted in 
larger crowds at each succeeding sem1- 
annual convention. 

The speakers were Harry J. Kiritz, Buf- 
falo oil man and president of the associa- 
tion, Dr. John W. Frey, Marketing Di 
rector of A.P.I., B. I. Graves, vice-prest- 

ent of Tide Water Oil, Gordon Duke, 
president, Southeastern Oil, Inc., and 
chairman of the National Council of In- 
dependent Petroleum Associations, Frank 


All 
C] 4 Adi , , : 2 ei eA 3 . . Liat ons pile Ba si — Waltman, Sun Oil Co., and chairman of 
Slean an ust 33% 34% 379 Jo 11% 26% 50% 28% 289 3% 24% 27% : ; . 
“Controls 11 15. 30. 18 29 34.23. 42.«37.:90-26.-«-27..~-- A.P-L. Public Relations Operating Com- 
—— st! sae ae ee) 5 48 42 a 21 16 mittee, Herbert M. Spade, manager Robi- 
Motors... 13 2 9 11 12 23 aa 3 8 9 s 
ee ee 5 3 7 8 8 10 97 .. 30 10 8 son Oil, Hartsdale, N. Y., and W. Chal: 
Ignition .. ..  .«. l ae 3 ss» NH SB 7 5 mers Burns, president, Richfield Oil Corp. 
Draft .. 2 5 6 5 5 3 2 6 7 5 4 5 ; 
ee ket 6 3 5 8 1] 9 4 4 Paragraphs from various papers read as 
Leaks .. . oa 3 8 6 dee Zz 6 dj 3 4 follows: 
Instruct or Unnec. 15 12 7 13 5 15 15 4 9 17 15 13 
Miscellaneous 15 12 4 13 5 15 15 4 9 17 13 13 fs 
Number of Burners 54 164 43 110 37 #148 40 45 35 30 294 1000 Mr. Kiritz . . 
Calls 0 ( ( 3 2.2( : 
alls per Burner .81 1.07 1.14 1.16 1.41 1.60 1.60 1.73 1.77 2.20 1.71 1.46 Among the dealers of the petroleum 
baie at business there is unanimity of feeling that 
eae — SS the jobber renders an indispensable service 
Number Number of Total Number of Total to the trade. The role of the independent 
sans ane Calls Roaetomers Calls ig increasingly getting the recognition of 
None 561 oe 584 ; : : e ; 
1 266 266 243 243 +being a regulating factor in the market 
- 100 200 86 172, place. To a man, the oil experts believe 
3 49 147 51 153 
4 15 60 23 9) that every effort must be made to keep this 
. - ; Z segment of our industry strong and virile. 
: ] 
7 2 14 1 > However, they stop there. There has been 
8 2 16 no implementation of their words by a 
Total 1.000 723 1.000 736. tion. No commitments of any kind were 
June 
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ACME 
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The one piece Turbostat 
head assures an efficient 
flame with minimum of ad- 
justment. Dealers who han- 
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di- dle Acme have important 

in selling features in the fa- 

a mous Turbostat head. You 
can become an Acme en- 
thusiast. Proof that Acme 

uf: performs is found among 

ria: the many letters of praise 

Di signed by Acme dealers. 

ee Acme Oil Burners are avail- 

_ able in a complete line of 

ike, a models ranging from !/, to 

and e 20 g.p.h. . . . a model for 

In- ® a every installation. Exclusive 
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we ~~ open in a few territories. 

~ ee J Write for details—limited 

ym “sam quantities of burners are 
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hal- shipment to Acme dealers. 
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made to prove that their attitude was 
more than sympathy and theory. I can 
only ask: “Where are the concessions in 
margin policies, that much needed increase 
of the distributor’s wage.” All our costs 
have gone up and at the same time our 
share of the sales dollar is shrinking! 

I am honest in believing that the words 
uttered by the leaders are most sincere. 
But, actions speak louder than words! We 
are waiting for more than verbal expres 
sions of respect and sympathy. 

We pray for statesmanship among the 
leaders because it is up to them to solve 
the problems of internal tensions within 
the industry. It must be clearly acknowl- 
edged that they have the economic power 
to do so. All they have to do is use it. 


Dr. Frey... 

When I appear before your associa- 
tion, I am first just John Frey and then a 
symbol of the Institute, but if you attend 
one of our marketing division meetings, 
and you are welcome, you will notice that 
the oil men talk—I do not. 

For some years prior to last Fall, the 
marketing division was quiescent; now it 
is being revitalized. We hope that oil mar- 
keters will develop it into a division of 
great usefulness. If you have any idea 
about what we can do for you, let me 
know and I'll see that it is brought to the 
attention of the general marketing com- 
mittee. 

There are several subjects that we will 
not consider, for example, prices, margins, 
differentials, quotas. Group actions on 
such subjects are in violation of the anti- 
trust laws. The laws of the United States 
and court decisions being what they are, 
we say such subjects are the essence of re- 
lations between buyers and sellers and as 
such are no business of the API. 

Outside of the non-touchable subjects 
there are many services to perform for 
marketers and the committee is making 
that subject one of its important jobs. 
Only last week the membership of the top 
marketing committee was increased from 
50 to 65 to make way for wider repre- 
sentation. We want a committee that is 
representative of service stations, tank 
car brokers, jobbers, oil heat, co-ops, inte- 
grated companies, track-side operators, in 
fact, every type of oil marketer. 


Mr. Graves... 


When you consider petroleum today, 
forget about the difficulties and the dis- 


94 





tances of yesterday. Our industry has been 
the greatest factor in narrowing the globe. 
Petroleum that has set people free to drive 
and fly about the world will overcome the 
distances and all the hindrances and will 
flow freely to your tanks and pumps. 

Let’s not think of our only being in the 
petroleum business and if the supply of 
crude oil gives out that we will go out of 
business. 

You and J are in the business of supply- 
ing concentrated energy. Your powerful 
distribution function is in no danger. Coal 
hydrogenation, and possibly some of the 
new power sources of the atomic and 
rocket age, will find you, the distributors, 
in key positions. The distributor in Amer- 
ica is, and always has been, in the peculiar 
position of being able to exert the greatest 
influence. 

In our economy, the consumer is the 
king. Those who are nearest to him—the 
distributors who live around the corner, 
figuratively speaking—have power over 
all markets. In the last prewar year, 59 per 
cent of America’s total income went into 
distribution and only 41 per cent into pro- 
duction! The distributors drew half again 
as much income as the makers of the 
goods. Do you need any other proof to 
indicate the importance of your place in 
business? Whatever the future may bring 
—shortages or new inventions—the fact 
remains that you, the distributors, can 
supply the liquid energy needs of your 
customers. 

The petroleum industry today knows 
how to make liquid fuel from coal or gas 
as scientifically as it does from crude oil. 
Liquid fuels can also be made from other 
materials, but many of the synthetic meth- 
ods are not economical at present. How- 
ever, the know how gives us assurance 
that if we ever run out of crude oil to 
make liquid fuels, we may still be assured 
of a supply of liquid fuels at reasonable 
prices. 

You should always be prepared to sell 
and distribute the cheapest power or liquid 
fuels which will be available to your cus- 
tomers. 


Mr. Spade... 


We independent fueloil distributors are 
the heart of the oilheating business and 
therefore should be mighty concerned 
with how it grows. Certainly there has 
been much to criticize in the past, al- 
though we can take only part of the credit 


or blame for what has happened. 

The future of this business is up to us; 
we sell from 75% to 80% of all the fue!- 
oil used. If present trends continue we 
will be selling an even higher percentage. 
This is what we worked for and we are 
entitled to the market as long as we ha 
the intelligence and desire to do the j 
right. 

From the customer’s viewpoint we have 
developed a pattern of operation which 
comes the closest to giving them what they 
want, complete fully automatic oilheat- 
ing. All we need do to maintain our posi- 
tion is to show our ability to follow 
through with this kind of service. 

We didn’t get where we are by ducking 
responsibility. If we want what the future 
offers, we must be alert to present and fu- 
ture responsibilities. A little sober think- 
ing now might avoid an awful hangover 
later. Our customers have given us unmis- 
takable warning of what they want and 
are willing to pay for . . . that is even 
better and more complete automatic oil- 
heating. 

The number of gas installations in re- 
cent years is proof that we have failed to 
do a 100% job. Thousands of present, 
past and future gas installations in new 
and old homes would be oil if this industry 
had done and was doing all that it should 
to assure every fueloil user of complete 
automatic oilheating at its best. Even the 
distributor whose operation is above criti- 
cism must realize that he suffers when the 
oilburning public is not satisfied. 


fa") 
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Mr. Burns ... 


You can see the wisdom of those who 
sell oil burning installations with sufh- 
ciently large tanks. This practice not only 
reduces servicing costs but, if the fuel oil 
is sold to your customer in time, it also 
relieves the over-strained storage capaci- 
ties of the distributors. 


The petroleum industry will have to 
produce and distribute fuel oils at near 
capacity for 12 months, for all 52 weeks, 
for all 365 days of the year if it wants to 
satisfy the demand. 

You can figure out for yourself that we 
must do away with the seasonal ups and 
downs of the heating oil business. There 
is no other way to master the situation. 

Since 1941 the demand for petroleum 
products has grown nearly 25'%. There 
has been practically no increase of stor 


age capacity during the war or since. Sol | 
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OU’LL be glad to show the fine 

features of AMERSHIP to the 
most critical buyer. You can expect 
to hear about it from customers... 
it’s making news in new home con- 
struction. 


Compare these advantages! Ver- 
tical heat flow offers GREATER 
EFFICIENCY. Vertical baffles min- 
imize soot formation that lowers 
efficiency of ordinary boilers. No 
tubes to plug up. 


FASTER HEAT because of rapid heat 
exchange, made possible by labora- 
tory tested design. 


ECONOMY OF OPERATION is as- 
sured by better utilization of heat. 


Built for all types of automatic firing. 


The new AMERSHIP Boiler is 
built for LIFETIME SERVICE. This 
unit features all-welded, steel con- 
struction —and there are no tubes 
to leak, repair or replace. 


SAVES YOU TIME AND TROUBLE 
IN INSTALLATION. Because it is a 
low-water line boiler, you can install 
AMERSHIP without excavation. 
You don’t have to dig for it. 


Specify and install AMERSHIP 
where a quality steam or hot water 
heating installation is required. The 
American Ship Building Company 
offers construction of quality, tra- 
ditional in marine construction. 
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For Immediate Deliveries 
ADDRESS INQUIRIES TO: 
National Combustion Company, Inc. 
101 Park Avenue, New York 17, N. Y. 
or 
Heating Division 
The American Ship Building 
Company 
Cleveland 2, Ohio 


AMERSHIP BOILERS 


FOR DOMESTIC HEATING 


HEATING DIVISION 


THE AMERICAN SHIP BUILDING CO. 


CLEVELAND, OHIO 











must repeat: You can handle the fuel oil 
situation only by filling your customers’ 
tanks as early as possible. 

An invitation to buy and to keep stocks 
for the future may immediately elicit the 
question: How stable are prices? Your cus- 
tomers may ask you whether they do not 
risk falling prices and you, too, may ques- 
tion the wisdom of buying at present price 
levels. 


Papers Predict Slump 

If you open any economic publication 
you can find predictions that seem to jus- 
tify such fears. The United States News, 
for instance, a widely read, well informed 
magazine, is characteristic of large groups 
of similar publications . . . The issue of 
April 18th contained sentences that I 
should like to quote: 

“Prices, over all, will decline 15% to 
20% before stabilizing in the first half of 
1948. Some prices will fall much more 
than that, others less.” 


OR 


“Trade too will shrink . . . The decline 
may exceed 20% in dollar amount, but 
will be less than that in physical volume 
as prices decline.” 

“A turn from inflation to mild defla- 
tion will be seen in midyear.” 

The magazine predicts an economic low 
in the first half of 1948, and an upswing 
in the second half of 1948. It foresees a 
decline of building material prices of 25% 
or more and of farm product prices of 
between 25% and 30%. 

You see this is just the kind of predic- 
tion from which I tried to keep away in 
this talk. But in comparing these predic- 
tions with the conditions in our business 
you cannot fail to make a philosophic ob- 
servation . . . It seems that those who have 
not gone up so high with their prices can 
hardly fall so low. 

The oil industry has maintained a price 
level, notwithstanding the complaints 
about recent crude price increases, is still 
far behind the general price increase of 
other commodities. Petroleum prices did 
not follow the wild price increases of other 
industries. At the wholesale level a gaso- 
line price per gallon of 12.5 cents (plus 
Federal and State tax) in New York State 
is only 20% higher than V-J Day in 1945, 
and 25% higher than the 1941 level. Food 
prices increased over 100% and clothing 
and furniture prices at least 75% in the 
same period. 
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Milwaukee Journal Survey 
Shows Homes 14.% Oilheated 


MORE THAN 14% OF THE homes in Mil- 
waukee are oilheated, according to the 
24th comparative report issued by the Mil- 
waukee Journal. As of the first of this 
year coal was used to heat 83.2% of the 
homes, oil in 14.2%, and gas in 3.4% of 
the homes. Houses renting for $50 a 
month or more are 16.2% cilheated. 

The oilheated homes in Milwaukee rep- 
resented only 10.7% of thé total in 1943, 
12.8% in 1945, 12.4% in 1946, and 
jumped to 14.2%, or 32,928 installations 
at the first of this year. Gas had 7,940 in- 
stallations. Both oil and gas are at the 
highest point of use ever recorded in the 
city. 
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Supply-Demand Forecast 
By Compact Commission 


AT ITS BIRMINGHAM, ALA., meeting in late 
April the Economics Advisory Commit- 
tee of the Interstate Oil Compact Com- 
mission presented estimates of the 1947 
petroleum outlook, showing total demand 
of 5,700,000 barrels a day to be met from 
a supply of 5,737,000 barrels a day. On 
paper this is workable, but when it is rec- 
ognized that there will be some geographic 
maldistribution and that some companies 
will have more than others in relation to 
their needs, it is obvious that a tight op- 
eration is in order. Distillate sales expan- 
sion is predicted at 13.3% over 1946. Dis- 
tillate used for home heating will prob- 
ably be up about 20%, but since home 
heating accounts for only about half of 
total distillate demand, the lower figure is 
probably in line. The table shows the 
projections in detail. 


Public Relations 
Materials Offered 


SPECIFIC TOOLS FOR A PUBLIC relatioris 
program are offered by the Public Rela- 
tions Operating Committee of the Ameri- 
can Petroleum Institute in the form of 
suggested material for use in newspapers, 
local magazines and program advertising, 
radio programs or spots, as display mate- 
rial, direct mail messages and talks before 
civic organizations. The material is avail- 
able through district committees of the 
organization, or directly from the Public 
Relations Operating Committee, 670 
Fifth Ave., New York. 

The program is presented in a new 
brochure entitled, “Winning More 
Friends for Your Business,” which out- 
lines various steps in the program of tell- 
ing the overall story of petroleum to the 
American Public. 

The advertising story is based on three 
points; namely, (1) the surprisingly large 
number of companies in the oil business; 
(2) the reasonable prices the public pays 
for oil products and, (3) the fact that 
the industry is alert and progressive in de- 
veloping newer and better products. 

To the question “How Can We Go 
About Winning More Friends?” the bro- 
chure urges the industry to “talk up” the 
program with other members of the indus- 
try, tell the story to employees through 
plant posters, company publications, pay- 
envelope inserts, employee clubs, group 
discussions, illustrated talks and other 
means best suited to a particular plant 
setup or employee-relation program. 

Reproductions and mats of the mate- 
rial contained in the brochure will be 
made available to oil companies at no cost, 
except for posters in large quantities. 


Supply and Demand 1946-1947 
(All figures in thousands of barrels daily) 





1947 Forecast Actual Percent 

Demand Ist Q 2nd Q 3rd Q 4th Q Year 1946 Increase 
CESS LY na ae AGE eo a eg aE 2015 2380 2420 2255 2267 2138 6.0 
UNO Eg es OARS ee Rees irae a 395 240 215 350 300 268 11.9 
WDinteabe tes: Ws: <4 Gclats % Gh bles 1110 700 610 960 845 746 13.3 
Meestenial: UCL CON «64.4 acrerecd-s0 ess 1540 1355 1265 1450 1403 1333 5.3 
LOR re intl eter nen em one nt 790 900 960 890 885 836 5.9 

Total Demand ............. 5850 5575 5470 5905 5700 5321 7.1 
Supply 
Crude @n Production «..«....0. 06. 4780 4950 5000 5000 4932 4749 3.9 
abural WasOliNne 665.06 2 6-6sds epee ove 345 350 355 365 355 321 10.6 
ee Se ee er ae ee eee 470 430 440 460 450 370 21.6 

Petal SOY ss ce cco 5595 5730 5795 5825 5737 5440 Be 
Stack: MGBAR oe. sis Mislova ehentelbiats inne —255 155 325 —80 37 EEO 
Crude Rams to Stills: 65.66 cc-0. 6 6 wie os 4840 4980 5015 5055 4972 4740 4.9 
Closing Stocks—Million Barrels .... 484 498 528 521 521 #49507 
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Investigations by oil burner manufacturers show that the new 
Cuno MICRO-KLEAN Oil Burner Filter provides the most 
efficient, lowest-cost protection for burner nozzles against micron- 
ic particles, rust and water in the fuel. 

Exclusive construction features help the MICRO-KLEAN sy | Model ICI Cuno MICRO-KLEAN 
element to remove more of the smaller particles. (See above.) a grt. js 
Channeling, which would permit foreign matter to pass through © | ly disassembled for cartridge 
the filter, is positively prevented; and so is surface-loading, which © ps nseaa by removing single 
would prematurely clog the element. 

Model ICI is expressly designed for oil burner service. Standard 
replacement cartridges will also fit many other oil burner filters 


already installed. 
¢ U) IN| Send Coupon for Information on Micro-Klean Filters. 


Cuno Engineering Corporation, 
851 South Vine St., Meriden, Conn. 


Please have nearest Cuno representative provide 
information about Cuno MICRO-KLEAN Oil 
Burner Filters and replacement cartridges. 


HWhuid Conditioning 


REMOVES MORE SIZES OF SOLIDS FROM MORE TYPES OF FLUIDS 


Cuno MICRO-KLEAN Oil Burner Filters and replaceable car- 
tridges are manufactured by the company whose filters are used 


more often in industry than any other brand. 
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Gas Companies Discourage 
New Heating Demand 


MEMBERS OF THE GAS Appliance Manu- 
facturers Association arriving in Chicago 
of their 12th annual meeting last in April 
were met by newspaper advertising run 
by Peoples Gas, Light & Coke Co. and the 
Public Service Co. of Northern Illinois, 
urging the public “to plan to use other 
fuels indefinitely.” Gas is still unavailable 
for space heating. 

This local campaign, and the short gas 
supply in 40 other cities, meets the ad- 
vertising plans of the appliance manu- 
facturers and the American Gas Associa- 
tion head on. A program is planned by 
AGA and GAMA for the last quarter 
of this year to seil gas appliances. The 
budget is said to run between $750,000 
and $1,000,000 and was set up to be inte- 
grated with individual gas utility cam- 
paigns. Though the campaign probably 
will go on this fall, many of the utility 
companies probably will be too short of 
gas supply to support it in their areas. 

Indicative of the gas supply outlook is 
the statement by the Federal Power Com- 
mission éarly in May, predicting that the 
natural gas shortage next winter would 
be as long and severe as it was last winter. 
Steel pipe is so short there is no probability 
that additional lines can be put down in 
time to help. FPC has been flooded with 
applications to extend and add to pipeline 
facilities, but the pipe supply is holding 
up all construction, and probably will for 
many months. 

The commission indicated that the 
shortage would extend from the Rocky 
Mountains to New York State. A new 
pipeline may be built by next fall from 
the Hugoton Field, in Kansas, to Denver 
by the Colorado Interstate Gas Co., im- 
proving the supply in Colorado and Wy- 
oming. 

Cities in Nebraska, Iowa, Minnesota 
and South Dakota served by the Northern 
Natural Gas Co. can expect restrictions 
on home and industrial heating to con- 
tinue during the next winter, the FPC 
said. Restrictions for the company will be 
drawn up in Chicago. 

The Natural Gas Pipeline Co. of Amer- 
ica plans to increase its capacity about 30 
per cent next winter. This may mean more 
gas for Cedar Rapids and Davenport, 
Iowa, Moline, Rock Island, Ill., and the 


Chicago area, including some cities in 
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northern Illinois and Indiana, the FPC 
said. 

The Commission said cities in Missouri, 
Illinois, Indiana and Michigan served by 
Panhandle Eastern Pipeline Co. can ex- 
pect to experience as severe a gas shortage 
as last winter. 

Panhandle had to curtail service as 
early as November 11 last year, and at 
times was forced to cut some customers 
to 10 per cent of their normal service. 

The industrial Appalachian area, served 
primarily by Tennessee Gas & Transmis- 
sion Co. and the Big and Little Inch pipe- 
lines faces gloomy prospects for increased 
gas deliveries next winter. 

Although Tennessee and the Inch Lines 
plan to increase facilities more than 100 
million cubic feet a day next winter un- 
precedented demands are outstripping the 
increased supply. 

Virtually all the large industrial cities 
in Ohio, and western Pennsylvania, New 
York, western Maryland and West Vir- 
ginia must look forward to continued and 
severe restrictions on the use of gas next 
winter, the Commission warned. 
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Canadians Warned 


On Fueloil Problems 


WHILE DISCUSSION of a possible shortage 
of petroleum products continued in this 
country, Canadians were warned against 
installing oilburners unless they were as- 
sured an adequate supply of fueloil next 
winter. H. H. Hewetson, president of Im- 
perial Oil told the annual meeting of the 
company at Sarnia, Ont., that heating oil 
demand has increased beyond all expecta- 
tions, and though the company was able 
to cope with the demand last winter, any 
appreciable further increase in domestic 
heating oil demand would be difficult to 


meet. There is a scarcity of crude oil to 


meet the enormous demand, insufficient 
refining capacity, shortages of steel for 
tanks, shortages of ships and tank cars 
for transport, and insufhcient trucks. 

This warning was repeated before the 
Canadian House of Commons by the Rt. 
Hon. C. D. Howe, Minister of Recon- 
struction and Supply, who pointed out 
that the government no longer had con- 
trol over the production and distribution 
of fueloil. Responsibility for supply rests 
wholly on the oil companies, he said, and 





the demand has become so acute that even 
were it possible to provide increased stor- 
age it is unlikely that adequate supplies 
could be imported or produced. He indi- 
cated that the coal strikes and short Ca- 
nadian coal supply had been responsib!- 
for the greatly increased fueloil deman¢. 

President Hewetson of Imperial r: 
ported on a recent discovery of oil at Le- 
duc, Alberta. At present the company his 
one producing well, and three more as now 
approaching the producing horizon. The 
company has high hopes that the field will 
develop into a good producing area. The 
company also has discovered a gas field 
in Western Ontario which has several 
promising showings of oil. 

Meanwhile newspaper publicity in the 
United States quotes responsible oil men 
to the effect that the enormously increased 
demand for all petroleum products, cou- 
pled with the industry's inability to in- 
crease its refining, transportation and 
storage facilities is creating a possible fuel- 
oil shortage in the U. S. by next winter, 
and a possible shortage of gasoline before 
the end of the summer. Crude is being 
produced at a record rate, but refining 
and distribution facilities are not equal to 
the demand. 
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March Building Rise 
Lags Behind Last Year 


HOME BUILDING STARTED in March 1947 
was below expectations and far below 
March 1946 levels according to the pre- 
liminary findings of the U. S. Bureau of 
Labor Statistics. Activity in March of last 
year was unusually high because many 
builders began homes in anticipation of the 
March 26, 1946 limitation order. 

An estimated 53,400 new permanent 
homes were started last month, about 28 
per cent more than in February. In con- 
trast, the 60,400 new permanent dwell: 
ings begun in March 1946 represented a 
40 per cent gain over the previous month. 

Severe winter weather in many local- 
ities during February and early March 
and resistance to higher building costs are 
reported to have caused many builders to 
delay starts. Preliminary estimates by the 
Bureau show 7 per cent fewer new perma’ 
nent dwellings begun during the first 
quarter of 1947 than during the last quar’ 
ter of 1946 and about 2 per cent fewer 
than during the first quarter of last year. 
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Removing the complete burner assembly on Lux- 
aire vaporizing pot type units is a matter of only a 
few minutes. Take out 8 screws, remove a single panel, 
loosen 2 wing nuts and the complete burner can be 
lifted out bodily—it’s that simple. 















































» ———_ 
fe ri. = = 
In designing Luxaire’s 1947 vaporizing pot The advanced, distinctive features of this 
type oil fired units, Luxaire engineers had a 1947 Luxaire line meet this goal and give 
threefold purpose — oil burning equipment you the heating equipment by which you 
which is easy to install, easy to service and can cash in on the tremendous demand for 
easy to own. “oil-heat.” 
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Activities of local and national indus- 
try associations are reported monthly in 
this department. Secretaries are invited 


to send reports of their Groups’ activities 
to reach the editor by the 20th. 


OHI Moves Office, Names 
Committees at N. Y. Meeting 


THE EXECUTIVE COMMITTEE, Oil-Heat In- 
stitute of America, Inc., New York, N. 
Y., met in New York on April 14 at the 
Hotel Commodore. A. E. Hess, manag- 
ing director, revealed at the meeting that 
the headquarters for the Institute would 
be located at 6 East 39th Street, New 
York 17, N. Y. on and after June 1. 

R. S. Bohn, Institute president, acted 
as Chairman of the meeting and an- 
nounced appointment of the following 
committees: 


Constitutional Committee: R. M. Sher- 
man, chairman, Silent Glow Oil Burner 
Corp.; J. A. Collins, Oil-Heat Assn. of 
Western N. Y.; E. I. Kraber, DeSoto Oil 
Burner Corp.; J. W. Owens, Mercoid 
Corp.; G. B. Ferris, counsel. 

Membership Committee: W. A. Kemp, 
chairman, Sundstrand Pump Div.; T. A. 
Crawford, Timken Silent Auto. Div.; R. 
F. Fisher, Mercoid Corp.; J. R. Murphy, 
Taco Heaters, Inc.; A. G. Winkler, FUEL- 
oi & Or Heat. 


Engineering Committee: F. H. Faust, 
Chairman, General Electric; B. K. Breed, 
Preferred Utilities; W. A. Bulger, Petro- 
leum Heat & Power; W. E. Cashen, Tor- 
rington Mfg. Co.; G. I. Chinn, May Oil 
Burner Div.; J. M. Hartman, Kewanee 
Boiler; L. N. Hunter, National Radiator; 
D. F. Jones, Duo-Therm Div.; H. C. 
Jones, Delco Appliance Div.; J. A. Logan, 
Gilbert & Barker; W. J. McGoldrick, 
Minneapolis-Honeywell; O. E. Nesmith, 
Williams Oil-O-Matic Div.; C. H. Nie- 
man, York-Shipley; M. A. Powers, Tim- 
ken Silent Automatic Div.; T. H. Smoot, 
Fluid Heat Div. 


Planning Committee: A. T. Atwill, 
chairman, Quaker Mfg. Co.; P. K. 
Addams, Fitzgibbons Boiler; A. E. Co- 
burn, FugLor & Oi Heat; C. R. Col- 
lins, May Oil Burner Div.; J. A. Collins, 
Oil-Heat Assn. of Western N. Y.;: C. S. 
Dieter, Bethlehem Foundry; F. C. Haab, 
Electrical Assn. of Phila.; G. E. Hoch- 
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stein, Heil Co.; C. R. Jonswold, Burning 
Oil Distributors Assn.; C. E. Lewis, Per- 
fex; A. H. Lockrae, Minneapolis-Honey- 
well; W. A. Matheson, Williams Oil-O- 
Matic Div.; J. W. Owens, Mercoid; G. R. 
Prout, General Electric; R. M. Sherman, 
Silent Glow; S. H. Shipley, York-Shipley; 
A. E. Hess, secretary. 

Fueloil Allocations Committee: C. R. 
Jonswold, chairman, Burning Oil Dis- 
tributors Assn.; A. J. Becker, Becker 
Marsden Co.; R. Gray, FUELOIL & OIL 
Heat; F. P. Griffin, Oil Heat Institute 
of Washington; F. C. Haab, Electrical 
Assn. of Phila.; W. A. Kemp, Sundstrand 
Pump Div.; W. A. Matheson, Williams 
Oil-O-Matic Div.; F. M. Tarr, Oil Heat 
Institute of Northern Ohio; M. N. Vin- 
ing, Oil Heat Institute of Washington. 

Steel Supply Committee: P. K. Ad- 
dams, chairman, Fitzgibbons Boiler; A. T. 
Atwill, Quaker Mfg. Co.; C. S. Dieter, 
Bethlehem Foundry; J. A. Collins, Oil- 
Heat Assn. of Western N. Y.; A.°R. 
Hanson, Waterfilm Boilers; C. E. Hoch- 
stein, Heil Co.; L. F. Hess, Michigan Tank 
& Furnace; C. R. Jonswold, Burning Oil 
Distributors Assn. 

1948 Show Committee: R. S. Bohn, 
chairman, Preferred Utilities; J. A. Col- 
lins, Oil-Heat Assn. of Western N. Y:; 
W. A. Kemp, Sundstrand Pump Div.; W. 
A. Matheson, Williams Oil-O-Matic Div.; 
J. W. Owens, Mercoid Corp.; C. R. Jons- 
wold, Burning Oil Distributors Assn. 


The executive committee adopted a 
resolution to the effect that the 1949 an- 
nual convention and oilburner show 
would be held in Boston during the week 
commencing May 15, 1949. It was re- 
vealed also that tentative arrangements 
were being made to hold the 1950 show 
in Philadelphia, the long-range planning 
intended to provide a suitable time and 
place for the show if it should be sched- 
uled. 


Russell Swett Elected by 
New England OHI Meeting 


RUSSELL F. SWETT of Swett Bros. Heating 
& Appliance Co., Springfield, Mass., was 
elected president of the Oil Heat Insti- 
tute of New England at the Annual Board 
Meeting May 21 at Boston, succeeding 
Francis Gilbane, Pawtucket, R. I. Harold 
W. Loveren, Dover, N. H., and William 
F. Briggs, Middletown, Conn., were 
elected vice-presidents, and Fred N. Beck- 





with was re-elected secretary and treas- 
urer. 

Directors elected for a three-year term 
included Mr. Swett; Edward S. Bliss, 
Fall River, Mass.; J. Henry Brody, Boston; 
Don P. Hobbs, Malden, Mass.; L. R. 
Sweatland, Pittsfield, Mass.; Horace EF. 
Davenport, Salem, Mass.; Francis G:!- 
bane, Pawtucket, R. I.; Geoffrey Glendin- 
ning, Lawrence, Mass.; Edward P. Hack- 
er, Portland, Maine; Robert T. Platka, 
Burlington, Vt.; Thomas J. Reagan, New 
Bedford, Mass.; Ivan C. Sutherland, 
Lynn, Mass.; and Everett L. Wolie, 
Brockton, Mass. 

An Employees’ Banquet was held on 
the evening of May 20, with Strickland 
Gillilan as principal speaker. 

At a luncheon on May 21, Mr. Swett 
announced that a fact-finding survey 
would be launched to determine dealer 
costs during the year ahead. The Educa- 
tional Department which is conducting 
schools for service men will be enlarged, 
and an attempt will be made to teach men 
to raise burner efficiencies. He also out- 
lined a program of public relations which 
will be encouraged among dealer mem- 
bers. At the same luncheon, Dr. James F. 
Bender, directors of the National Insti- 
tute of Human Relations, talked on ap- 
plied psychology in selling and sales man- 
agement. 

The annual banquet in the evening 
heard Joseph McKiernan, Lieutenant 
Governor of Rhode Island; Arthur W. 
Coolidge, Lieutenant Governor of Mas- 
sachusetts, and Richard S. Bohn, presi 
dent of Oil Heat Institute of America. 
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Warm Air Group Dedicates 
New Illinois Research Home 


THE MID-YEAR CONVENTION of the Nav 
tional Warm Air Heating & Air Condi 
tioning Association was held at Chicago, 
June 5, followed by dedication ceremonies 
at Champaign, IIl., June 6, of the new 
research residence at the University of 
Illinois research center. The residence, 
started last fall; replaces the 20-year-old 
research building which the association has 
used in its extensive research program. 
The new house is smaller and built along 
more modern lines. 

Convention sessions opened with Presi’ Fj 
dent Frank E. Mehrings presiding. T. 1. 
Green, of the Williams Oil-O-Matic Di 
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vision, Eureka Williams Corporation, and 
A. T. Atwill, of Quaker Manufacturing 
Company were featured speakers on the 
program. 

Mr. Atwill, long a manufacturer of oil- 
fired warm air heating equipment spoke 
on “Merchandising Comparisons.” 

Tom Green outlined the development 
of the oilheating industry, predicted its 
expansion into small towns and rural 
areas, and assured his audience of an 
abundant supply of heating oil. Speaking 
of the potential shortage of heating oils 
in the immediate future, he said, ““The 
fueloil situation might be likened to that 
of a dairy farmer with 50 cows and one 
5-gallon can. The farmer has a problem, 
yes. But it certainly is not one of milk 
shortage!” 

Guest speaker at luncheon was Cy T. 
Burg, general sales manager of Iron Fire- 
man, who talked on sales and sales pro- 
motion. 

C. L. Rowley, Chairman of the Asso- 
ciation’s Publicity and Merchandising 
Committee, reported on his committee's 
activities with particular emphasis to the 
industry’s advertising in general. 

An account of the experiences and re- 
sults to date of the twenty Indoor Com- 
fort Conferences which have been held 
in major cities in the eastern and south- 
ern states was made by Guy A. Voorhees, 
Application Engineering Director of the 
Association. 


Concluding the afternoon program 
were committee reports by F. L. Meyer, 
Chairman, Research Advisory Commit- 
tee, W. D. Redrup, Chairman, Installa- 
tion Codes Committee, and Professor L. 
G. Miller, Chairman, Technical Educa- 
tion Committee. 


Warm Air Educational Program 


To Tour Far West This Summer 


ENCOURAGED BY THE SUCCESS of the first 
ten conferences, which have been attended 
by more than 1100 warm air dealers and 
contractors, it is planned to hold Indoor 
Comfort Conferences in western and far 
western cities during the summer. The 
conferences will work westward through 
Michigan, Wisconsin, Minnesota, North 
Dakota, Colorado, Utah, Washington, 
Idaho, Oregon, California, Arizona, New 
Mexico, Oklahoma, Texas, Arkansas, 
Tennessee and Alabama. A tentative list 
of cities where conferences are to be held 
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includes Saginaw, Kalamazoo, Green Bay, 
Duluth, Fargo, Scottsbluff, Denver, Salt 
Lake City, Boise, Spokane, Seattle, Port- 
land, San Francisco, Los Angeles, 
Phoenix, Albuquerque, Dallas, Little 
Rock, Memphis and Birmingham. Dates 
are to be released later. 

Conducted by Guy A. Voorhees, ap- 
plication engineering director of National 
Warm Air Heating and Air Condition- 
ing Association, sponsors of the confer- 
ences, the two-day sessions emphasize the 
importance of consumer satisfaction 
through correct layout and design of warm 
air heating systems. Both forced air and 
gravity systems are studied, including 
making an adequate survey, calculation of 
heat losses, then design and installation. 

The tuition fees charged partially cover 
operating expenses and cover the cost of 
manuals, codes and forms furnished to 
those attending. The largest meeting held 
to date was the conference attended by 
132 persons in Newark, N. J., an area 
not very prominent in its use of warm air 
heating. 


Buffalo Retail Oil Dealers 
Elects Slate of Officers 


THE FOLLOWING OFFICERS have been 
elected by the Buffalo Retail Fuel Oil 
Dealers Association for the coming year: 
Williams F. Hartman, president; Edwin 
R. Schack, vice president; Dale H. Mc- 
Arthur, secretary and George Horbett, 
treasurer. 


Massachusetts Group 
Hears Talk on Salesmen 


THE MAY MEETING of the Massachusetts 
Oil Heating Association, held May 13 at 
Boston, Mass., featured a talk, ““The 
Salesman Looks at the Future by Looking 
Back,” delivered by Frank L. A. Nowak, 
district sales manager for Timken Silent 
Automatic in New England. The talk, ac- 
companied by slide films, illustrated some 
of the things a successful salesman should 
and should not do. 

Because of the timeliness of the talk, 
members of the Oil Heat Institute of New 
England and Independent Oil Men’s As- 
sociation of New England were invited 
to attend. 

This meeting was the ninth held during 
the current heating season and the last 
before the association recesses during the 
summer months. The next regular meeting 





will be held on the second Tuesday in 
September. 

A joint meeting in April featured a 
discussion of Base-Ray radiant baseboards 
by C. F. Hill, assistant district manager, 
Boiler Div., Burnham Corp., Irvington, 
N. ¥. 


Twin City Group 
Plans Service Schools 


THE FIRST OF A SERIES of meetings planned 
by Twin City Oil Burner Association, as 
part of an educational program was held 
May 6 at Minneapolis, Minn. 

President R. A. Coffin announced plans 
for a permanent school on oilburner serv- 
ice training for its members, and said the 
plan would embody a special program for 
veterans now enrolled in On-The-Job 
training. 

At the May 6 meeting, D. G. Spahr, 
technical advisor, Perfex Corp., Milwau- 
kee 7, Wis., showed a slide film on Perfex 
controls. The meeting and buffet dinner, 
attended by 200 dealers, featured also an 
open forum discussion during which tech- 
nical phases of installation and operation 
were covered. 


Committee in charge of the program, 
which already has arranged for future 
meetings to be conducted by experts from 
manufacturers of oilburners and acces 
sory equipment, includes Mr. Coffin, B. 
L. Gage and Vern Grudem. 


Oregon Fuel Merchants 
Elect Harry Norquist 


OREGON FUEL MERCHANTS ASSOCIATION, 
at the annual meeting in Portland, April 
28, elected Harry A. Norquist of Camp- 
bell-Norquist & Co., Portland, as presi 
dent, succeeding Paul C. Harbaugh, Lib- 
erty Fuel & Ice Co. Vice-president is Ar- 
cade Kendrick, secretary is Denton J. 
Bacon, and the treasurer is James L. Shaw. 
The slate takes office July 1. 

Directors for the next year include M. 
A. Deaton, C. R. Holloway, Jr., Al 
Loucks, Lloyd Miesen, S. H. Partridge, C. 
P. Peyton, and J. C. Yeomans. 

The meeting heard reports from Mr. 
Holloway, past vice-chairman for the Pa’ 
cific Coast, and from Bill Alexander, man- 
ager, on the Atlantic City convention of 
Oil Heat Institute. W. A. Matheson, past 
president of Oil Heat Institute of Amer 
ica, spoke on the future of the industry, J 
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SUPPLIES 


A COMPLETE STOCK OF SUPPLIES FOR THE OJL BURNER DEALER! 


CONTROLS 


Detroit Lubricator 
Minneapolis-Honeywell 


COUPLINGS 


Flexible * Guardian * Lovejoy 


DRAFT CONTROLS — 

DRAFT TESTING TOOLS 
Bacharach Combustion Kits & Thermometers 
Cole Draft Governors 
Draftrite Pocket Draft Gauges 
Field Thermostatic Damper Controls 
Fyrite Co.» Indicators 
Herd Thermostatic Damper Controls 
Sullivan Draft Stabilizers 


FILTERS 
Fulflo 


FUEL UNITS — 
PRESSURE VALVES — PUMPS 
Autopulse * Detroit * Sundstrand 
Teesdale * Webster 


HEATING AND HOT WATER 
SPECIALTIES 


Clark Industrial Steam Traps 
Detroit Air Valves * Dole Air Valves 





General Water Heaters 
Hoffman Traps & Valves 
Jacobus Air Valves 
McDonnell-Miller Water Controls 
Minneapolis-Honeywell Water Controls 
Taco H. W. Specialties 
Taco Water Heaters 
Thrush H. W. Specialties 
Warco Air Valves 
Watts Water Controls 


IGNITION SPECIALTIES 


Electrode Assemblies * Ignition Cable 
Rajah Crimping Tools 
Rajah Terminals 
Webster Transformers 


MISCELLANEOUS 


Air Cones * Asphaltum 
Bendix Cleaner * Furnace Cement 
Oilbuster 
Pressure & Vacuum Gauges 
Rustbuster ° Rustflex 
Rutland Concrete Patcher 
Siloo Tank Solvent 
Sludge Cutter * Sol-Speedi-Dri 
Soot Destroyer * Stabilizers 
Sulflo Cutting Oil 





Tasgon Penetrating Oil 
Wolverine Stop Leak * “X” Liquid 


NOZZLES AND ACCESSORIES 


Adapters * Nozzles—.50 to 18.00 G.P.H. 
Brushes * Kits * Strainers * Wrenches 


PIPE — VALVES — FITTINGS 


Ball Check Valves 
Copper Compression & SAE Fittings 
Copper Oil Burner Tubing 
Fairbanks Brass & -lron Valves 
Firomatic Valves 
Low Pressure Gate Valves 
Mall. tron Screwed Fittings 
Ryan 4 in 1 Valves 


REFRACTORY MATERIAL 
Flexlok Combustion Chambers (Hard or Soft) 
Johns-Manville Brick & Cement 
Mica Pellets * Rock Wool 
Rutland Retort Cement 
Stainless Steel Baffles 


TANK FITTINGS 


Double Tapped Bushings ° Fill Boxes 
Galongages * Rochester Gauges 
Vent Alarms & Fasfills 


Vent Caps g 











DEALERS’ SUPPLY 


PROVIDENCE PLUMBING SUPPLY 









DIVISION 


COMPANY, INC. 








the need for better engineering and better 
selling. Retiring President Paul Harbaugh 
was presented with a brief case in appre- 
ciation of his services for the group. 


Philadelphia Requires Licenses 


OIL HEAT and Oil Heat Dealer Divs., Elec- 
trical Association of Philadelphia, have 
appointed a special committee to work 
with the Philadelphia Fire Marshal in de- 
veloping a set of regulations as provided 
by a city ordinance. The ordinance, which 
became effective April 1, provides also for 
examination and licensing of “all persons, 
partnerships, corporations and associa- 
tions engaged in the business of the in- 
stalling, altering, repairing or servicing of 
oilburners or oil tanks for supplying oil 
burners and gasoline tanks. . . .” 
Applicants for license are required to 
pay a filing fee of $25, which the city 
retains to cover examination and inspec- 
tion costs. When the application is ap- 
proved another $5 covers the license for 
a year, with renewals costing $5 each 
year thereafter. An examining board of 
three members, consists of the Fire Mar- 
shal, a representative from the oil indus- 
try and one representing gasoline inter- 


ests. 


Wisconsin Group Meets 


THE REGULAR MONTHLY MEETING of Wis- 
consin Oil-Heat Association, Inc., was 
held May 1 at the Wisconsin Hotel. The 
dinner meeting was preceded by a meet- 
ing of the Board of Directors. At the 
meeting legislative matters affecting the 
industry were discussed and the group 
acted on new applications for member- 
ship. Summer activities, including the an- 
nual golf outing, also were on the agenda. 


Council Schedules August 
Meeting in Chicago 


NATIONAL COUNCIL OF INDEPENDENT PE- 
TROLEUM ASSOCIATIONS will hold its next 
meeting at the Stevens Hotel, Chicago, 
August 6 and 7. First session will begin 
at 1:30 on August 6, and will be followed 
by a dinner’ at 6:30. Guest of honor will 
be Eugene Holman, president, Standard 
Oil Co. of N. J. 

The meeting will reconvene the morn- 
ing of August 7, with luncheon scheduled 
for 12:30 after the morning session. Dr. 


R. E. Wilson, A. W. Peake and Roy Mc- 
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Connell, Standard Oil Co. of Indiana will 
be guests. 

In announcing the schedule, Gordon 
Duke, Council chairman, points out that 
a record attendance is anticipated in view 
of the opportunity being afforded to meet 
with the heads of two major oil companies. 


R.E.M.A. Announces Details 
Of 5th Refrigeration Show 


DETAILS OF A FOUR DAY refrigeration and 
air conditioning exposition, sponsored by 
Refrigeration Equipment Manufacturers 
Association, have been revealed. The show 
will be held January 26 to 29, 1948 at the 
Public Auditorium, Cleveland and will be 
a closed trade event. Hours of the exposi- 
tion have been scheduled to allow time to 
attend meetings being held by other asso- 
ciations during the show period. Seventy- 
two members already have contracted for 
space, and other manufacturers who ex- 
hibited in the 1946 show now are making 
reservations. At a later date, the show will 
be opened to all companies in the indus- 
try. 


Max Ball Addresses 
Washington Meeting 


A LUNCHEON MEETING, held May 20 and 
sponsored by Oil Heating Div., Mer- 
chants & Manufacturers Association, Inc., 
Washington, D. C., heard a discussion on 
the present oil supply and demand difh- 
culties by Max W. Ball, director, Oil and 
Gas Div., Department of Interior. 

Mr. Ball was secured as speaker after 
it was learned that Dr. John W. Frey, 
who had been scheduled to address the 
meeting, had been called out of town. 
Dr. Frey, director, Division of Market- 
ing, American Petroleum Institute, is ex- 
pected to address the June meeting of the 
Division. 


A. H. Mellott has rejoined Century 
Engineering Corp., Cedar Rapids, Ia., en- 
gaged in sales promotion and field engi- 
neering work. 


L. E. Hodge has joined Bethlehem 
Foundry & Machine Co., Bethlehem, Pa., 
as a field man. He formerly was with 
Petroleum Heat & Power Co. and took 
over his new duties June 1. The company 
manufactures gun type oilburners and 
Dynatherm boiler-burner units. 
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York-Heat Dealers in 
Old-Time Sales Session 


ONE OF THE FIRST old-fashioned, down to 
earth merchandising sessions to be held 
since the end of the war was conducted 
by the Babcock Equipment Corp., New 
York, for York-Shipley, Inc., manufac- 
turer of the York-Heat line of automatic 
oilfred equipment. The meeting and 
luncheon took most of the day Saturday, 
May 10, with three hundred members of 
dealer organizations in attendance. 





Stage (top) at the York-Heat meeting. 
Babcock talks of conversion burner fea- 
tures. 

Principal speakers were Lester Stearns, 
York-Shipley residential division man- 
ager who outlined the advertising and 
sales program, and Ray Babcock, local 
distributor, who covered the equipment in 
the line. 

After showing advertising and litera 
ture which the company has made avail- 
able to dealers, Mr. Stearns presented a 
complete sales story which has been pre- 
pared for dealers and their men. This 
“packaged” sales story is divided into four 
steps: Sell Yourself, Sell Your Company, 
Sell York-Shipley and Sell the Product. 
In logical steps the story takes the pros’ 
pect through a complete sale from the sur’ 
vey to the close. The sales story is part of 
a complete sales training program the com’ 
pany is offering to dealer men. 

Mr. Babcock presented a line of six 
conversion burners ranging in capacity 


from one to 30 gph., seven steel boiler; 
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RHEEM OIL HEATER FEATURES MAKE HISTORY 
...and that 


MAKES MONEY FOR YOU 


~ NEW...ECONOMY PILOT 
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NEW... ALL-ENCLOSED DESIGN A 


It’s the biggest news in the oil water heating field. So call 





your plumbing jobber right away and get this profit-making 
Rheem oil water heater into your store. Do it TODAY. And 
for full information, write Rheem, 570 Lexington Avenue, 
New York 22, N. Y. 
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units from 320 to 1100 sq. ft. of installed 
steam radiation, four warm air models 
from 68,000 to 175,000 Btu at the bonnet, 
and three water heaters with vaporizing 
burners with tank capacities of 23, 32 
and 62 gallons. 

York-Heat distributors from the Mid- 
dle Atlantic states were first presented 
with the program at a one-day session at 
the York, Pa., factory, April 29. 


Aldrich Sells Company, 
Remains As Consultant 


ALL THE OUTSTANDING CAPITAL stock of 
the Aldrich Co., Wyoming, IIl., was ac- 
quired for cash May 13, by the Breese 
Corporations, Inc., Newark, N. J. Lloyd 
I. Aldrich, founder of the well-known 
oilburner company, and a director, has 
been retained as consultant, and F. Le- 
roy Hill (formerly of Polo Pump), Rock- 
ford, Ill., has been made executive vice- 
president and general manager, accord- 
ing to John T. Maschch, Breese president. 

In spite of materials shortages, the an- 
nouncement says, Aldrich shipped more 
than $2,000,000 worth of oilheating 
equipment in the last seven months of 
1946, on a profitable basis. Expansion of 
manufacturing facilities is progressing, 
and research and development of the line 
is planned with the aid of Breese’s engi- 
neering staff. The Breese company is not 
connected with James L. Breese, or Oil 
Devices, Chicago. 

Other purchases by Breese Corpora- 
tions include Anderson Stove Co., Ander- 
son, Ind., manufacturer of gas ranges, 
and Aircraft Standard Parts Co., Rock- 
ford, Ill., maker of the Aero-Seal hose 
clamp. Purchase prices are not revealed. 





Coastal Oil Folio Contains 
Marketing, Merchandising Aids 


PREPARED BY Coastal Oil Co., Port New- 
ark, N. J., for its customers, a complete 
and well-prepared folio contains market- 
ing and merchandising aids. The folio is 
designed to help Coastal’s independent 
dealers to market their products success- 
fully now and in the days of intensified 
competition which are just ahead. 

The introduction to the folio points out 
that oil dealers can count only on pres- 
ent customers and new prospects for their 
business and outlines a plan for summer 
selling of fueloil contracts, boiler and fur- 
nace cleaning services to build up oil gal- 
lonage for the winter months. 

Typical contract forms, letters and fol- 
low-up cards for contract solicitation have 
been prepared and reproduced in the folio. 
A campaign, including letters, literature, 
post-cards and sample contracts, also ap- 
pears. A suggestion for a cellar card and 
letters to regain lost customers and se- 
cure collections from delinquent custom- 
ers is presented in concluding pages of the 
folio. 

Coastal offers any or all of the ideas to 
its customers without charge, suggesting 
they purchase them from Coastal for cost 
or have their own printers adapt the 
forms. 


Timken Convenes First 
Classes for Servicemen 


THE FIRST CLASS in the 1947 series of 
service schools, being conducted by Tim- 
ken Silent Automatic Div., Timken-De- 
troit Axle Co., Detroit, Mich., convened 
March 24 at the company’s new plant at 


Jackson, Mich. Schools will be held week- 


decked out in brand new service uniforms, at monthly banquet. Company sponsors 
weekly meetings, as well as a dinner once a month, to discuss past and future work 


and problems. 
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ly throughout the spring and summer un- 
der the direction of C. F. O’Malley, TSA 
service manager and Byron Spees, instruc- 
tor. 

Completely equipped classrooms pro- 
vide aid for learning Timken installation 
and service methods. A visit to the experi- 
mental laboratory and a tour of the new 
plant highlight the courses, which are 
concluded with a dinner for students. 


Development Corporation 
Backs Jet-Heet Furnace 


THE JET-HEET FURNACE, combining jet 
propulsion engine principle in a 2’ x 3’ 
x 2’ cabinet, recently was revealed as hav- 
ing gained the financial support of Ameri- 
can Research and Development Corp. 
The company, devoted exclusively to the 
development of outstanding post-war 
products and processes, will provide ap- 
proximately one-third of the capital re- 
quirzd for initial production. 

Present plans call for immediate pro- 
duction of two hundred models to sam- 
ple consumer reaction, after which prep- 
aration will be made for quantity produc- 
tion. Models, all identical in size, are con- 
templated to handle installations from one 
up to nine rooms. The unit features a 
combustion chamber the size of a tomato 
can and warm air distribution through 
conventional ducts or 2” diameter glass- 
fibre ducts. 

Jet-Heet, Inc., New York, N. Y., re 
cently bought out Kerns and MacCracken 
Corp., developers of the unit. Officers of 
the new company include C. D. Mac: 
Cracken, president and Robert W. Lade, 


secretary-treasurer. 


Petro Contemplates 
European Expansion 


K. G. MACCART, president, Petroleum Heat 
&@ Power Co., Stamford, Conn., reports 
that Howard G. Cushing, a director of the 
company, is making an on-the-spot survey 
of the oilburner and fueloil marketing 
situation in England and on the Conti 
nent. Mr. MacCart pointed out that due 
to critical situation in the coal mining 
industry, there is a tremendous interest 
in expanding the use of fueloil in western 
European countries. 

Mr. Cushing’s survey will determine 
whether Petro will establish its own fac 
tory in one or more European countries 


(Continued on page 131) 
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HEAVY 
CAST IRON 


--and at a Price! 





MOHAWK 
Model BR 
1 to 3/2 GPH 














MOHAWK OIL BURNERS 


Noise is reduced to a minimum 


Cast Iron—Insures alignment of Motor and Pump 


Rw a 


a 


CHECK THESE ADVANTAGES 


No Motor Wear (Shaft or Bearings) 
No Warping of Housing 

No Vibration 

No Deterioration 


No Noise--as is usually found in Lightweight Housings 


Deliveries made with M.H. or Mercoid Controlk——Webster or G.E. Trans- 
formers—Webster or Sundstrand Pumps—!/6 H.P. Long Hour Duty Motors. 
All equipment Underwriters Approved. 


Orders promptly filled 
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New Products 


Thrush Adjustable Tee 


FOR USE WITH ONE PIPE forced circulat- 
ing hot water heating systems, an adjusta- 
ble tee, produced by H. A. Thrush & Co., 
Peru, Ind., is designed to be installed in 
the single main to the supply branch of 
each upfeed radiator. Adjustment of the 
diverter in the tee can provide uniform 
radiator temperatures throughout the 





house, or, if desired, lower temperatures 
can be provided in bedrooms, garages or 
recreation rooms. The diverter is not lim- 
ited to any specific number of settings, 
but even the slightest movement of the 
adjusting handle apportions the amount of 
water being diverted to the radiator. 

Closing off of any radiator branch in- 
creases the flow of water through the main 
and when the branch is fully closed to a 
radiator, sufficient circulation will pass 
through the radiator to prevent freezing. 

Complete system, using adjustable tees, 
has been designated Thrush Adjustaflo 
single main system of forced hot water 
heat. 


Mueller Furnace Units 

For Small Homes Use 
TYPE 201 gravity and type 202 forced air 
furnace units have been announced by 


L. J. Mueller Furnace Co., Milwaukee, 
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Wis. Designed for small and medium size 
homes, type 201 is available with input 
ratings of 90,000 to 135,000 Btu/hr, type 
202 from 100,000 to 150,000 Btu/hr. 
Both furnaces employ the same heavy 
gauge steel drum and tubular radiator of 
multiple pass design, with two banks of 
staggered radiator tubes. Vaporizing burn- 
ers fire the units, and the burners feature 
an air damper for adjusting air supply 
as the burner changes from high to pilot 
fire. 

The fan compartment, furnished with 





type 202, houses the entire blower as- 
sembly and may be placed on either side 
of the heating compartment. Also regu- 
larly supplied with forced air units are 
replaceable filters, fan switch and limit 
control and Mueller automatic evapora- 
tive humidifier. 

Cabinets for both furnaces are finished 
with green crinkle lacquer, with aluminum 
inside finish. 


Vertical Heat-Flow Boiler, 
Oilfired, In Three Sizes 


AMERSHIP boiler, for which National 
Combustion Co., Inc., New York 17, N. 
Y., has secured national sales rights, is so 
designed that all heating surfaces are ver- 
tical, eliminating accumulation of soot on 
horizontal heating surfaces. When clean- 
ing is necessary, access to the heating sur- 
faces is gained through a cleanout pro- 
vided in the base of the boiler. The boiler 
provides a full height combustion chamber 
and a lower water line than found in 
similar boilers. 

Manufactured by American Shipbuild- 
ing Co., Inc., Cleveland, Ohio, three 
models are offered. Model A is rated at 
408 sq. ft. steam, 612 sq. ft. hot water; 





model B, 510 sq. ft. steam, 612 sq. ft. hot 
water; model C, 748 sq. ft. steam, 1122 
sq. ft. hot water. All ratings are net. Gun 
type oilburners, with capacities of 1.35, 
1.7 and 2.5 gph, are recommended for use 
with the three models. Instantaneous sub- 
merged coils provide domestic hot water. 
The boilers feature all-welded steel con- 
struction. 


Steel Express Truck Body 


A STREAMLINED TRUCK BODY, made by At- 
las Body & Equipment Co., Philadelphia 
4, Pa., is designed to give maximum load- 
ing capacity. Understructure is made of 
12 gauge steel and side panels of 18 gauge 
steel, with floors and tailboard of dia- 
mondette steel plate. The body is the open 
express type, suitable for service and pick- 
up trucks. 


Fyr-Disk Boiler Baffle 

Made of Chrome Alloy Steel 
ASSOCIATED ENGINEERS, Arlington, Mass., 
have available the Fyr-Disk boiler baffle, 
adjustable to fit all domestic boilers or 
furnaces. The baffle consists of three inter 





locking sections and four adjustable meta! 
leg supports, which employ a locking d 
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HANDIER FOR YOUR CUSTOMERS, HANDIER FOR YOU.. 
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@ You're sélling hot water in a “handy package” 
when you install a General Tankless Water Heater. 
Handy for your customers because the General 
Tankless gives up to 35 gallons a minute of con- 
tinuous, sparkling, clean, hot water. Handy be- 
cause there’s no space-wasting tank — no waiting 
for a tankful of hot water to re-heat. Handy be- 
cause hot water flows through copper tubing — 
no rust to clean out. 


HANDY FOR YOU 
. .. because there’s no excavation for a tank — no 
complicated piping to install. Handy because the 
General Tankless can be carried through any door- 
way — put in after a building is constructed. Handy 
because two men can easily do the whole job. 
If you want a water heating unit you can count 
on for more profits, with less trouble, in one 
handy package, sell General Tankless Water 
_ TanLes Heaters. Send today for Catalog 17 giving full de- 
: “=— tails and installation diagrams. General Fittings ——< 
Company, 125 Georgia Ave., Providence 5, R. I. 
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TANKLESS AND INDIRECT 
WATER HEATERS AND HEATING SPECIALTIES 
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INSTALLATION ON HOT WATER HEATING BOILER 
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vice and eliminate the use of bolts and 
chain fasteners. The baffle is set on top 
of the combustion chamber and retards 
the flow of heated gases, raising combus- 
tion chamber temperatures and preventing 
smoky fires, according to the manufac- 
turers. Adjustable sizes from 12” x 12” 
to 12” x 16” are possible. 


Totally Enclosed Type 

Hot Water Circulator 
RUMACO circulating pump, Model 1-B, has 
been designed primarily for hot water 
heating systems for domestic and indus- 


trial installations., Developed by Ruthman 
Machinery Co., Cincinnati 2, Ohio, the 
driving motor, direct connected to the 
pump, is equipped with grease packed, 
sealed ball bearings. Since no lubrication 
is necessary, oilers and grease fittings have 
been eliminated. Centrifugal pump has 
opposing inlet and outlet for standard 2” 
pipe flanges, installation being possible in 
lines of various sizes by use of pipe re- 
ducers. Installation can be made in any 
intermediate angle from vertical to hori- 
zontal position. 

















AS A LABORATORY SCALE 
— BALLOFFET DESIGN NOZZLES 


-DELAVAN 


It’s performance that counts in oil 
burner nozzles; dependable, efficient, 
continuous performance. That’s why 
we emphasize the accuracy and pre- 
cision of Balloffet Design Nozzles by 


Hg 
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Delavan. 


Delavan nozzles are manufactured to the most rigid standards 
to assure absolute uniformity. They are individually spray tested 
and calibrated to guarantee accuracy of rating and angle of spray. 
And most important, they are designed to retain the efficiency 


that is built into them. 


The body of the nozzle is made entirely of brass which con- 
ducts heat away rapidly; assures a lower nozzle temperature; re- 
quires less service because less carbon and residue is deposited. 
Parts controlling atomization are of special corrosion resistant 


stainless steel. 


You Can Depend on Delavan Nozzles 
Distributed by Leading Jobbers 


DELAVAN ENGINEERING CO. 


= Established 1937 
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New, Smaller Range Burner 


Added to Hudson Bay Line 


HUDSON BAY, JR., new and smaller than 
other models in the line, has been an- 
nounced by Silent Glow Oil Burner Corp., 
Hartford, Conn. The addition of this 





model affords a dealer burners to furnish 
a range burner of correct size to fit every 
range firebox. The burners consist of only | 
six parts, the base, wick, vaporizer, outer 
and inner shell and top plate. Its simple 
construction keeps maintenance at a mini 
mum and facilitates cleaning. 


New Webster Type WI 

Extended Surface Radiation 
WARREN WEBSTER & CO., Camden, N. J., 
announces the addition to its line of type 
WI extended surface radiation. It is made 
up of 14” o.d. .035” thick annealed cop- 
per tubing with rib-reinforced, square 
pressed aluminum fins and brass female 
couplings with 1” i.p.s. tapping. Stand- 
ardization is achieved by using only one | 
tubing diameter and one fin size. Units 
are available in five lengths from 2’ to 6’. 
For a single row without cover, units are 
rated at 4.25 sq. ft. EDR or 1020 Btu per j 
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206 out of 207 GROSS-MORTON 
HOMES heated by THATCHER 


Triangle Sheet Metal Works installed these 206 Thatcher Comfortmasters for Gross- 
Morton. Thatcher's high score is no accident. Many leading heating contractors 
choose Thatcher for the quality heating it insures home owners. These contractors 
know the economy, the service-free operation that's characterized Thatcher equip- 


ment for 97 years. 
For INCREASED PROFITS Work With Thatcher 


Thatcher's know-how can change a tough job into a smooth profit- 
able operation. Put Thatcher and the Thatcher name to work right 
now. For anything in the line of residential heating equipment — 
recommend yourself by recommending Thatcher—your warm 
friend since 1850. 





fue/oil 
é o// heat 


4 


207 Quality Homes, Gross-Morton 


j Development — Cunningham Park, 


Borough of Queens, Long Island 


BERNARD ZWERLING... 
Triangle Sheet Metal Works 
installed these 206 Comfort- 
masters. He says, ”...we 
couldn’t have waded for any 


more help, any greater co- 
operation than Thatcher gave 
us on this job.” 



























lineal ft. with 1 lb. steam and 65° F. en- 
tering air. 

A standard No. 18 gauge pressed steel 
cover, furnished with gray baked-on 


enamel coat, and specially designed, all 
welded, pressed steel hangers are avail- 
able for use with Type WI radiation. 


Prentice Pillow Blocks 
Is Self-Aligning 


PRENTICE self-aligning pillow block bear- 
ings are available in quantities from West- 
ern Thermal Equipment Co., Los Angeles, 
Cal. A porous bronze bearing, surrounded 
by an oil reservoir, provides lubrication 
and eliminates frequent oiling. Even when 
anchored in place, the bearing is self- 
aligning, according to the manufacturer. 














Build 


- Public Confidence 


...and you've built a business! 


When it comes to major expenses like heating, 


nobody wants to experiment. Instead, they want to make 


doubly certain they're getting a product they have 


confidence in— from a dealer they have confidence in 


— before signing any fuel oil contract. 


Mobilheat resellers have both the product and the | 
kind of backing that help build public confidence | 
and business. Proof: Quality Mobilheat is one of | 


America’s largest-selling fuel oil brands. 
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Mobilheat 


Tetotel be Vortitl Mia wal temel i & 





AE 


Mobilheat 






| socony-vacuum OIL COMPANY, INC. 
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Stock sizes available are %%”, 34”, 7%”, 
1” and 1 3/16”. Other sizes from 7” to 
1%” are made to order. 


Shelby Three Phase Motors 
Offered in Four Sizes 


SHELBY general purpose three phase elec [ 
tric motors are offered by Brown Electric f” 


Co., Forest Hills, N. Y. The motors, avail 





able in 60 cycle, 220/440 volt models, are 
equipped with constant speed frame, solid 
ball bearings and 34” shaft. Sizes range 
from Y2 hp to 14 hp, models with speed 
ratings of 1140 rpm available in 2, %4 
and 1 hp capacity; 1725 rpm in 4, %, 
1 and 1 hp sizes and 3450 rpm in %, 
1 and 114 hp sizes. 


uberator Furnace Has 


Open Dome Fire Chamber 


FOUR MODELS of Tuberator furnaces, of- 
fered by Wheeling Furnace Corp., Mar- 
tins Ferry, Ohio, are adaptable for hand 
or automatic firing. Btu outputs at regis- 
ter for gravity systems range from 74,200 
to 132,825, while forced air units are 
rated from 90,000 to 161,287. The open 
dome fire chamber consists of an enlarged 
combustion area above the fire box, where 
radiant waves are directed against the in- 
terior surface of the dome preventing soot 
formations. Large, vertical steel tubes are 
built around the inside walls of the fire 
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AUTOCARS solve problem of city 


and suburban deliveries for Hamilton 


Geo. A. Hamilton, Inc., fuel oil dealers of Astoria, Long Island, have to make deliveries in 
congested areas as well as in the open suburbs. That’s why they operate both conventional 
and short-wheelbase Autocars. “In the more congested sections,” they say, “we can provide 
faster service at less cost by using the 145-inch-wheelbase model. Dependability of service 
is a prime factor in our business. That’s why we use Autocars, for they are on the road 


without interruption, giving our customers excellent service.” 


AUTOCAR TRUCKS [i 323." 


Manufactured in Ardmore, Pa. Factory Branches and Distributors from Coast to Coast 

















chamber and from the top of the tubes is 
released high temperature air into the 
leader duct or bonnet chamber. Each 
tube acts as a flue and increases air cir- 
culation throughout the system. 

Air 
through a carburetor, which functions by 
excess chimney vacuum and permits nec- 
essary draft for combustion. A heat re- 
sistant, refractory casting Fuel Conserver 
causes heat and unburned gases to circu- 
late against the walls of the combustion 
chamber, and prevents them from escap- 
ing directly into the chimney. 


is drawn from the basement 


Metal Inspection Mirror 


A METAL MIRROR, 37%” in diameter, has a 
20” aluminum handle with flexible joint, 
permitting its use from any angle. The 
mirror is intended to permit inspection of 
flame behavior, electrode settings, condi- 
tion of combustion chamber, flues and 
other internal parts of a heating unit. 
Offered by Delavan Eng. Co., Des Moines 
9, Ia., the mirror has reflecting surfaces 
on both sides and is said to be resistant 
to high heat without discoloration. A 
heavy cloth bag protects the surfaces of 
the mirror when not in use, and the han- 















ASSURE EVEN 
POWER FLOW... 











With the Lovejoy L-R Type CX 
Double-flex flexible coupling, you 
know that drive and driven units 
are accurately aligned. You know 
that the coupling is right. Misalign- 
ment, whip, shock, surge, backlash, 
etc., are effectively controlled. 


Type CX Double-flex is especially 
designed for oil heaters and air 
conditioning units. 


LOVEJOY FLEXIBLE COUPLING CO. 


5012 W. Lake Street 
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L-R Body jnserted (not (B) molded in the rubber (no 
bonded) in rubber body. 


LOVEJOY L-R 
Type CX Double-flex | 
Flexible Couplings 





‘..» Maybe it’s the 
coupling...” 











L-R Socket actually 


metal) engages blower 
hub. 


e Can't fall off when blower and 
pump units are serviced. 


@ Easily installed in dark or close 
quarters. 


© Quiet—no rattle. 


SEND TODAY FOR 
BULLETIN 520 ON 
THIS COUPLING 


Chicago 44, Ill. 








dle, which comes in three sections, can 
be lengthened by purchase of additional 
8” sections. 


Middleton Gun Burner 
TWO YEARS of designing and testing pre- 
ceded the adoption of the pressure atomiz- 
ing gun type oilburners offered by Mid- 





dleton & Meads Co., Inc., Baltimore 2, 
Md. Designed for No. 3 oil, the burner 
is furnished with a 1/6 or Yg hp motor. 
Incorporated into the burner are compo- 
nent parts that meet all local and national 
standards and any: part may be replaced 
with standard parts available. A plate on 
the back of the casting permits easy and 
quick disassembling of ignition and oil 
lines. 


Eagle Chemical Offers 
Cleaner and Boiler Seal 
RUSTROUTER, a product of Eagle Chemi- 
cal Products Co., Inc., Philadelphia, Pa., 
is described as a non-acid, non-caustic col- 
loidal solution designed to clarify and 
condition boiler water. Recommended ap- 
plication is 1 qt. for each 25 gals. of water 
in steam boiler. Rustrouter is poured into 
the boiler, without preliminary flushing or 
draining after treatment. The solution 1s 
described as not harmful to any metal, fit- 
ting, painted surface or rubber. 
Eagle boiler seal, a tested metallic 
solder, repairs leaks in steam and hot 
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It's 
What's Under 
the Casing 
that Counts 


/ 


Waterbury 


The Waterbury Oil Fired Air Conditioner is a modern, compact, attractive unit, 
economical to buy—economical to operate. It is enclosed in an eye-appealing 
casing that is a compliment to the most modern basement — but what is equally 
important to you — because of the efficiency and quality of what is UNDER that 
casing, you are saved annoying service calls. 








Whether you are installing a simple gravity job or the most complete air condi- 
tioner, Waterbury’s careful engineering and precision manufacturing insure a 
satisfied user—and freedom from service calls for you. 


Furnaces for every size home and every Waterbury means long life, economy of 
type fuel—from gravity models to com- operation and service-free installations. 
plete air conditioners. 


THE WATERMAN-WATERBURY COMPANY 


1171 Jackson St. N. E., Minneapolis, Minn. 


tueloil ~ 

















water systems. Description of the product 
points out that it is designed to find and 
repair leaks and cracks in the radiators, 
pipes and fittings, as well as in the boiler 
and works while the system is in use. Rec- 
ommended for new and old systems, the 
seal has no objectionable odors. 


Marman Pipe Clamps 

For Permanent Repairs 
A LINE OF HIGH PRESSURE pipe leak 
clamps, capable of withstanding pressures 
up to 1100 lbs. per sq. in. on corroded 
pipe without leaking, has been announced 





by Marman Products Co., Inc., Ingle- 
wood, Calif. Features of the stainless steel 
clamps include high strength and corro- 
sion resistance, laminated Hycar rubber 
nads which comnress into corroded area 
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of SPARK oil burning heaters is allocated to our 
“old” dealers, zow is the time for dealers in new terri- 
tories to plan for future SPARK business. 


While current production 











SPARK is the Pacific Coast’s pioneer oil burning | 


heater. SPARK has the features that sell . . . pleasing 


appearance, visible flame, instant heat, efficient, low- 


cost operation. 


Interested dealers may address replies to: 


| 
HAMMER-BRAY CO. LTD. | 


2619 E. 12th ST. 


OAKLAND I, CALIF. 





116 


of pipe when under pressure and a patch 
plate, which slides on clamp band for posi- 
tioning over the leak. The clamps, de- 
signed for permanent repair for high pres- 
sure pipe leaks on oil, gas, and water pipes 
are produced to fit all sizes of pipe from 
2 to 8 inches. 


General Machine Offers 


Conversion Oilburner 


GEMACO gun type oilburners have been 
added to the line of General Machine Co., 


Emmaus, Pa. The burner, Underwriter 





approved and meeting Commercial Stand- 
ards CS-75-42 for FHA use, has a capac- 
ity to permit installation in normal size 
homes. Standard parts are used in con- 
struction to afford trouble free operation 
and convenient service or replacement, if 
required. 


Ceiling Furnace Units 

By Sawyer Heating Co. 
SHAFCO suspended oilfired heaters are 
available from Shafco Distributing Corp., 
Detroit, sales division, Sawyer Heating 





Corp. In reality the Shafco unit is a self- 
contained horizontal forced warm air fur’ 
nace, suspended on steel channel supports 
from the building wall and roof trusses. 
Offered in a range of sizes that permits in- 
stallations in garages, stores, shops, fac’ 
tories, warehouses, public halls and build: 
ings, the units offer a solution to heating 
problems confronting owners of buildings 
where floor space is at a premium. 
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Twenty Years Ago 
(June Issue, 1927) 

Harry F. Tapp has been appointed 
technologist for the American Oil Burner 
Association, succeeding C. F. Olmstead. 
For the past three and a half years he has 
been with the Socony Burner Co., New 
York. 

Oil Heating Institute has been formed 
by the American Oil Burner Association 
to conduct an educational campaign to 
acquaint the public with the advantages 
of automatic oil heat. The first advertise- 
ment is to appear in the June 4 issue of 
Saturday Evening Post and June issues of 
monthly magazines. Rufus Richart has 
been appointed assistant manager in 
charge of publicity and public relations. 

C. A. Olsen, who has been representing 
American Radiator Co., in the Mid-Con- 
tinent territory, has been transfered to 
Western New York and Pennsylvania, 
with headquarters at Buffalo. 

C. G. Lindsay has been made adver- 
tising manager for Petroleum Heat & 
Power Co. 

Joseph Kohart, for the last six years 
with the American Lithograph Co., has 
been put in charge of the new sales pro- 
motion department of the Caloroil Burner 
Corp., New York. 

Baker Steam Motor Car & Mfg. Co., 
Pueblo, Colorado, is planning to enlarge 
its plant. 

Boston Oil Burner Associates has been 
formed with offices at 80 Federal St. 
President is B. L. Hallinan and secretary- 
treasurer is Max Seltzer. 

M. W. Bowen, until recently sales 
manager for Northern Machinery Co., 
has joined Marr Oil Heat Machine Co., 
Minneapolis, in charge of the Middle 
West, with headquarters in Chicago. R. 
K. Lindsay, also from Northern, will take 
charge of the Marr eastern territory at 
New York. 

James T. Watters now is in charge of 
sales for Mooney-Weber Co., East 
Orange, N. J., handling Caloroil burners. 

H. W. Barrows, Cornell Utilities Co., 
New York, won first prize in the national 
sales contest conducted by the American 
Nokol Co. The annual Nokol Dealers 
convention has just been held at the Edge- 
water Beach Hotel, Chicago. 

Power Plant Engineering Co., Seattle 
and Portland, handling Ray and Oil-O- 
Matic burners, has opened a new office at 
Eugene, Ore., M. H. Allen is manager. 


Duo-Therm Factory School 
Features Live Models 


FACTORY SERVICE SCHOOLS, which have 
been in continuous operation since Febru- 
ary 3 with a new group starting each 
week, are conducted at the factory by the 
Duo-Therm Div., Motor Wheel Corp., 
Lansing, Mich. Live models are provided 
to train men from distributor and dealer 
organization on the proper methods of 
installing, operating and servicing fueloil 
space heaters, water heaters and furnaces. 

Students have an opportunity to study 
















Yes, Fuel-O-Meter will show the home 
owner how much oil there is in his tank 
NOT IN THE CELLAR but RIGHT 
NEXT TO HIS THERMOSTAT, where 


he ean see it easily. 


No more forgetting to run down to the 
cellar to check the oil, because Fuel-O- 
Meter was designed for easy mounting 
anywhere UPSTAIRS with inside or out- 
side tanks, gravity or suction feed. 


Fuel-O-Meter is connected to the tank 
with an 14” copper tube which can be 
concealed in the wall as easily as the 
thermostat wire. 


Fuel-O-Meter’s beauty will appeal to 
Mrs. Home Owner, too. The silver bronze 
finish, the modern design and the com- 


BRANCHES: 138-76 QUEENS BLVD., 


IN PHILADELPHIA 
Sid Harvey of Pa., Inc. 
1520 South 57th Street (43) 
Branch: 521 W. Lindley Ave. ve., 
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IN NEWARK 
Sid Harve: 
103 Lindsley Avenue 
Pranch: 1616 Bergenline 
A Union City 


a correctly installed unit, check operat- 
ing conditions, operate, test and adjust 
controls, tear down and rebuild models. 
Accessory parts and special demonstrators 
enable instructors to cover all phases of 
Duo-Therm installation and service. 

The school is designed primarily for 
men from service departments, A. R. 
Frantz, Duo-Therm service manager, 
pointed out, but the training is proving 
beneficial also to salesmen. Men from 
dealer and distributor‘ organizations 
throughout the United States and Canada 
have been invited to the school.” 


* YOUR NAME HERE IF YOU WISH 


FUEL-O-METER 


The Modern Distant Reading 


TANK - GAGE 


Makes Cellar Checking as 
Obsolete as Coal Shoveling 


pact size all harmonize with the modern 
thermostat. (It is actually about the 
same size as the thermostat). 


Fuel-O-Meter operates on the same 
proven hydrostatic principle that is 
used on the highest priced distant read- 
ing gages, but Fuel-O-Meter is not ex- 
pensive. 


Really low cost makes Fuel-O-Meter in- 
dispensable for those who want the best, 
on new and replacement installations. 


Available for 42”-44” and 48” tanks. 





*Your name plate, see ''Nifty’’ example 
above, will be furnished WITHOUT COST 
on orders of 100 or more, if wanted; 
available in smaller quantities at slight 
extra cost. 














JAMAICA. 909 MAIN ST., NEW ROCHELLE 


IN BOSTON 
Sid Harvey of Mass., Ine. 
566 Cambridge Street 
(Allston Station) 


of N. J., Ine. 
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Readers’ Gorum 


SELTZER & CO., INC. 


Boston, Mass. 


Editor: 

The writer, a distributor of No. 5 and 
No. 6 oilburning equipment, wishes to 
bring to your attention a crisis in the 
residual fueloil industry. 

About a year ago the New England 
fueloil suppliers ceased taking orders for 


No. 5 and No. 6 fueloil because of inade- 
quate supply. In the early part of the win- 
ter the situation improved to the point 
where they were eager for new business. 
In the early part of May, 1947, the sup- 
pliers have again notified the trade that 
they are oversold on residual. This time, 
however, they not only are refusing new 
commitments—they indicate that some 
means may have to be taken to cut off 
some of the present users because the fore- 
seeable deliveries of heavy oil will be so 
inadequate. 

In common with the many installers of 
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DONGAN ELECTRIC MFG..CO. 


2981 Franklin 


The Dongan Line 
Since Nineteen-Nine 














_ DEPENDABLE 
| YEAR-IN AND YEAR-OUT 


C. Dongan Transformers have long been used on | 
be leading makes of oil burners. For long life : 
t : and dependable service, you can’t beat a 
“8 Dongan! Listed as standard by Underwriters 








Detroit 7, Mich. 
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industrial oilburners, we have a heavy re- 
sponsibility in this picture. In turn, the oil 
companies have a like responsibility to us 
who have created this business and to our 
customers—in turn their customers. We 
do not want to see the type of error re- 
peated that was made’during forced war- 
time conversion from oil to coal—when 
the stoker and coal industry missed the 
boat and wound up with everybody’s ill 
will. 

This letter in no way attempts to tell 
the oil industry where the blame lies for 
the impending residual oil shortage and 
accepts at face value the proposition that 
the refiners are doing their best to increase 
the amount of their products. This writer, 
however, believes it is in order to make a 
suggestion that will be beneficial to the 
users—our public—and keep their good 
will for the future. 

This suggestion is as follows: 


Assume that the supply of residual oil 
next heating season is insufficient for com- 
mitments already made for next year. Let 
the oil companies meet this situation by 
cancelling oil contracts with power plants, 
public utilities and large industrial users 
who have dual equipment in their boiler 
rooms for both coal and oilburning. With 
but a few of these large plants returned to 
coal, there will be an adequate supply of 
oil for the remainder of the smaller users. 
Many of these latter have but one boiler 
equipped to burn oil only, and they would 
be put to great expense and hardship to go 
back to coal. 

Here is another consideration for oil re- 
finers and suppliers. If residual oil is to be 
short—how about reserving it for the 
smaller commercial heating plants such as 
apartment houses, hotels, office buildings 
and so on, where the cleanliness and labor 
saving features of automatic oilburning 
equipment render a real public service. 
Leave the large public utilities and power 
plants for coal where there is skiller man- 
power to handle that fuel economically 
and efficiently. 

Now is the time for the oil industry to 
formulate a plan of action to meet a criti 
cal situation. How about taking the oil- 
heating industry into their confidence. Let 
us both pointly meet our responsibility to 
our common customers and create more 
good will. 

The suggestion outlined here may be a 
practical answer to the problem. 

Max SELTZER. 


June 
1947 
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Ernest F. Fritz has been appointed dis- 
trict representative in northern Illinois 
and southern Wisconsin for Williams Oil- 
O-Matic Div., Eureka Williams Corp., 
Bloomington, II. His background includes 





Fritz 


Palmer 





extensive experience in sales work of all | 


kinds, enhanced by night school, college 


and factory courses of study in oilheating. | 
In another announcement, it was revealed | 
that N. A. Palmer, Oil-O-Matic special | 
applications engineer, has been appointed | 


a member of the Research Advisory Com- 


mittee, National Warm Air Heating and | 


Air Conditioning Association. The com- 
mittee guides the staff in charge of the re- 
search residence at the University of IIli- 
nois, and supervises the general program 
of work at the residence. 


Fayette B. Dow of National Petroleum | 
Association, Washington, D. C., has been | 


elected to the oil industry’s Public Rela- 
tions Operating Committee. 


]. J. McCarthy has been appointed rep- 
resentative for the Nu-Way Corp., Rock 
Island, Ill., through- 
out the New England 
States, according to 


W. F. Klockau, Nu- 


gineer and later man- 
ager of the Bridge- 
port, Conn., office of 





Way president. Mr. | 
McCarthy formerly | 
was heating sales en- | 


| 


| 


a plumbing equipment manufacturer, and | 
has covered the heating trade of New | 


England and New York for more than 
23 years. 


Minneapolis-Honeywell Regulator Co., 
Minneapolis 8, Minn. A 44-page booklet 
on “Automatic Control of Radiant Panel 
Heating,” containing a complete technical 
discussion of the subject. Eighteen dia- 
grams illustrate data and typical control 
hook-ups of various systems. Price $1.00. 
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Exclusive Electric Ignition 
Economical Vaporizing Burner 


Especially Designed and Priced for the Small Home Market 


One big sales feature of this H. C. Little Automatic Winter Air Conditioning Furnace 
(A-AC — 2-CI) is the unequalled ability of the H. C. Little oil burner to operate with 
high efficiency at the low oil consumption rate required in small homes having 40,000 
to 60,000 hourly B, T. U. heat losses. Remarkable economy, proved by unusually low fuel 
bills, is the direct result. 


The second sales feature — exclusive to H. C. Little in the low cost vaporizing furnace- 
burner field — is Electric Ignition, which eliminates a pilot light or low-fire stage. 

These features — and those shown below — add up to luxurious oil heat at low cost, a 
sure-fire profit-making combination. 


Features 
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The Inside Story 


1, PATENTED H. C. LITTLE OIL BURNER. 3. 
Exclusive vaporizing design. No moving 
parts to wear out. Unusually silent 
operation. 


ECONOMIZER . . . Highly efficient at 
all periods from cold start up to a full 
84,000 B.T.U. hourly heat output. 


4. SILENT BLOWER . . . One of the most 
noiseless and efficient obtainable. 
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2. AUTOMATIC CONTROLS .. . including 
patented ELECTRIC IGNITION, an _ 5. 
exclusive H. C. Little automatic start- 
ing feature. reducing housework. 
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TWO AIR FILTERS ... 
dirt and dust from the air. . 
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Branches in 16 


Inquiries from 
Principal Cities 


Eastern and Mid- 
Western Dealers 
Invited. 


California 





H. C. Little Burner Co., | 
| Dept. 6, 
San Rafael, Calif. 
| | 
| 








Please send information 
on your A-AC—2-Ci Oil 
Furnace. 




















Everyday Snags 


New Piping for Steam Boilers 


An installation expert in New Jersey 
declares he has contrived an improved 
piping arrangement for low water cut- 
outs. 

Certain burner owners do not use the 
clean-out valves on the float chambers 
once a month as they should, he explains, 
therefore after a few years sediment might 
accumulate in the float chambers and pre- 
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vent the floats from dropping and shutting 
off the oilburners when the boiler water 
becomes low. 

He gains safety, when he installs a low 
water control, by arranging the piping so 
that any make-up water given the boiler 
flows into the bottom of the float cham- 
ber of the control. Feeding the boiler 
flushes the float chamber and the water 
piping between the low water control and 
the boiler. The feed water line can be con- 
nected to an extra opening drilled and 
tapped for it in the bottom of the float 
chamber, or a pipe tee can be used so that 
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{LOW WATER) 
| CONTROL | 







PNET LA EEL CL SOLE 


Regular Clean- 
Out Valve 





one bottom opening in the control serves 
for the flush-out valve and for feeding 
water. A boiler which is given water fre- 
quently needs frequent cleaning out of the 
float chamber of the low water cut-out, 
and this arrangement provides this auto- 
matically. Of course, it is better to remove 
sediment from the low water control by 
using the regular clean-out valve on the 
control than to wind up with the sediment 
in the water. However, using this idea 
still provides the home owner with a clean- 
out valve on the low water control, and 
he will use this valve if he follows the 
instructions which come with the control. 
If the boiler had no low water control, 
sediment probably would not be removed 
from the system every month anyhow. It 
is indicated that the idea has proved high- 
ly effective on actual installations. 


Fire Fueloil or Coal 


There’s nothing new to the idea of leav- 
ing a few grate bars in the front of a coal 
boiler, building a firebrick wall behind 
them, and installing an oilburner in the 
back of the boiler. The idea has been used 
again and again where for any reason 
flexibility in the use of fuels is advan- 
tageous. Failure of the electric current 
might stop the oilburners in a greenhouse, 
therefore the grates in the fronts of the 
greenhouse boilers are always ready for 
coalfiring. On another installation, refuse 
and garbage are burned on the grates. In 
a certain wood-working plant, sawdust 
and scraps of wood are burned on the 
grates to obtain heat for-free and elimi 
nate the expense of trucking away the 
heat-rich refuse. 

Where the boiler is of the proper size 
or oversize, fortunately the oilburner 
often needs a firebox floor area equal to 
one-third or less of the total grate area 
in a coal boiler. This leaves sufficient room | 
for three or more grate bars in many boil- 
























in t 
the 

the 

pip: 
scre 
the 

tub. 
mak 
teri: 
mo\ 
OCCe 
nee 
clea 


tain 
tion 


toh 





















ers, especially in boilers more than twice as 
) long as they are wide. An engineer who 
sec BF often uses the oil-or-coal idea says that 
sal a boiler should have no fewer than three 
or four grate bars, and that the grate area 
should not be less than 40% of the grate 
area which the coal boiler was designed 
to have. He finds that to be practical the 
wall behind the grates must be high 
enough to prevent the coal and other fuel 
burned on the grates from winding up in 
important amounts on the floor of the oil- 
burning firebox. Make this wall so high, 
sais he suggests, that the products of combus- 
seding } © 

or fre | tion from the grate end of the boiler go 
of de through an opening, over the wall, which 
is only 150% of the area of the uptakes 
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USE ASHPIT BLOWER FOR HEAVY LOADS 
rol by OOTIZ. TOW. 
mn the 
iment 
s idea 
clean- = 
l, and yj SI | [S88 
vs the | | bain | : * ALIFE TIME PRODUCT x 
saad op View Gun Burner in back - : ss 
al or side of ashpit check these outstanding features 
noved Burns Oil-or-Coal |. Easy to install 
ow. It SideVi (stoker can be used) 2. Takes !/, inch pipe opening 
ideVi peepee 
high- WEED 3. Perfect visibility 
TF 4. No floats, weights, gears, springs, magnets or mechanical 
parts 
5. Fits any size above ground tank from 18" to 50" diameter, 
i ; sare of size or shape, including basement storage 
a coal afl SR pg “ tanks 
chind eS RZ 6. Gauge does not have to be removed to fill 
mere Grate Bae Fireboxfy 7. No assembling, ready to install 
ail rate Bars ee 8. Safe under filling pressure 
uid 9. Tested under 35 lbs. hydrostatic pressure 
ean 10. Can be installed on new and old installations, with tank 
| full—part full or empty. 
soe in the crownsheet of the boiler. Close to 11. Reduces emergency calls 
se alle the floor of the oilburner firebox and near 
by fae the burner gun tube, install a four-inch Dealer Inquiries Invited 
nee pipe which normally is closed by a 
a screwed-on pipe cap. The cap is outside Manufactured By 
cial : Ev base near the oilburner gun Billdt Engineering Co. 
a . If necessary to keep the cap cool, . 
elimi make a removable plug of refractory ma- Seattle, Washington 
y the terial to fit inside the four-inch pipe. Re- (pat. pend.) 
move the pipe cap and the refractory plug 


Occasionally to find out if the firebox floor Manufacturers Agents : 


or size 

urner | Reeds cleaning. If it does, use a vacuum 
“ cleaner or a small hoe. 

—* An ashpit blower can be used on cer- 


‘room || ‘in installations to improve the combus- 
y boil- } tion of the fuel burned on the grates and 
to help a relatively small grate area carry 
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the entire load with coal-firing. 

Stoker-firing the front end of a boiler is 
even easier than hand-firing it, of course, 
where the boiler is large enough for the 
stoker and the oil-burning firebox. 


As the firing and ashpit doors of a grate- 
equipped boiler are used regularly, it is 
important to make certain that they 
are kept tight-closed when the oilburner 
is used. With the doors on the front of the 
boiler even only slightly open, much of 
the fueloil burned is wasted because of 
low COz caused by air entering the doors. 








Check these benefits: 


1. Absorbs condensation—keeps entire 
system water-free 


2. Dissolves gums and sludges 


3. Eliminates storage tank cleanings 
and pump-outs 


4. Keeps lines clear, prevents clogging 
and congealing 


5. Insures quicker starting 


6. Lessens oil baking on atomizers. 
Fewer burner changes 


KLEEN-FLO cuts service work, reduces call 
backs, keeps customers satisfied — which 
means increased fuel oil sales for you. Try 
KLEEN-FLO today on one of your tough serv- 


ice calls and see the difference. 


COMBUSTION UTILITIES CORPORATION 


NEW YORK 18, N. Y. 


1451 BROADWAY 
* 


Canadian Division 


1253 McGill College Ave., Montreal 2 


e 
New England Distributor 


ALLIED APPLIANCE COMPANY 
Boston 16, Mass. 


111 Berkeley Street 
e 
West Coast Distributor 


DIAMOND OIL CoO., INC. 


550 Bauchet St., Los Angeles 54, Calif. 
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Out-of-Oil Nuisances 


“For several years, I could not do much 
about a certain fueloil customer who kept 
running out of oil often, sometimes twice 
a month,” relates an oil distributor. “He 
gaily but emphatically refused to let me 
use my degree-day system for preventing 
run-outs, explaining he preferred to watch 
his tank gauge and would never run out 
of oil again. Just as gaily, he would call 
me up at 3 A.M. and make me send a 
truck 18 miles because he was out of oil 
again. 


KLEEN-FLO 
FOR SUMMER 
CLEAN-UP JOBS 








7. Reduces carbon and soot 
8. Improves combustion 


9. Gives cleaner firing, faster heating 


10. Increases furnace and boiler ca- 
pacity 


11. Eliminates oil odors, smoky chim- 
neys, puffs 


12. Protects refractory brick work 








“I settled the thing finally, last fall, 
by installing a regular low water cut-out 
with two switches, A few inches below the 
bottom of the inside 275-gallon tank, this 
cut-out stops the burner, when the oil 
gets low, before the fuel unit air-binds. 
It also turns on a bright signal light in 





Ending Out-of-Oil Calls 







New 
Tank 






Fueloil 


Float Control 
wired to 

burner and 
1 signal light 













the hall where the occupants of the house 
can’t fail to see it, thus warns of running 
out of oil even before the house starts to 
chill. 

“After installing this rigging, I left two 
five-gallon cans of fueloil in the garage 
and two more in the boiler room. Then 
I waited. Sure enough, within three 
months he ran out of oil again and called 
me up, this time late on a Saturday after- 
noon. Very gaily, I told him to pour ten 
gallons of fueloil from the cans in the 
boiler room into his oil tank. He didn’t 
believe me when I said this would start 
his burner, but in ten minutes he tele- 
phoned again to say the burner had started 
after he had given the tank only about 
half a gallon of the oil. In a very jolly tone 
I told him my truck would arrive in two 
days, on Monday, and that meantime he 
could use the other cans of oil in his 
garage if he had to. He laughed and told 
me to make certain oil was delivered on 
Monday. Since then, not once have I 
rushed out an oil truck on a long expen’ 
sive trip just because this customer ran 
out of oil and needed 250 gallons. 

“Why couldn’t I do anything with the 
customer in the first place? He’s my father’ 
in-law.” 

The oil company owner now knows, 
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incidentally, that he can obtain an easily- 
installed “cut-off oil gauge” for a 275-gal- 
lon tank. This is a combination tank 
gauge and float control designed to stop 
an oilburner automatically, before it air- 
binds, when the supply of oil in the tank 
becomes low. 


Proper Use of Pigtails 


A “pigtail” or other device which pro- 
vides a water-seal is used on a steam boil- 
er to prevent live steam from overheating 
a pressure gauge which has no built-in 
water-seal device. Electric pressure con- 
trols should be protected by a “pigtail” or 
equivalent device, to prevent the bellows, 
diaphragms, or Bourdon tubes in them 





PRESSURE 
CONTROL 








from becoming steam-filled and acting as 
miniature radiators, overheating the con- 


trols. At least one control manufacturer 
says it is dead-wrong to fail to protect a 
pressure control from live steam, and 
won't make good at no charge on new 
controls which were damaged by steam. 

If you use a tee to connect a pressure 
gauge and a pressure control to one open- 
ing in the top or side of a steam boiler, you 
can use one “pigtail” or other water-seal 
device under the tee, as the diagram 
shows, to protect both the gauge and the 
control from live steam. Avoid the com- 
mon error of protecting the gauge from 
live steam but failing to protect the pres- 
sure control. It is good service practice to 
make corrections when you find yourself 
on an old installation which has a steam- 
filled, unprotected pressure control. 





SILENT-FLAM 





OIL 





MODEL "M" 






MODEL "F" 


807 ZEREGA AVENUE 


LA 






OFTEN IMITATED 


BUT 


NEVER DUPLICATED 


Silent-Flame Oil Burners are the product of 
over 30 years of oil heating experience. 
Models from | gallon-per-hour to 


20 gallons-per-hour. 


Standard Equipment. Precision Built. 


A limited number of Agencies available in key 
locations for domestic and foreign territories. 
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Not Stack Control Trouble 


Because a burner stopped “on safety” 
every so often, a service man installed a 
new stack control. The same trouble con- 
tinued. Finally, the real cause of it was 
found to be a leaky shut-off valve in the 
fuel unit. Oil dripped from the nozzle 
when the burner was idle, ran along the 
bottom of the gun tube to the firebox, and 
soaked the firebox floor. The burner would 
start and operate properly for a few min- 
utes, then the fire size would increase as 
the heat from the flame vaporized the oil 
in the firebox. Next, the fire size dropped 
back to normal because the oil had been 
driven from the firebrick, and the stack 
temperature dropped, causing the same 
action in the stack control as would be 
caused by the fire’s going out. The stack 
control “thought” the fire had gone out. 
It was not of the re-cycling type which 
re-starts a burner after stopping it because 
of a drop in stack temperature, therefore 
the stack control turned off the burner 
and kept it off so that re-setting of the 
safety button was necessary. The trouble 
was difficult to put a finger on, reports 


the man who finally found it, because the 
shut-off valve leaked but slightly and per- 
haps leaked only once in a while. The 
installation had an exceptionally small 
nozzle and used No. 1 oil, and there was 
no carbon in the bottom of the gun tube. 
The burner stopped “on safety” only 
three or four times last winter, and al- 
ways seemed to operate properly when 
checked by a service man. 


Adjusting the Air Damper 


We've said it before, but since questions 
about it keep coming in, we'll say it again: 
The proper adjustment for the air damper 
of a gun type burner is made by closing 
the damper so far that closing it farther 
will cause the troubles of insufficient air— 
that is, smoke and soot. 

Arriving at the proper air adjustment 
calls for experience servicing burners or 
for several trips back to the installation 
to inspect the flues for soot and to ob- 
serve cold starts. It helps to start a burner 
with the firebox cold, then run outdoors to 
see if visible smoke is coming from the 
chimney. Uusually there should be no 
smoke or barely a trace of smoke. 


These two principles apply whether you 
use combustion testing instruments or not. 
First, it’s not practical to leave a burner 
adjusted for so little air that it gives 
smoke and soot trouble. Second. fuel is 
wasted by steering clear of these troubles 
by a margin so wide as to be ridiculous. 


Of course, combustion testing instru- 
ments must be used to arrive at the best 
results. A COs tester is used to find out 
how efficiently a burner operates with the 
air damper adjusted properly. With the 
flame on the verge of giving smoke and 
soot trouble, the COz reading may be 4% 
or 13% or anything in between, depend- 
ing on the design of the burner, excellence 
of the nozzle, design and construction of 
the firebox, and scores of additional fac- 
tors. Where low COsz is the cause of high 
oil consumption, very seldom can things 
be made right simply by shutting off 
blower air so that readings of 10% to 
12% COs are obtained. Wasteful instal- 
lations generally have defects which cause 
them to give smoke and soot when efforts 
are made to decrease the amount of blow: 
er air and obtain satisfactorily high CO, 
readings. 











7 “midget that docs a whale ofa two-way eating job/ 
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Builders of fine Oil Burner Equipment since 1903 


“onmece ECONOLUX 





This amazing “midget” is making lots of new friends among both users and 
sellers. In spite of its compactness (it’s only 24”x60” in size) it generates 150,000 
B.T.U.: output total . . . all the heat a good sized home in a cold country can use— 
and from a separate, outer-jacket compartment, it supplies automatic, day-and- 


night hot water as well. 


Homeowners are delighted with its capacity...and amazed at its low fuel- 
consumption and efficiency. If you need an automatic heating-and-hot-water unit 
for domestic use... you ought to check up on the performance and the cost of 


this new Econolux. 


It’s easy to sell. And easy to install. It comes to you all “packaged” and ready to 
hook up to water, power and flue lines. When you install an Econolux you make 
a good profit ... and you’re apt to make a good friend. 


S. T. JOHNSON CO. 


940 Arlington Ave., Oakland 8, Calif. 
401 No. Broad St., Philadelphia 8, Pa. 
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in: been drilled in the wheel. 
urner} ‘In this part of the country we are for L CO 
gives | troubled with salt air and dampness in Reason for Low " 
uel is | basements,” writes a service expert from According to one engineer with years 
ubles | Asbury Park, N. J., “and the oilburner of experience at making combustion tests 
tlous, | motor shafts corrode, making it almost im- of actual installations, persistency in try- 
istru- | possible to remove blower wheels with- ing to arrive at exactly the proper nozzle 
» best | out damaging them. I’ve been seeing to it for an installation is one of the big things 
d out | that the burners I install and service don’t needed to arrive at COz readings of 10% 
h the 4 get into this trouble, for I cut a suitably to 12% from pressure burners. Recently 
h the | deep slot in the hub of the blower wheel this engineer tried 13 nozzles on a certain 
> and | With a hacksaw. When the wheel seems installation before obtaining the results he 
e 4% fast-frozen to the motor shaft at any later desired. While this is not likely to occur 
pend- time when it must be removed for any rea- with the best makes of nozzles, he de- ~ 
ence | son; I simply drive a wedge into the slot. clares, sometimes two nozzles which have 
on of } Zhis spreads the hub, and the blower identical markings for gph rate and spray 
+ faa wheel comes off with no forcing.” angle give widely different results when 
high The upper part of the accompanying tried in an oilburner. He suggests that 
hings illustration shows the slot. Judgment must service men-check on this for themselves 
g off be used in making it deep enough to be by trying out, on any convenient installa- 
% to useful, but not unnecessarily deep. tion, three or four nozzles which are 
al The lower part of the illustration shows to the hub of the wheel as the diagram marked the same and which should give 
ana another idea for removing blower wheels. shows. Run two screws into the holes. identical performance. 
esi Used in at least one oilburner, this idea Pressing against the end of the motor, the ee ee ee 
blow helps a service man who finds he must screws help remove the blower wheel . 
Co, | move @ wheel which already is stubborn without damage. If the blower wheel can- Service men who try it on a few dozen 
*| about coming off the motor shaft. Drill not be tapped because it is too thin at the boilers usually agree that there’s some- 
and tap two fairly large screw holes close _ screw hole locations or no tap is available, thing to the idea of applying a “snatch 
—, 


Removing Blower Wheels 








try slipping nuts under holes which have 





IT’S HERE! 





FOR THE FIRST TIME 


WITH THE PATENTED SHELL 
DEVELOPMENT CO. COMBUSTION HEAD 


The TRU-HEET OIL BURNER 


Mfgrs. of Fine Oil Burners Since 1928 


CO. AS HIGH AS 15% WITH NO SMOKE 


FUEL SAVINGS AS HIGH AS 30% OVER CON- 
VENTIONAL GUN TYPE BURNERS 


H ’ >< FIRST TO PASS UNDERWRITER'S—LABORATO- 
i 2 RIES AND U. S. GOV'T. COMMERCIAL STAND- 


_ ARD CS-75-42 
a OIL RATES WITH SINGLE ADJUSTMENT—FROM 
0.75 TO 2.00 G.P.H. 
uel- MANY OTHER FEATURES NOT FOUND IN OTHER 
_ BURNERS 
to 
If you are really interested in this high class and efficient 
— ) oil burner, then get your dealer's franchise early. 
Model DL-S DIRECT YOUR INQUIRIES TO 
:, iceiemaneauriions TRU-HEET COMPANY 
15 G.P.H. 542 MILLER AVE. 
TRENTON, NEW JERSEY 
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test” to a flue door. Usually the firing 
door is used for such a test, the idea being 
to have the burner run normally for a few 
minutes with the door closed, then open 
the door quickly and take a quick look 
at the flame to find out if it is bright or 
smoky. Speed in opening the door and 
taking the look is necessary because the 
flame is changed quickly after the door is 
opened; excess air sucked into the door 
by the chimney draft brightens the flame 
and in a moment eliminates the chance of 
finding out if with the door closed there 
was smoke over the flame. 


Using the same “snatch test” on a flue 
clean-out door is better on many installa- 
tions than applying the test to the firing 
door or flame observation door, since air 
that enters the flue door cannot reach the 
flame. On opening the flue door, look for 
red-hot gases and smoke travelling up to 
the flue passages through the crownsheet 
uptakes. Frequently it helps to light up 
the flues using a trouble light or flashlight. 
This shows any smoke in dark flues, not 
lighted by fire in the boiler or furnace. 
Although flue doors need not be “snatch- 
tested” as speedily as firing doors, the fires 
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should not be judged while they remain 
open for some time, since opening the 
doors reduces the over-fire draft hence 
changes the flames. 


Flame Sound Mufflers 


Pipe nipples packed with rock wool 
and built into the front walls of fireboxes 
have served very effectively as flame sound 
mufflers for gun type burner installations. 
If there is flame panting or trembling with 
the flame observation door tight-closed 
but not with the door held slightly open, 
applying this idea probably will end the 
trouble. Similarly, if there is bad starting 
or stopping pulsation, or both, with the 
firing door closed but not with the door 
open a bit, installing the nipples in the 
firebox ends the trouble. For small jobs, 
fired up to about 2.0 gph, use 114” pipe 
nipples; for higher firing rates use pro- 
portionately larger nipples. Don’t pack 
the rock wool into the nipples too tightly, 
as air must seep through it. To keep it in 
place, drill a few holes in the pipe nipple, 
then run heavy wire through the holes and 


Avubox Mupplr 
arrange the wire to hold in position some 
screening which in turn holds the rock 
wool in place. On hard-fired installations, 
place the rock wool only in the cool end 
of the tube where it will not be over 
heated. 

The smokepipe muffler has been used to 
end starting and stopping pulsation and 
to reduce or eliminate slamming of draft 
regulators. If holding a swinging-<lisc 
draft regulator wide open tends to elimi 
nate vibration and makes for easier start 
ing and stopping, it is worthwhile to try 
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Extremely durable cast-iron frame assures 
ccurate alignment of bearings. 


I. 

a 

2. Motor constantly cooled by correctly de- 
signed fan and air passages. 

3. Permeability improved by carefully rean- 
nealing stator laminations. 


4. Insulated windings are trouble-free. 

>. Well designed starting switch is long-lived, 
quiet and positive of operation. 

6. Heavy base cast integral provides strong, 
flat mounting surface. 

7. Rugged cast end cover has drip- proof 
opening at bottom for ventilation. 

8. Large oil reservoirs, packed with wool yarn, 
provide clean, reliable lubrication. Outer oil 
and dust seal prevents oil leakage 

9. Manganese alloy steel shaft has high-- 
tensile strength. 

10. Superior diamond bored sleeve bearings. 


vw QHIO ELECTRIC MFG. 


Chester Bland, Pres. 
5912 Maurice Ave. & Cleveland 4, Ohio 
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A FULL LINE 

OF AUTOMATIC 

HEATING SYSTEMS 

AND HOME WATER 
EQUIPMENT... 


With Wayne “installed’’ home equip- 
ment you build a sound busfness that 
defies small scale competition. Wayne 
builds basic home equipment required 
for modern. homes—not luxury items. As 
long as people live in houses there's 
demand for “installed” home equipment 


Wayne has a complete line for you. 


DEEP WELL WATER SYSTEM 


ADVANTAGES OF FULL LINE 

RELATED EQUIPMENT OFFER 
= =) PROFITABLE MERCHANDISING 
WATER a, 7 ADVANTAGES 


Syarem With Wayne Home Equipment, related 


sales follow naturally. Wayne provides national advertising, newspagfer service, 
direct mail, store and window display, and printed sales helps for dealers Selling 


Wayne Home Equipment means more NET profit to full line Wayne dealers. 
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Sold Only By Franchised Wholesalers & Dealers 
UNDER THE WAYNE PARTNERSHIP PLAN 


Write for Details of The Partnership, Plan 
Are You Ready For A Buyers’ Market? 


THE WAYNE HOME EQUIPMENT CO., INC. 
FORT WAYNE, INDIANA 
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installing a smokepipe muffler. Simply in- 
stall a tee in the smokepipe or replace a 
smokepipe elbow with a tee, and in the 
tee install a length of smokepipe full of 
loosely-packed rock wool. Screening at 
each end of the rock wool packing holds 
it in place. At the open end of the smoke- 
pipe, install a cap into which a large hole 





has been cut. Use screening over the hole. 
For maximum quietness, use two inches 
of insulating material on the entire smoke- 


pipe. 
Radiator Cabinets 


Fitting old free-standing cast-iron radi- 
ators with handsome cabinets improves 
the appearance of a room greatly. How- 
ever, unless the cabinets are well-designed, 
their use may create heating problems. A 
home owner designed his own radiator 
cabinets last winter, then had them built 
by a local cabinet maker. The oilburner 
man who answered the resultant service 
call declares that he never saw better- 
looking or more expensive radiator en- 
closures. But the radiators were enclosed 
all too well, causing the burner to run and 
run, keeping steam pressure on the boiler 
all day but failing to heat the rooms with 
the improved radiators to 70°. Taking the 
service man’s advice, the owner removed 
the radiator cabinets and is having one 
made into a radio cabinet and the others 
changed into bookcases. The concealed 
radiators recommended by the service 
man have been ordered. 


























Wodels Avatable 
GALLONS | BOILER | SQUARE FEET 
PER HOUR H.P. | STEAM RAD. 
MINIMUM 2 6 800 1435 W. 
MAXIMUM 165 500 64,000 
128 





HORIZONTAL 


OIL BURNERS 


FOR PERFECT HEAVY OIL BURNING 
UNDER ALL OPERATING CONDITIONS 


15th Street ° 


Custom Engineered Ot Burning Systeme Stnce 1931 


Test the Safety 


Don’t fail to test the operation of the 
safety device in the oilburner panel of 
every newly started installation. To do 
this where a stack-mounted oilburner con- 
trol panel is used, simply remove the con- 
trol from the smokepipe with the burner 
idle, start the burner while you look at 
your watch to find out how long it will 
run, and make sure that it “goes off on 
safety” in about 90 seconds. With the 
heat-responsive element of the control 
panel removed from the smokepipe it can- 
not feel the heat from the flame. It 
“thinks” the burner is running without a 
flame, therefore it should lock the burner 
“off on safety” promptly. 


© 


Henry C. L. Johnson has assumed the 
duties of advertising manager, Rheem 
Mfg. Co., replacing Carlton A. Johan- 
son, who resigned to open his own public 
relations office in San Francisco. Mr. John- 
son, who will make his headquarters in 
Rheem’s New York office, was associated 
with Sylvania Electric Products, Inc. for 
ten years. 





ROTARY 








ACE ENGINEERING CO. 


Chicago, Illinois 
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Central Steam Plant 


f the Asks Permission To Quit 
| ‘ THE WYNNEFIELD STEAM Heat Co., serv- 
9 ©° F ing a neighborhood of 350 homes in Phila- 
con’ § delphia, has asked the Pennsylvania Pub- 
con’ F lic Utility Commission for permission to 
) discontinue operation before the next 
a heating season, claiming that it had net 
losses of $79,901.88 in 1946 in spite of 
©" F high rates being charged to homeowners 
| the za j 
and that it sees no prospect for financial 
ely improvement. Rates are $2.66 and $1.10 
can : 
; for metered and excess consumption. 
i? The homeowners are fighting the ac- 
sexi 7 tion. The local gas utility has testified 
ner ¥ at the hearings that it cannot take on 
any of the houses for heating during next 
season, nor would it state when it believed 
it could take any of them. 

1 the ; ' 

Heads of prominent oilheating com- 
heem , ' 
h panies, however, have told the Commis- 
ant sion that they can, individually, handle 
ublic 

the whole undertaking of converting all 
lohn- sede 

~ — of the homes to oilfiring. 
rs in 
iated } 

. for 


Indirect Heater imposes 


_ No Boiler Load, IBR Finds 


that could be drawn off at any one time. 

In order to evaluate the effectiveness of 
the insulation on the pipes connecting the 
water storage tank and heater in the boil- 
er, tests were made with and without in- 
sulation on the pipes. 

With an average temperature of 150° 
F. maintained in the storage tank, under 
conditions of summer operation, 3.2 lbs. 
of oil per day were used in supplying 75 
gallons of hot water, the tests revealed. 
The rate was less in winter. Without in- 
sulation on the pipes, however, the fuel 
consumption was greater. 


The maximum water heating load on 
the boiler for 75 gallons service draw-off 
was only about 4,700 Btus per hour or 
about 65% of the water heating allowance 
usually made in boiler selections. 

Insulating the pipes between the stor- 
age tank and heater resulted in an increase 
of about 3° F. in the temperature of the 
water of the tank. 

The fact that with a maximum wate 
temperature of 150° F., 55% of the tank’s 
capacity (16!4, gallons) could be drawn- 
off at one time before the temperature 
of the water at the hot water supply out- 





~_ MONARCH 


~BURNER ACCESSORIES 


AIR CONES AND STABILIZERS 


(ALL SIZES IN STOCK) 






INDIRECT WATER HEATERS impose so lit- 
tle load on heating boilers that it is not | 
necessary to make any allowance for them | 
in selecting the boiler, tests have shown | 
at the I-B-R Research Home at the Uni- 

versity of Illinois. 
The tests were conducted by the Engi- 
; neering Experiment Station of the Uni- | 
versity of Illinois to determine the operat- 


A new air cone-stabilizer combination is now 
available for 374” I.D. air tube and several 
more sizes will be announced shortly. 








Monarch combinations have been 

used as original equipment by burn- 
er manufacturers for many years 

and dealers have used thousands 









Atomizing of them to make old burners 
Nozzles more efficient. Eliminate Replacement 
- guesswork—Use this tried Valves 






and tested equipment and 


Monarch Nozzles are 
be sure of results. 





Monarch piston 


ing characteristics of an indirect storage- 
type water heater located in a house heat- 
ing boiler and connected to a horizontal, 
insulated, 30-gallon hot water storage 
tank. 

The objects of the investigation were: 
(1) To determine at various boiler water 
temperatures, how much of the daily fuel 


preferred because: 


1. Capacities: and spray 
characteristics are uni- 
| form. Each nozzle is 
| individually tested and 
| checked for capacity 
against the flow of a cali- 
| brated master sample. Ca- 
pacity tolerances are as low 
| as plus or minus 234%. 

2. Standard nozzles will fire 
most gun oe high pressure 
burners satisfactorily, but spe- 
cial series are also available for 
burners requiring specified spray 
characteristics. 





Now 





available for 
314”, 37 a”, 4”, 414", 

434”, 6” and 8” I.D. 
air tubes. 






type pressure reg- 
ulating and cut-off 
valves are available 
in several models to 
suit most replace- 
ment needs. G-49 
valves can be mounted 
in any position and pis- 
ton will not jam from 
dirt. Contain no bel- 
lows or diaphragm to 
break or corrode. 
















consumption could be charged to the heat 
losses from the boiler, the heat losses from 
the storage tank and piping, and actual 
heating of the various quantities of water. 
(2) To determine the relation between 
the temperature of the water in the stor- 
age tank and the temperature of the water 
in the boiler. (3) To determine the rate 
of heating water and the maximum water 
heating load on the boiler. (4) To deter- 
mine the maximum quantities of water, at 
a temperature above a specified minimum, 
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Write for Catalog D 


MONARCH MFG. WORKS, INC. 


EAST WESTMORELAND AND SALMON STS. 
PENNA. 
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let dropped to 125° was also brought out 
by the test. 

The boiler consists of three four-inch 
cast-iron sections insulated on all sides by 
a one-inch mineral wool blanket and com- 
pletely enclosed with an enameled sheet 
metal jacket. All cracks around the base 
of the boiler and between sections were 
sealed with asbestos cement. 

The oilburner was of the pressure- 
atomizing, conversion type, and the refrac- 
tory combustion chamber was 11 inches 
wide by 12 inches long by 12 inches 
high inside dimensions. Since the combus- 
tion chamber was installed in a dry bot- 


Globe 


““DEPENDABLE | 
CONTROLS”’ 


tom boiler, it rested directly upon the 
basement floor. 

The indirect water heater was of the 
trombone type consisting of three 34 inch 
copper U tubes extending into the boiler 
a distance of 21 inches. The water heater 
was located in the back section of the 
boiler, approximately 31 inches above the 
bottom of the water leg and 4 inches 
above the low-limit control. 

Complete data, statistics, and graphs on 
the experiment are compiled in the Uni- 
versity of Illinois Engineering Experiment 
Station Bulletin No. 366. The bulletin is 
entitled “Performance of an Indirect Stor- 


———— —<$<$—<—<—<———) 





MERCURY TUBE CONTROLS to | 
REGULATE BOILER WATER LEVEL— | 


Globe Low Water Cut-Offs are known to the trade | 
for DEPENDABILITY — DURABILITY — ECONOMY. | 


@ A Built-In Type for modern boilers with 2'/2-inch tapping for 
low water cut-off. 


@ Provided with 21/2-inch internal pipe thread designed to per- 
form perfectly when installed with variable length nipple from 
close to 6-inch extension. 


@ The large sediment chamber which contains the float mechanism 
is outside the boiler and can be easily flushed. 


cbdB 


€ 
CONTROL 
REG.US, 
PAT. OFF 


4, ) 
6) 
Yanks 

MODEL BP-S-10 
LOW WATER CUT-OFF | 
FOR dP 
GAUGE GLASS 


MOUNTING 
WRITE TODAY 


FOR FURTHER INFORMATION 


Territories Available 


Exclusively Distributed by 


WINSTON COMPANY | 
359 AVON AVE. + NEWARK 8,N. J. + Blgelow 3-8781 | 





age Type of Hot-Water Heater” by 
Alonzo P. Kratz and Warren S. Harris, 
and is priced at 50 cents. 


¥ 


Malcolm F. Mackenzie has been put in 
charge of directing the sales of blowers 
and humidifiers 
for Viking 
Air Conditioning 
Corp., Cleveland 
2, Ohio, in Michi- 
gan, Wisconsin, 
Minnesota, and 
the northern por- 
tions of Indiana, 
Illinois and Iowa. 
He has been operating as Viking’s Michi- 
gan representative. In his new capacity, 
Mr. Mackenzie will ‘contact and service 
dealers and distributors in his area, and 
also will cooperate with manufacturers in 
the development of new products utilizing 
blowers and humidifiers. 





Sidney Mayer, manager of the Balti- 
more branch, Boiler Div., Burnham Corp., 
Irvington, N. Y., died recently. He was 
well-known in the Baltimore territory, 
having devoted more than twenty-seven 
years of service to the heating trade in 
that area. 


Bruce F. Olson, manager, Pump Div., 
Sundstrand Machine Tool Co., Rockford, 
Ill., has been elected a member of the 
Board of Directors and named vice presi 
dent of the company. During his ten years’ 
association with Sundstrand, he has served 
in various capacities including factory 
manager. He returned to the company 
last year after serving in the Navy. 


C. H. Sundell has been appointed resi- 
dent manager at Washington, D. C., for 
Bell & Gossett Co., by Ralph A. Patter’ 
son, general sales manager. E. P. Linder’ 
gren will handle the B&G industrial line 
out of headquarters at Milwaukee, and 
E. M. Clary is the new sales representa: 
tive for Georgia and Alabama with head- 
quarters at Atlanta. 


Sydney Anderson, Jr. has been ap- 
pointed staff assistant to general sales man’ 
ager, Airtemp Div., Chrysler Corp., Day 
ton 1, Ohio. He will have charge of Bos 
ton, New York, Syracuse, Philadelphia 
and Washington regions. A. M. Suit suc’ 
ceeds Mr. Anderson as regional manager 
in Washington, D. C., region. 
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(Continued from page 106) 


or whether it will license concerns, with 
whom negotiations have been under way 
for manufacturing and distributing agree- 
ments. Also to be examined is the present 
status of outlets who had been Petro dis- 
tributors before the war. 

The company pointed out that even 
though it is making progress toward sat- 
isfying domestic demand, additional Eu- 
ropean demand cannot be met because of 
materials shortages and that these short- 
ages are likely to hamper production for 
amajor part of the next year. 


Master Kraft Expands 

Plant Facilities 
A NEW FACTORY ADDITION to increase man- 
ufacturing space by one-third is under 
construction by Harvey-Whipple, Inc., 





Springfield, Mass., 


manufacturers of 
Master Kraft oilheating equipment. The 


plant is scheduled to begin production in 
late October of this year, barring delays 
due to building material shortages. 

The addition will occupy one-half a 
city block, is of concrete and brick con- 
struction with a steel framework. Moving 
link-belt production lines are designed for 
mass production of a new line of boiler 
and warm air packaged units, orders for 
which already are on hand. 


Milk Bottles Used to Explain 


Perfection Heat Distribution 
THE STORY OF SUPERFEX “Homogen-Air” 
furnace units, made by Perfection Stove 
Co., Cleveland, Ohio, is explained in new 
literature by comparing ordinary and 
homogenized milk. Pointing out how the 
cream lies near the top of the bottle in 
ordinary milk, with the thin milk below, 
the analogy is carried further by com- 
Paring this condition with rooms heated 
Where the hot air rises to the top of the 
toom, leaving a chilled area near the floor. 
On the other hand, homogenized milk 
With its evenly distributed cream through- 
out the bottle, is likened to a Superfex 
installation where the heat is equally dis- 
tributed from ceiling to floor, made possi- 


ble by a three-stage burner and a two- 
speed blower. 

In the next few months dealers will 
feature displays showing bottles of ordi- 
nary and homogenized milk. 


New Quaker Distributors 

SIX NEW OUTLETS to distribute the oil- 
fired space heater line, made by Quaker 
Mfg. Co., Chicago, IIl., have been an- 
nounced by O. J. Long, sales manager. 

They are: Dale-New Jersey, Inc., New- 
ark 4, N. J.; American Sales & Distribu- 
tors, Inc., Columbus 8, Ohio; General Ap- 


pliance Co., Omaha 8, Neb.; Graybar 
Electric Co., Dallas 2, Texas; Graybar 
Electric Co., New Orleans 10, La.; E. H. 
Krohn & Co., El Paso, Texas. 


Coleman Dealer Clinics 
SHAW DISTRIBUTING CO., Charlotte, N. C., 
has completed a series of six installation 
and service clinics on Coleman oilheating 
equipment with retail dealers. The 
Clinics, conducted by Lloyd McIninch of 
the Coleman engineering department, 
Wichita, Kan., were held in Charlotte, 
Greensborec, Winston-Salem, and Lum- 
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bert in North Carolina, also Columbia 
and Greenville in South Carolina, for over 
three hundred dealers and their installa- 
tion men. 

Arrangements were handled by J. L. 
Rudisill, assisted by E. E. Funderburk, 
salesman, and M. L. Richey, Service engi- 
neer for Shaw. 


Bacharach Manual Shows 


Warm Air Service Hints 


PROVED PRACTICES in Installing and Serv- 
icing Warm Air Winter Air Condition- 
ing Systems is the title of Bulletin 728 of 
the Bachrach Industrial Instrument Co., 


Pittsburgh 8, Pa., which describes the use 
of the Tempscribe recording instrument 
in warm air service work. Four phases of 
the balancing operation to provide maxi- 
mum comfort are described: Setting fir- 
ing rate, adjusting blower for longest op- 
eration, maintaining register air tempera- 
ture in the comfort range, and locating the 
thermostat. 

The bulletin is generously illustrated. 
Suggestions for service are based on the 
code and manual of the National Warm 
Air Heating & Air Conditioning Associa- 
tion. Copies are obtainable from the com- 
pany at Pittsburgh. 
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fittings, boilers, etc. 


brick. 


exposed to heat. 





Chicago 4, Ill. 
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You Pay No Premium 


for R&I Extra Quality 


Today, industry is more conscious than ever before 
of the need of quality products. This explains the 
growing trend toward R&I products such as: 


R&I Combustion Chamber, a precast chamber. 


R&I Stic-tite Insulating Cement for covering tanks, 
R&I #3000 Refractory Cement for bonding fire- 


R&I Insul-Fil Granulated Rockwool for insulating 
in back of combustion chamber. 


R&I Black Furnace cement for sealing metal parts 


R&I products make a fast friend of every one who 
tries them. Ask your supply house. 


Write us for Bulletin OB-98. 


Refractory & Insulation Corp. 
114 Wall Street, New York 5, N. Y. 


Philadelphia 3, Pa. 


OOOO OPRO PLAID 
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Newark 2, N. J. 











Underwriters Pass Tru-Heet 


Burner Fitted with Shell Head 


TRU-HEET CO., Trenton, N. J., announces 
what is believed to be the first conversion 
burner, equipped with the Shell combus- 
tion head, to be passed by Underwriters 
Laboratories and which also conforms to 
Commercial Standard CS-75-42. 

After a delay caused by the war, Tru- 
Heet in 1945 began the scroll work of air 
housings to afford a range of proper air 
delivery for the combustion head, which 
it is incorporating into its burner under 
license by Shell Development Co., Sewar- 
ren, N. J. At present the burner is 
equipped with a spring-actuated solenoid 
valve on the nozzle line, but it is revealed 
that this will be replaced shortly by an 
electric dumping valve built in the fuel 
unit. 


Char-Gale Offering 
Aluminum Duct Work 


CHAR-GALE MFG. CO., Minneapolis, Minn., 
anounces it is in production of aluminum 
prefabricated ducts and fittings, having 
completed the switch from wartime manu- 
facture of fighter wings and transport 
fuselages. Research engineers of the com- 
pany worked with staffs of a group of 
midwestern universities and development 
experts of the aluminum industry to de- 
velop the successful and satisfactory ap- 
plication of aluminum to duct work. 
Aluminum’s properties of being corrosion 
resistant, light and rugged make it suited 
ideally for this use. 


Dole Names Salesmen 


J. F. LUND, sales manager, Plumbing @ 
Heating Div., Dole Valve Co., Chicago 
12, Ill, announces the appointment of 
Leffel Co., Kansas City, Mo.; J. S. Black- 
more, Tucson, Ariz.; E. M. Clary, At 
lanta, Ga.; J. B. Lammons, Memphis, 
Tenn. as salesmen to represent the com: 


pany. 


Harvey Buys Building 

In West Philadelphia 
A TWO STORY MODERN garage building at 
715 South 50th St., Philadelphia 43, Pa., 
has been purchased by Sid Harvey of Pa. 
This property provides more than double 
the space now occupied on 57th Street, 
which was damaged by fire in March. 
Alterations to accommodate a stock of 
oilburner repair parts are under way ind 
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the branch will be open for business at 
the new address about July 1. 

The 57th Street branch will continue to 
operate until the new branch opens and 
a separate branch at 520 West Lindley 
Avenue will function for the conveni- 
ence of customers in northern Philadel- 
phia. 


National Supply Sponsors 

Educational Campaign 
A CAMPAIGN, featuring monthly adver- 
tisements in the Wall Street Journal, is 
designed to portray a clear picture of 
petroleum’s contribution to modern civil- 
ization. National Supply Co., Toledo 1, 
Ohio, producers of oil field machinery 
and equipment, sponsors the messages, 
which have been featuring petroleum and 
its products as “man’s most useful and 
versatile resource.” 


A. P. Green Reorganizes 
Management Control 
REORGANIZATION OF MANAGEMENT CON- 
TROL of A. P. Green Fire Brick Co., Mex- 
ico, Mo., divides the company into six 
major divisions. Herbert B. Plunkett be- 
comes director of the sales division which 
includes both domestic and export opera- 


tions; Arthur D. Bond will be director of 
afhliate and subsidiary companies; Lester 
J. Miller is director of manufacturing; 
Neal S. Wood, director of procurement 
and properties; D. H. Kreutzer, director 
of finance and Walter G. Staley, director 
of industrial relations. 

All six men in this new alignment are 
vice presidents and members of Green’s 
board of directors. 


U. S. Rad. Reelects 


Board of Directors 


STOCKHOLDERS OF United States Radiator 
Corp., Detroit, Mich., at its annual meet- 
ing held in Buffalo on May 1 reelected the 
Board of Directors and added to the 
Board Walter D. Binger, vice president, 
City Investing Co., New York. 
Stockholders approved also the pro- 
posed sale of 71,429 shares of common 
stock at $14 a share to a private invest- 
ment group for investment purposes only. 


Honeywell Expands Houston 
Office ; Register in Production 


INCREASED DEMAND for heating, air con- 
ditioning and industrial controls have 
prompted Minneapolis-Honeywell Regu- 


lator Co., Minneapolis, Minn., to move 
its Houston, Texas office to a new location 
at 2123 Travis St. to house the enlarged 
sales and service staff. 

L. J. Krause, sales manager register di- 
vision, reveals that it is now being pro- 
duced in volume and that several hundred 
thousand of the new registers are sched- 
uled for the current year. Developed dur- 
ing the war, the register combines features 
of an air distribution grille, volume ad- 
justment and stackhead turning vanes. 


Hess Buys New Plant 
ACQUISITION of a new plant at 1855 South 


54th St., Cicero, Ill., has been announced 
by Hess Warming & Ventilating Co., 
Chicago, Ill. The plant is fully equipped 
and in operating order, and it is expected 
to triple production with installation of 
specialized equipment in the single story 
plant. 

Included in the line of this pioneer com- 
pany, established in 1873, are oilfired fur- 
nace units. ; 


H. B. Smith Sales School 


INAUGURATING A SERIES of sales schools, 
sponsored by H. B. Smith Co., Westfield, 
Mass., principals of various western New 










Over a third of a Century 
FAITHFUL PERFORMANCE 






KRESKY offers future 
profits to DEALERS 


A pioneer among oil burners Kresky finds such 
an unprecedented demand today that we are 
forced to limit shipments to old established 
dealers. Nevertheless new franchises are being 
granted now to farsighted dealers who see in 
Kresky’s present oversold condition the prom- 
ise of future opportunity. * The versatile 
Kresky line isa year round money maker due 
to its wide applications — heating, cooking and 
industrial. It includes Conversion Burners, 
Floor Furnaces, Forced Air Units, Range Burners 


and Water Heaters. Write for Kresky Dealer Plan. 


HEATING e COOKING e HOT WATER e INDUSTRIAL 





Listed by 
Underwriters’ Laboratories, Inc. 
To Burn No. 3 Oil 
{Diesel} or lighter 






KRESKY MANUFACTURING COMPANY 
Pioneers in Oil Burning Equipment Since 1910 
PETALUMA, CALIFORNIA 
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England and eastern New York state 
wholesalers attended the first session at 
the factory. Additions and changes in the 
course suggested by them will be incorpo- 
rated into future sessions to be held for 
wholesalers’ salesmen. 

Classes, limited in size to less than 
twenty men, are to feature intensive tu- 
toring in fundamental facts about Smith 
boilers and their applications. 


Clayton & Lambert Sales 
Exceed Million Dollars 
SALES OF Clayton & Lambert Mfg. Co., 
Louisville 10, Ky., manufacturers of C & 
L Hoffman oilfired water heaters, for the 
first three months of 1947 were “in excess 
of one million dollars,” F. L. Lambert, 
president, reported to stockholders at the 
company’s annual meeting. Profits for the 
period amounted to $162,000. 
A five year stock purchase and incen- 
tive plan for 14,638 shares for 63 key em- 
ployees was approved. 


Announce Reduced Prices 

For Sweeney Water Heaters 
ON APRIL 25, John F. Sweeney, president, 
B. K. Sweeney Mfg. Co., Denver, Colo., 
announced price reductions as high as 7 


per cent on its entire line of Geyser oil- 
burning water heaters. Instructions re- 
garding the reductions were forwarded to 
the company’s twenty-five distributors 
and more than three thousand dealers. 

Mr. Sweeney pointed out that the vol- 
untary move reflects the confidence of his 
company in the market for water heaters 
and is made “in the firm belief that only 
by such actions can inroads be made in 
the steadily rising cost of living.” 


Coleman 1946 Sales 
Reach All-Time High 


THE 47TH ANNUAL STATEMENT, issued by 
Coleman Co., Inc., Wichita 1, Kan., re- 
veals that in 1946 sales rose to an all-time 
high of $17,151,781, which netted a profit 
of $1,744,412. Cash dividends amounted 
to $2.125 a share on preferred stock and 
80 cents a share on common stock. 

The annual statement has been pre- 
pared as an attractive 24-page booklet, 
using diagrams and charts to compare 
last year’s operation with previous years. 
Center spread contains a picture of Cole- 
man products and factory and the back 
section of the report discusses factory op- 
eration and production. 


Anthony M. Kohler, who has been in 
charge of Babcock & Wilcox’s Refrac- 
tories Div. since 
1920 was elected 
a vice president of 
the company by 
its Board of Di- 
rectors on May 1. 
He has been with 
the company since 
1913, started the 
refractories works 
at East Liverpool, Ohio and later was re- 
sponsible for the development and con- 
struction of the Augusta, Ga. works. Since 
1930 he has been general manager of the 
Refractories Div. Alan E. Phin, comp- 
troller for the company, also was elected 
a vice president. 


J. E. Hutchinson has become Canadian 
representative for Automatic Products 
Co., Milwaukee, Wis. He will make his 
headquarters in Brantford, Ontario, and 
will represent the company throughout 
the Dominion, except British Columbia. 
He is widely known in Canada and will 
handle the complete line of A-P refrigera- 
tion valves and oil controls for vaporizing 
burner appliances. 
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“Town Meeting” on Service 
(Continued from page 90) 
stantial operators charge the same rates 
that we do. Their service losses come out 
of oil margins. Some few charge higher 
rates. There are several operators who be- 
lieve that an annual contract should be 
priced at anywhere from $20.00 to 
$25.00. We believe that there is too much 
profit in such a price scale, and we believe, 
too, that properly priced and properly 
merchandised in the public’s interest we 
can gradually build up a higher and 


to the customer. If we make our plans and 
conduct ourselves in the matter of burner 
service as though our interest was truly 
the public’s interest, I believe we can look 
forward to a prosperous future in the oil- 
heating business.” 


Day of Selling Is Here 


Whitney’s share of the discussion re- 
volved around “Burner Service as a Mar- 
keting Opportunity.” His remarks, in 
part, follow: 

The Supreme Court has defined “Good 


Will” as “the disposition of a pleased cus- 





ing its head after a long seller’s market 
sleep. 

What can be more important as a mar- 
keting opportunity than satisfactory low 
cost mechanical oilburner and heating ser- 
vice? Of what use is the best equipment 
on earth if it does not perform in a satis- 
factory and economical manner? 

I would like to get down to cases and 
read a few communications that some of 
our dealers and we, ourselves, have re- 
ceived from various customers which will 
indicate how service can be used as a mar- 








°°” } higher percentage of our customers on the tomer to return to the place where he has keting opportunity and how we fail to use 
ning annual basis, a basis that is fair to the cus- been well treated.” it as a marketing opportunity. 
dhe tomer and fair to the industry. The day of selling is not coming, it is “Dear Sir: 
nie: “So it seems to me that when we think here. Again we are out on the firing line I regret to inform you that I cannot buy 
of the public interest we really think of _ trying to make sales. A year agothere was your oil any longer. 
our own interest, too. It is hard to sepa- a frantic scramble to get oilburners at any Our oilburner stopped running on Sun- 
dian } rate them. Provided it is fair on both sides, price. They are now going begging at un- day and the only service we could get was 
ducts | whatever is good for the public is also good der $100. from a gentleman recommended by our 
e his | for us. Therefore, to sum up, we believe Customers are now looking around plumber. We received service from him 
, and | that the public should be given the power comparing equipment, prices, dependabil- on the condition that we should also buy 
shout | of choice among several different service ity, service, and the standing of the firm _ our oil from his company. 
mbia. | plans, and we do believe that the whole in the community. They are not just grab- With serious illness in the house and a 
| will } matter should be approached froma philo- bing the first thing they see at any old very low temperature I agreed as we must 
gera | sophical viewpoint of doing the very best price anymore. That part of the seller’s have heat and it is only fair to buy oil 
IziNg | possible job we can at the very least cost market is over. Competition is again rear- from those who provide twenty-four hour 


Vv 
How to SIZE UP Oil Burners 


Compare the Beckett Commodore 


against the field, size up their installa- 
tion, service and performance features— 
it all adds up to profitable dealer busi- 
ness. 

Dealers who sell, install, and service 
Beckett Commodore burners, the men 
whose reputations are at stake in the 
burners they sell, testify to their out- 





Beckett Commodore 

burns outdoors with- 
out aid of fire box 
— ignition cut off 
— retains normal 
flame. 











® THE COMMODORE HAS— 


standing performance. Users witness the fact that 
"in the final analysis—it's engineering that 


counts." 


Ease of installation, freedom from service make 
the Beckett Commodore profitable business for 
dealers. Users are enthusiastic because it saves 
oil—starting, running, and stopping—and pro- 
vides really dependable, efficient heating. 

The demand for Beckett Commodores is un- 
usually high; deliveries are not up to demands— 


Progressive air rotation— 
positive air delivery 
make cleaner, hotter, 
quieter fires 


More dependable ignition 
Lower nozzle temperature 


Automatic damper control 
saves fuel 


High tension cable elim- 


Motor and pump shafts 
accurately aligned 


Four main assemblies, ac- 
cessible, special tools 
not needed 


Easy installation and ad- 
justments — tamper- 
proof 


Operates over wide range 
of oil rates 


: inated’ 
remember, every Beckett burner is complete and —— 


has had an actual fire test when it leaves the fac- 
tory. 


The R. W. BECKETT Engineering Co. 


ELYRIA, OHIO MANUFACTURERS OF 


COMMODORE Oil Burners 


Finger-tip air control— 


tamper-proof 


All rotating parts dynami- 
cally balanced 





For homes — churches — schools — apartments 
— business buildings — special applications. 
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service. We have a fairly old oilburner 
and may need service at any time. 

Thanking you for the courtesy and 
promptness in delivering oil in the past 
and regretting the necessity of making a 
change. 

Very truly yours, 
The Customer.” 

Here is a very clear case where service 
as a marketing opportunity was not used 
and a good oil account and future burner 
sale went out of the window. 

This is the kind of letter we like to 
receive. 

“Gentlemen: 

Thank you for your receipted invoice 
covering the renewal of my service con- 
tract to expire on May 31, 1948. 

Your prompt and kind consideration is 
greatly appreciated and I am sure that this 
service has been the basis for the splendid 
performance the burner has been giving 
for so many years. 

Yours truly, 
The Customer.” 

We quote still another letter from a 
satisfied customer. 

“Gentlemen: 
Enclosed find check for $24.80. I also 


want to thank your company for the very 
prompt and excellent service you rendered 
in getting my heat on and especially in 
these times I appreciate more than mere 
words can express. 
Yours truly, 
The Customer.” 


These last letters indicate very clearly 
the advantages of using service as a mar- 
keting opportunity. 


Postcard Questionnaire 


If you have any doubt as to whether 
your customers are satisfied with your ser- 
vice or not, we recommend sending out a 
simple little postcard with just a few ques- 
tions such as the one we have here. It 
asks these questions: 

1. Was our service satisfactory to you 
last winter? 

2. Do you need further service or parts 
at this time? 

3. Remarks and suggestions. 

We have sent these postcards out to all 
of our customers and we find that out of 
every 1,000 customers approximately 400 
or 40% will take the trouble to sign this 
card and return it. We believe we are safe 





in assuming that the other 600 who do not 
return the cards are fairly well satistied 
because we have invited criticism and the 
average customer is quick to seize upon 
the opportunity to offer criticism if he has 
any. Out of the 400 received back from 
each 1,000 mailings, from 5'% to 8% hive 
something to say. I would like to read over 
some of the returned cards on which com- 
plaints have appeared. 

Card 1. Your man came out 
stopped my oil leak and now it is worse 
than ever. 

Card 2. We turned the thermostat up 
to 90 and still the house is cold but we 
used to be warm with the thermostat 
turned to 70. Please fix. 

Card 3. Your service could be more 


prompt. 


Card 4. Every time my burner starts it 
sounds like an explosion. Will you please} 
fix. 

Card 5. We have a bad smell of oil at 
the head of our cellar stairs. 

We have analyzed these postcards quite 
carefully and if there is any constructive 
criticism offered by the customer point- 
ing out something we can do for the cus- 
tomer’s benefit we do it. Today we must 





SUMMERTIME IS Gexeeal Time _ 


Summertime can be a busy season for those 
who actively push GENERAL filters. Get your 





customers lined up with a new fuel oil filter 
before the next heating season, and 
they'll be glad you recommended the 


best fuel oil filter available, 


GENERAL. 


GENERAL FILTERS 
INCORPORATED: 
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CANADIAN FACTORY BRANCH: GENERAL FILTERS CANADA, 1227 ST. CLAIR » TORONTO, ONTARIO 
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FACTORY REPRESENTATIVES: WILLIAM J. DEBLER & SONS, Newark, N. J., Philadelphia, Pa., 
Brookline, Mass.; V. B. KATHE, Vancouver, Wash.; WESTERN SALES COMPANY, San Francisco, 
Cal.; W. V. NUTTALL COMPANY, Salt Lake City, Utah; B. E. HOWENSTEIN, St. Louis, Mo.; 
L. E. SCHULEIN COMPANY, Chicago, Illinois; GRANSE CORPORATION, St. Paul, Minn.; RICHARD 
BARTHELMESS SALES COMPANY, Jacksonville, Fla.; T. C. FRENCH COMPANY, Akron, Ohio; 
A. G. ALLEN COMPANY, Indianapolis, Ind.; JEFF A. HEDDON COMPANY, Atlanta, Georgia. 


FILTER 


















direct or to your nearest jobber for informa- 
tion on the GENERAL line of fuel oil filters. 


12890 WESTWOOD AVE. — 
DETROIT 23, MICHIGAN | 
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© must The two prettiest eyes Quiet May dealers 
can think of are the I’s that stand for 
Immediate Installation. 


of eyes 





It’s been years since you could make and 
keep that promise. But thanks to our 
rising rate of production, we’re rapidly 
filling your orders—to bring back tkose 
beautiful I's. 


Some Quiet May dealerships are open— 
write today for details. 


MAY OIL BURNER 
division of GEROTOR MAY CORP. 
Maryland Ave. & Oliver St., Baltimore 3, Maryland 
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strive to do what the customer wants done 
and not what we would like to do our- 
selves. 

In addition to these activities, we are 
engaged in newspaper advertising, direct 
mailing and schools for service men to fur- 
ther emphasize the importance of using 
burner service as a marketing opportunity. 

Today we must be certain that we have 
a well equipped first class repair shop, a 
well stocked parts department, neat well 
arranged part bins, capable service man- 
agers and the best type of courteous per- 
sonnel. Courteous dispatching is a most 
important part of using burner service as 





pendable and economical manner. 

2. Getting the right grade of fueloil in 
his tank at the right time and in the proper 
quantity. 

You cannot separate oilburner service 
and fueloil deliveries anymore, both must 
be good or else. 

The future is the place in which we 
have to spend the rest of our lives. 

1. Make it a bright business future with 
good service as a stimulant to sales. 

2. Make it a losing game full of head- 
aches and help to tear down the industry 
in which we have our investment. 

It is your choice—take it or leave it. 


the responsibility of good installations. 


““Let’s take the manufacturer first. You 
will all agree that he has two major prob- 
lems; first, to manufacture a good burner, 
second to sell it. The first problem is me- 
chanical and with proper engineering can 
be handled rather easily, but the second is 
a major problem. The manufacturer’s sales 
organization has the problem of distribut- 
ing the burners. To do this they have to 
hire salesmen to establish dealers and in 
establishing dealers it is necessary to take 
all sorts of outlets. To make volume sales 
it is necessary to establish a number of 
dealers, and it is inevitable that you will 
















a marketing opportunity because the dis- [t's up to all of us. secure both good and bad. There are some ‘ 
patching is the point of contact with the : manufacturers well enough established 
public and his treatment over the phone Control of Installations that they can dictate to their dealers, and 
can many times either gain or lose a good Because good oilburner installations are” territories where their acceptance is 
service or oil account or both. the first step in providing good oilheating $teat enough they can be choosey, but 
We are all, no doubt, building a per- service to the householder, Buckley had When you try to compare the number of 
manent place for the future or we must be this to say on the subject of enforcing bet- manufacturers who are in this position 
trying to. Then let’s recognize in that per- ter installations: with the number who are manufacturing 

manent future the marketing opportunity “The subject which I have been given nd who will manufacture burners in the fe 

- ‘ ‘ > Poe ° F F ‘ 

of properly operated mechanical service to cover in this Forum is ‘Quality Control ext few years it is my belief that it will fo 

and fueloil delivery service. of Installations.’ be impossible for the manufacturer tobe} 

Let’s make oil heat “gas fired” with no “T think the best way to handle this sub- the means of controlling quality installa Sy 

worry on the part of the customer about: ject is by process of elimination, to see if “0NS- D 

1. His equipment operating in a de- we can find out to whom we can look for “The second factor in this process of } w 

w! 

ae rs ve 

REPRESENTING . 

bi) 

GENERAL FUEL OIL FILTERS de 

ba 

3 POPULAR FILTERS FOR ALL OIL BURNERS - 

va 

DEALERS: In 

uc 

BUY AND TRY JUST ONE OF THE NEW MODEL 2A700 7” 

GENERAL FILTERS AND WE PROMISE YOU —= as; 
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YOU'LL NEVER USE ANY OTHER MAKE FILTER AFTERWARDS “ 
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. ta For Hot Water wilh the NEW d ect 4 

ber of at its Best! What boilers will discriminating buyers choose when they're 

wane: in the driver’s seat once again? You can be certain of sure 

ea Ir 7 really wena to profit sales for PERCOFLASH, the unique, scientifically-designed and 

— from te rapidly growing demand thoroughly tested boiler that heats in amazingly fast time— 

ote for radiant hot water heating, be giving all benefits of low-cost steam or water heating and 

ie sure to sell Triplex Flow Control Lines tiated ti 

stalla- Systems, too! Start with the Direct 
Drive Circulator (supplies hot 

ess of water instantly, whenever and vanutas The PERCOFLASH patented percolater con- 
wherever needed). Add the Uni- C!RCULATOR struction heats water faster than any other 
versal Flow Control Valve (pre- practical means. It's today’s great new 
vents gravity circulation during boiler development, by an experienced 
“off” periods) and you'll have a paker of quality heating products. Grow 
dependable pair that automatically wiNWPERCOFLASH. Get full details today! 

balances heat loss with heat sup- 


ply—assuring controlled heat, un- 
varying comfort, lower fuel costs. 
Include all the other Triplex prod- 
ucts of advanced design and pre- 
cision construction—and you can 





assure even more dependable serv- 
ice, lower installation costs, TRIPLEX UNIVERSAL * 


abundant hot water for domestic ‘LOW CONTROL VALVE 

*Made in two sections, 
; ; . divided at a 45° angle. 
plex line will enable you to talk in Moy be assembled in 
terms of hot water at its best! Write line (180°) for use on 


todaw's 1 een h horizontal or vertical 
OCR ee Se SE Pa oe = re ee nee 


pattern installation. 


use, too. In other words, the Tri- 


HEATING SPECIALTY CO., INC. 
— PERU, INDIANA 





WESTCOTT- ALEXANDER, INC. 


In addition fo units illustrated, the Triplex line includes— Direct Drive Hori- | MADISON, NEW JERSEY 
zontal Circulators, Indirect Drive Circulators, One-Pipe Distributors, Ex- 
pansion Tanks, Air Eliminators, Water Mixing Valves, Air Vent Valves, 
Indirect Heaters, Tankless Heaters, Relief and Pressure Reducing Valves, 
Control Units, Electrical Controls, Barometric Draft Dampers, Sump Pumps. 


cal | SEE YOUR WHOLESALER TODAY THE finest BOILER for OIL, GAS, or STOKER 
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AIR 


TWIN 


Patented 


BURN 
NO SMOKE 


559 Rogers Avenue 


CONTROL 


Oil & Air Controlled at the Nozzle 


FUEL OIL BURNER 
Furor CLEAN 
Absolutely Clean — 84% Combustion Efficiency 


Manufactured by 


H. J. HUELLER MANUFACTURING COMPANY, INC. 


NO SOOT 


Brooklyn 25, New York 











elimination is the dealer. Dealers can be 
classified in three groups; the dealer who 
is so well established that he can charge 
sufhcient money for his installation, re- 
gardless of competition and who through 
other branches of his business is success- 
ful enough not to have to depend wholly 
on profits from the sale of oilburner in- 
stallations. This dealer will automatically 
make good quality installations because he 
has already found it cheaper and also 
necessary to maintain his reputation. 

“Then there is a dealer which may be 
established by the manufacturer, such as 
a mail order house, chain store, barber 
shop and drug store. These dealers are in- 
terested in making a sale from the dollar 
angle and having the installation taken 
care of by an outside organization at as 
low a cost for the installation as they can 
secure, and it is natural that the organiza- 
tion which they select will try to cut corn- 
ers and certainly will not be interested in 
quality installations, therefore we cannot 
look to this type of dealer for control of 
quality installation. 

“The third dealer is the fellow who, 
like some of the G. I.’s just starting in 
business, finds it necessary to cut the price 
below the price offered by reputable com- 
panies, and who will always sell a burner 
at $50 less than competition, with the re- 
sult that when they secure the order their 
next object is to make the installation with 
as little material and as few labor hours 
as possible, regardless of quality, because 
they will find that their cut price does not 
permit quality installations or good ser- 
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vice after the equipment is paid for. In 
many instances this type of dealer works 
from hand to mouth until he has lost his 
capital investment. 

“There will also appear out of this lat- 
ter class a few operators who will be suc- 
cessful in selling a large number of burn- 
ers and, through volume, be able to con- 
tinue in business, even with the cheaper 
installations. They will become strong 
enough factors in the oilburner business 
so that their supplier, who is striving to 
make sales, will overlook any quality con- 
trol of installations. Therefore with all 
classes of dealers operating in the same 
territory it seems to me impossible to con- 
trol quality installations through the deal- 
er organization. 

“Compare the oilburner business with 
the electric, gas or telephone companies. 
We are expected, and to be successful 
have, to give service equal to any of the 
utilities, and at the same time be subject 
to all kinds of competition and price cut- 
ting while the utilities enjoy an exclusive 
franchise and are able to have their prices 
adjusted, so they can make a profit after 
they have made a quality installation of 
their equipment. It is the natural set-up of 
our business which makes it difficult to 
control installations by the manufacturers 
or dealers, and I believe the only way that 
quality installations can be controlled is 
through local ordinances. 

“It is true we do not like to look for- 
ward to more controls as certainly we 
have had enough during the past few 
years. However, we have already experi- 


enced in some localities ordinances which} 
make it necessary for every installation 
of oilburner equipment to be so installed 
as to comply with a set of rules, which in 
some instances require a low water con 
trol on steam jobs; Fire-O-Matic valves 
to be installed at the burner; electric wir: 
ing, special switches at the top of the 
stairs or window, and other features 
which make for quality installations, and 
no matter how we dislike at the time hav 
ing these controls placed in the ordinances 
we cannot help but feel that they have 
assisted in overcoming many prejudices 
against oilburning installations. It is my 
firm belief that the only way possible to 
control the quality of oilburner installa: 
tions with any success is to have all the 
control requirements enforced on every’ 
one alike; otherwise, you can expect only 
partial quality installations.” 


Questions and Answers 


In the question period that followed the 
talks, as usual there were more questions 
than time to handle them, but some twen 
ty were briefly explored, and they follow: 

Q. What is a fair number of repeat 
calls to expect per 100 service calls? 

A. Not counting calls that you make on 
your own responsibility, such as cleat 
up or tune-up work, only about two-fifths 
of your customers will call in for any 
emergency service during the year. T.08 
customers will get an average of 1% 
visits from your men some time during 
the season. Thus 100 customers who make 
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RUDY ENGINEERING 
HAS AGAIN PIONEERED 


Now you can obtain the famous 
Rudy Cast Iron Oil Fired Air 
Conditioner in a cabinet de- 
signed and constructed express- 
ly for Moduflow with the by- 


pass built in. 


Standard models for both forced 
air and gravity installation are 
also available—all at newly re- 


duced prices. 


A post card will bring you full 


details. 


OIL, GAS and 
COAL FIRED 
FURNACES 


RUDY FURNACE COMPANY 


DOWAGIAC, MICHIGAN 

















tueloil 
é ol heat 





me} Wi 






























ox. ae 





Eyl 
THESE NEW PUMPS GIVE YOU 
ALL THE FUNDAMENTALS 


Extra capacity ... Quiet operation... Standard mount- 
ing holes and adapters ... Anti-hum device. . . Quick, 
efficient cut-off . . . Pressure adjustment. . . Connec- 
tions for one-pipe or two-pipe systems... Pressures 
to 125 psi... Suction to 26” of mercury . . . Right- 
hand and left-hand rotation models . . . 100% tested 
for leakage, flow, pressure, efficiency of cut-off, and 
power consumption ... Leakproof shaft seal. 


plus 


DISTINCTIVE FEATURES and 
VITAL NEW IMPROVEMENTS 


Compact design, clean lines, superior-quality cast- 
ings ... Easy valve-piston and sleeve removal and 
replacement with honed sleeve and superfinished 
nitralloy piston . . . Pipe connections grouped, 
uniform porting for R.H. and L.H. rotation, easy to 
hook up . . . New, improved gasket materials . . « 
Compact, nested-screen strainer, easy to remove and 
clean . . . Long-life hardened or chrome-plated shaft, 
removable without disassembling body. . . Optically 
flat nitralloy seal bearing with bronze seat . . . Efficient 
gear pump .. . New pump housing without dowel 
pins, accurately replaceable in field repairs . . . Closer 
limits, accurate manufacture, complete interchange- 
ability of repair parts . . . Quality control and life 
tests . . . Well-equipped engineering and research 
department, constantly seeking further improve- 
ments .. . New, efficient manufacturing facilities. 


POLO POLO 
PUMP CO. ILLINOIS 
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CORRECT EXTREME 
MISALIGNMENT 
AT LOW COST 





OVE PIECE RUBBER 
FLEXIBLE COUPLING 


DAMPENS NOISE AND VIBRATION— 
CUSHIONS STARTING TORQUE 








<@ RUBBER FROM END TO END> 
NEOPRENE REINFORCED WITH NYLON 


FLOATING BUSHINGS 


Machined brass bushings are not 
integral with ferrule—To allow 
floating action—No die castings 


yw! 
Cylindrically Ground 


On Center — 
Concentricity Assured 


























Lengths—1!/." to 10" 
Bores—5/16", 34", 7/16", 1/2", 
5", 4", Ts 


Flexible Coupling Mfg. Co. 
$220 South Ellis Ave. 
Chicago 37,. Ill. 

Phone DOR. 2350 
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emergency calls will get a total of 175 
visits during the season. 
Q. If you have laws that insist on a low- 


| water cutoff, do you not think that you 


are getting away from fully automatic 
heat as these must be drained off every two 
weeks? 

A. Few low water controls are drained 
that often, if ever, but the automatic 
feature can be retained with a feeder at- 
tachment. 

Q. Should a company solicit service 
business, per se, without tying up the oil 
gallonage? 

A. There is not much point in soliciting 
it, since it is better for the industry and 
the public that burner service just carry 
its own weight and not be particularly 
profitable. However, if called on to render 
service, you should not require as a condi- 
tion that you immediately be given the 
oil business as a few companies have done. 
That is telling the customer too bluntly 
that you have little interest in the public 
getting good oilheating. After you have 
proven your interest through giving good 
service, you certainly should have a good 
chance to get the oil business. 


Q. What can you tell us about service 
charges on oilburners included in the price 


of oil? 





A. Quite a few companies are trying 
this out at present, adding from a half 
cent up to a cent and a half a gallon, 
depending upon the size of account and 
whether or not they supply all service, 
including parts. Those dealers who have 
tried it seem to be making headway, and 
have had surprisingly little resistance to 


| the idea from customers. 





Q. President Truman urges reduced 
prices to consumers. Should the dealer 
drop his prices on oilburners now, be- 
fore manufacturers drop? 

A. That depends upon where the deal- 
er’s price is now. Based on the average 
of all dealer selling prices, particularly 
on conversion burners, they are definitely 
too low now in relation to costs. From 
1941 to 1946, inclusive, dealer costs for 
burners, labor and installation materials 
went up 52%, while selling prices went 
up only 48%. That seems like a small dif- 
ference, but even so it is serious when we 
recall that the dealer’s gross spread in 
1941 was much too thin because of ex- 
cessive competition. No, it’s better to let 
costs come down first, unless of course 


| you are one of the few dealers who has 


been charging unreasonably high prices, 

Q. Do you think there will be a swing 
back to free service when we get into a 
more competitive period? 

A. To some extent, yes, but it will 
probably be a long time before we get 
the amount of it we had just before the 
war. Of course, it never was free any: 
way ... it just came out of the oil mar- 
gin. Oil margins today are tighter in re- 
lation to costs than they used to be, so 
there is less leeway to play with to sub 
sidize service without charge. 


Q. Burners are now sold with a year's 
guarantee on service and parts. Would it 
be sound to stretch this to three years, 
adding the estimated additional expense 
to the original sale price of the burner? 


A. Adding perhaps $30 to the original 
burner sale price would make it feasible 
to extend the guarantee another two years. 
Before the war a number of companies 
gave a five-year guarantee with new sales, 
but they did not add its cost to the original 
burner price; rather, they tied it to con- 
tinuing fueloil purchases. Anything that 
can be done in the way of providing serv- 
ice insurance, against the possibility of the 
customer running into a large service 
charge, is definitely in the public interest 
and will help the future of oilheating. 


Local Codes Excellent, If .. . 


Q. Are you in favor of more local ordi- 
nance controls regarding burner installa: 
tions? 

A. These are excellent if we can keep 
them from becoming rackets. There are 
now some city ordinances on burner in 
stallations that have freakish provisions 
never meant to be enforced, but which 
serve asa lever for the inspector to pry 
out a five or ten spot from the dealer. So 
unless you believe that your local politics 
are clean, don’t do too much work on ordt 
nances; do more on industry education. 

Q. Do you expect service charges, either 
contract or call service, to decrease im 
the near future? 

A. Contract service charges should 
probably come down. You will find that 
your on costs on these are much lower 
as you get a large per cent of your cus 
tomers using them. Some 400 dealers in 
year-end reports to FUELom & Or HEAT 
said, on the average, that $16 would cow 
er complete service including all parts 
they could get every customer on this 
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1947 SPECIFICATIONS BOOK OF 
OILBURNERS AND FUELOIL 


Gives specifications for old and current 
models offered by more than 450 manu- 
facturers. Repeats data from last edition 
and adds data on new models. Gives 
grade of oil specified for each model, 
method of atomization, oil source, igni- 
tion data, oil feed, gph rating and motor 
size. Also lists data for boiler and fur- 
nace burner units offered to show burner 
capacity in gph, type of burner furnished, 
See $1.00 
(Bulk prices on request) 

Available about June 15 


“Oilburner Combustion Chambers.” 


| Complete and concise study, illustrated 


with charts, illustrations and reference 
tables. Text covers both precast and 
those built on-the-job. 23 pages ....50c 


“Degree Day Handbook.” Useful for 
computing oil consumption by the de- 
meee Gay method... 0. 6. eaies ves $3.00 


REDUCING FUEL OIL BILLS 

This booklet will help you show home- 
owners, in a language they can under- 
stand, how you can save them money. 
Minimize your customers’ oil bills and 
make a real profit with the right kind of 
BER UOE: «Sirois scn<: oa yim etal Miata eda nied 50c 


KNOWING THE A TO Z OF CO. 
This invaluable booklet shows you how 
you can test your customers’ burners by 
modern methods obtaining a high COs. 
rating and a low stack temperature. Be 
eficient and use this up-to-date booklet 
in your service work .:............ $1.00 


Beacon Radiation Reference Book and 
Heat Loss Guide. Gives right answers 
quickly. Pocket size. 175 tables show 
steam and hot water radiation required 
for every room from 5’ x 5’ to 20’ x 30’ 
at all normal ceiling heights, and with 
all corrections and qualifications needed 
for practical use. Price ............ $3.00 


“Short Cuts to Heat Loss Data.” When 
you’re figuring heat loss you can save 
time by using this accurate, easy method 
getting fast results without lengthy fig- 
RN eee rr et eee 25c 


“Basic Service Text for Pressure Type 
Burners.” This manual has been pre- 
Pared by G. T. Kaufman, technical sec- 
retary of the Oil Heat Institute of Amer- 


Ica, and is intended for basic training of | 








installers and service men in residential 
oil-heating. It is also a useful reference 
source for those who have completed 
the training courses. Chapter headings 
include: Oilheating, Oilburner Installa- 
tion, Tanks and Piping, Pumps-Valves- 
Strainers, Fans, Nozzles, Motors, Trans- 
formers, Ignition Systems, Controls, 
Boilers, Gravity and Forced Warm Air, 
Heating Load, Water Heating, Combus- 
tion Chambers, Chimneys and Draft, 
Testing Efficiency, Maintenance, Service 
Procedures. A good, elementary book. 
Quiz questions given after each chapter. 
Pocket size. 216 pages. Paper cover $2.00 


“Installation Cost Sheets.” Form for 
keeping an accurate record of the costs 
on each installation. Helps protect prof- 
its by showing exactly how much the 
installation expense is on each job. Size 
8 x 21% folded twice to fit 8% x 11 
ee ns ean 100 sheets $8.25; 
200—$9.15; 300—$10.00; 500—$11.85. 


“Operating the Automatic Delivery 
System.” Operation and refinements of 
a simple card system which tells to the 
day when a customer needs oil. Based 
on degree days. Organizes work of men 
ST 6s 6105 eee 50c each 


“BETTER OILHEATING” 
2nd Edition .. . Enlarged 


There are 110 text pages and nearly 
140 illustrations besides many tables and 
charts and short service hints. Bound in 
heavy paper. 8%” x 11”. Covers trouble- 
shooting, field repair and efficiency test- 
ing to save oil. Valuable book for indi- 
vidual study or supplementary text for 
service schools. For all dealers, service 
and installation men. Many topics cover: 
fireboxes, draft, wiring, motors, controls, 
nozzles, pumps, baffles, efficiency, heat- 
ANB CUO. osc ssrdic cts cca aet astra pea $2.00 


MISCELLANEOUS REPRINTS 


“Servicing One Pipe Steam Systems” 
—4 pages of practical hints on radiator 
air valves, boiler accessories, balancing 
systems, etc. 


“Profits Mandatory”—An analysis of 
company operations in the house insulat- 
Hse OSIM OSS be ae crcnins See een 10c 


“How You Can Insure Hot Water”— 
Valuable hot water hookup article .. .10c 


“Pump Hum—Its Cause and Cure”— 
The best thing of its kind ever published 
SERGE Ors: shreds. «sos cine eas +e ae 10c 





"3A Check List of Oilheating Information 


? 


“Brass Tacks of Combustion Testing’ 
—Gives complete illustrated causes for 
low CO: and high stack temperature, 
with practical suggestions for finding 
them and curing them. Widely praised 
WW AG HIGUSERG % oo esc Seccdacaned 25c 


“The Degree Day—What It Is and 
Ree Fe See BE 5 once ticarictegens 10c 


“Complete Burner Service Includes 
Precautions Against Trouble”—This is 
extremely valuable in planning service 
WSINCSGr oa 5 haa a) ates ace eee 10c 


“Block That Loss”—Discusses firing 
rates under wartime conditions ...... 5c 


1946-47 Catalog of Oil Burner Manu- 
facturers. 350 names of manufacturers 
of all types domestic, industrial, and com- 
mercial conversion burners, boiler and 
furnace burner units, space _ heaters, 
cooking equipment, water heaters, etc. 
Also 400 trade names. Gives location of 
company, names of principal executives, 
and list of products (not specifications). 
20 pages, 7” x 10”. All paper. No covers. 
WRN Gs rc oss eda Ss ba ood eee $2 


“Consumers Talk About Fuel”—a 12- 
page report on what reporters for FUEL- 
OIL & OIL HEAT learned by discuss- 
ing fuel preferences and opinions with 
1,438 families in 20 selected cities ...25¢ 


“Tomorrow’s Fuel in Today’s Burners” 
—Useful 4-page technical discussion. 
With heavier distillates ahead, burners 
can be adapted 


VAPORIZING BURNER SERVICE 


16-page booklet of 4 articles by Frank 
J. Coonan, veteran Philadelphia service 
manager, covering practical problems 
encountered on installation, calibration, 
adjustment and servicing of vaporizing 
burners. With illustrations and informa- 
tiVGtaDles ©. fais Wo AG ack ath ees 50c each 


OIL HEATING HANDBOOK 
3d Edition .. . Revised 


Famous text by Han A. Kunitz, with 
complete data on all phases of oilheating. 
Special chapters describe burner types, 
methods of installation and service, fuel- 
oil and its characteristics. An indispensa- 
ble guide for sellers, installers, designers 
of oilheating equipment. Contains hun- 
dreds of illustrations, charts, diagrams 
and graphs. Lists types of service trou- 
bles and includes estimating tables. 456 
ONE oo isd oni aa mn miata Tne $5.00 


Because of the thousands of small orders we receive we ask that cash, stamps, money orders or checks be sent with 
all orders. If you wish to order C.O.D., an extra charge of 10% is made to cover shipping and collection fees. 


FUELOIL & OIL HEAT . 





fueloil 
é of/ heat 





232 MADISON AVENUE 
NEW YORK CITY 16, N.Y. 
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basis. In general, charges for call service 
have been low and can hardly be cut. 


Q. About how many domestic burner 
accounts can one service man handle prop- 
erly? 

A. About 500 to 600, assuming he does 
not take time out to do installation work 
to any extent. 


Big Inch Natural Gas 


Q. Do you believe that natural gas from 
the Big Inch lines will give us any trouble 
in New England? 

A. Very likely it will, after perhaps 
three to four years. The company that 
bought the Big-Inch lines got, in addition 
to the present lines, a 75 foot right-of- 
way across the country and this can han- 
dle a good many lines. They have already 
talked of putting in a 36-inch one be- 
cause they can operate it more econom- 
ically than the present sizes. In the longer 
view, however, the chances are that more 
gas will come to New England from the 
soft coal fields . . . gas made in the mines 

. than will come as natural gas from 
the Southwest. 


Q. Does a yearly contract tend to make 








customers make excessive calls at night? 
Do you make annual contracts regardless 
of age of burner? 

A. On yearly contracts you will get a 
few more calls from some people but the 
overall difference is so slight as to be 
negligible. As to night calls, we have no- 
ticed no difference. On a study made by 
one of the large companies operating on 
100% no charge service, it was found 
that only 7% of the customers made more 
than two service calls a year. 

Annual contracts are made regardless 
of age of burner, if the burner is operat- 
ing satisfactorily. A few companies are 
very particular about what burners they 
will take on contracts, but we believe it 
is better in the long run to have the con- 
tract price contain a little leeway to be 
able to include the occasional jalopy. 


Q. Do you believe that annual service 
contracts could be abolished without harm 
to the oil business? 

A. It depends upon what we under- 
stand by service contracts. If contracts do 
not include parts, and in every way in- 
sure the owner against additional service 
expense, they are hardly worth writing, 
from the public’s viewpoint. But com- 





plete insurance contracts help the oil | 
business very much in the long run, be- 
cause they remove one of the principal 
reasons why some people dislike oilheat- 
ing. To abolish all such contracts would 
hurt the oil business. 

Q. What can be done about year round 
employment of oil truck drivers? 














A. Different companies with different 
circumstances have mentioned a lot of 
ideas on this. It is not difficult to hold 
them all if you have a highly developed 
oilheating business. One company with 
25 drivers holds them all through the sum- 
mer in this way: first, six or seven of 
them keep on delivering fueloil, because 
every single customer of this company is 
on automatic deliveries and so they fill 
every tank in the summer; second, four or 
five of them spend the summer in the 
truck shop, rebuilding, painting and gen- 
erally fixing them up, third, the balance 


| 





of the men work on burner vacuum clean- 
ing, because this company has several 
thousand cleaning jobs each year. While 
this is a large company, about the same 
idea would work with smaller ones if 
the business were refined to an equal de- 





gree, as to automatic deliveries and pro- 





NOW-Greatly Reduced 





in Price! 





GREATER PROFITS! 


The Fuel Oil Conditioner Backed 
By More Than 100,000,000 
Gallons of Fuel Oil Experience 
“*% Gives you repeat business—your customers 


oe need Parakem to prevent sludge deposits 
in the storage tank, lines and oil burner. 






















gee Parakem improves atomization, allows 
pas quicker starting—results in a brighter, 
sex cleaner flame. 

‘rere Parakem is specially priced for resale by 


P94 dealers at good mark-up. 
tase Sold in one and 5 Gallon Cans 
—15, 30 and 53 Gallon Drums 


Write for complete details and prices TODAY! 
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€ Paragon Oil Company 
FAG 75 Bridgewater Street Brooklyn 22, N. Y. 
Sat. 
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Make up any length gauge—the 
floats can be increased or de- 
creased and adapted for any 
size tank. Springs can be fur- 
nished to make changes from a 
22” length to 60” length. 











Manufactured by 
THE MEL PRODUCTS es 7 
this Model “S” Sausage Type Tan ; aug 
© Vacuum sealed and impervious to 
spheric conditions 
e aapreulo for all size ~— 
chanical movements . 
: Sc eannuel for the life of the tank 


Write For Further Information 











MANUFACTURERS & DISTRIBUTORS 


Wad Produits 


COMPANY=> 


NEW. HAVEN. CONN 





554 CHAPEL STREET - 





















MEATCRAPT 


, leads the  “<~ 
- Oil Burner field 


with these 


Finger-tip air control adjustment is foolproof, 
easy to operate. Settings automatically lock. 


Blast tubes are one-piece, seamless cold rolled 
steel. 


Body castings are heavy aluminum, closely 
machined for precision alignment. 


Cast iron deflector vanes assure longer life— 
perfect air and oil spray control. 


Transformers are radio shielded, moisture proof. 


Rigid, bar type electrode assembly is easily 
removable. 


Observation door at back simplifies adjustments. 


HEATCRAFT 


COMPANY 


VAUGHAN BLOB G.. EOUISVILELE, KY. 








FITZGIBBONS 


The right steel boiler 
in any size 


Make it a Fitzgibbons and be 
sure, whether to heat a modest 
cottage or a towering sky-scraper. 
Be sure of full heating comfort, of 
vital savings in fuel cost, of a boiler 
that works in harmony with any 
good oil burner, gas burner, stoker, 
or gives full hand-fired satisfac. 
tion. Be sure, with a boiler that is 
A.S.M.E. constructed, Hartford in- 
spected, S.B.I. rated, and with sixty 
continuous years of successful 
boiler building behind it. Check 
with your local Fitzgibbons engi- 
neer—or write us direct. 
@ 400 SERIES for 
modest homes 
@ OIL-EIGHTY for 
medium size 
homes 
® R-Z-U JUNIOR 
for large resi- 
dences ond 
opartment buyild- 
ings 
@ D-TYPE for in- 
stitutional and 
office huildings, 
hospitals, the- 
otres, etc. 


memeee 


RSIS g- sereee oneness aezien, 


Fitzgibbons Boiler Company, Inc. 101 PARK AVE. NEW YORK 17,N. Y. 











-.. essential for petroleum pumping 


1, Ends troublesome, dangerous Marlow Self-Purging Centrif- 
seal leakage. 

- Eliminates -repacking shut- 
downs. made in 114 to 4-inch sizes, 

- No special lubrication required. capacities 50 to 500 gallons 

- Automatically compensates for 
internal pump pressures. 


ugal Petroleum Pumps are 


per minute. 


Send for literature and name of nearest distributor 


MARLOW PUMPS wrisccsco new Secor 








GENERAL CONTROLS 


OIL HEATING PACKAGE SET 





T-23 Package Set 


For thermostatic control of furnaces, 
circulating heaters, conversion burners, 
etc., where #4 and lighter oils are 
used. 


Dependable and economical T-23 Packaged Con- 
trols are easy and quick to install on new and old 
installations. 


Complete Set Includes 


Silent A.C. Type K-20-3 Oil Valve with by-pass 
adjustment for minimum flow regulation or pilot; 
T-70 Two-wire Metrotherm Thermostat; General 
T-O Transformer and 30 feet of wire. Everything 


necessary for immediate installation. 
Write for Catalog 52C. 


mt ne 


FACTORY BRANCHES: PHILADELPHIA * ATLANTA ¢ BOSTON * CHICAGO * DALLAS 
KANSAS CITY ¢ NEW YORK * DENVER * DETROIT * CLEVELAND * PITTSBURGH 
HOUSTON ¢ SEATTLE * SAN FRANCISCO © DISTRIBUTORS IN PRINCIPAL CITIES 
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portion of summer cleaning jobs. 

Q. If your market is making a profit on 
service, will a company that adopts a no- 
profit policy be open to criticism as a 
chiseler? 

A. Undoubtedly he would. There is 
little to be gained by antagonizing all of 
the other companies in a market by upset- 
ting a satisfactory situation all of a sud- 
den. However, in the long run it is better 
to keep service charges as low as possible, 
simply - avoiding losses, and it would be 
constructive to talk along this line at your 
local group meetings. Probably you would 
find, if a real study were made of service 
costs by all of your companies, that they 
actually have little or no real net profit in 
the department, and then your view- 
points would not be far apart. 

Q. Can we justify the present average 
price of oilburners by taking the 1941 
price and adding only increased cost of 
labor and materials? 

A. No, that wouldn’t work. You've 
got to add more for your overhead. As 
explained in a previous answer, selling 
prices should actually be a little higher 
than they are today, to give you the profit 


chance you had back in the prewar years. 

Q..Does the $15 service contract men- 
tioned cover apartments and large con- 
sumers, or is it homes only? Does it cover 
hot water controls? 

A. It applies to homes only as a mat- 
ter of policy, although we are a bit flexi- 
ble on this. Our contract does not cover 
hot water facilities unless we installed 
them. As a practical matter, however, if 
our man is at a job he fixes what needs 
fixing about the whole heating system 
and we rarely bill the customer for an 
extra. (Sherwood.) 


© 


Engineered Installations 
(Continued from page 71) 


Of course, to prepare the instructions 
for the installation crew, the installation 
manager should visit the house before- 
hand, and preferably he should go with 
the man who sold the burner, and should 
talk with the home owner. The owner’s 
approval usually is needed for the loca- 
tions selected for the oil tank and the 
room thermostat, and often there are ad- 


ditional details to discuss with the owner. 
Preparations to make only well-engi- 


neered installations start, in many dealer 
organizations, even before the order for 


the oilburner is obtained. The salesman 
can start helping produce a good insta 
lation and a satisfied customer when h 
starts selling the burner. He can fill in « 
form similar to the accompanying “Heat 
ing Plant Survey” form, at any time du: 
ing his talks with the sales prospect. After 
the burner has been sold, one copy of the 
filled-in survey form should be filed with 
the burner dealer's copy of the sales con- 
tract, and another copy should be for- 
warded to the installation manager. It 
must be understood that the answers given 
on this form are only the best answers the 
salesman can provide with help from the 
home owner. When he visits the house 
with the salesman, to settle all the details 
of making the installation, the installation 
manager should have with him his copy 
of the form, and should review with the 
salesman all the answers on it. 

Note: This is the first in a series of 
articles which will cover fully the details 
of installing pressure type oil burners. 








(RADIS722Z- AIRE 


CIRCULATOR| 


Because they 
blow upwards, they 
provide uniform 
air circulation 
throughout a room 
and supply excep- 
tional cooling fa- 
cilities without an- 
noying drafts. 


Hundreds of 
ceiling models are 





fesac 
SEN 
ES 


opportunity for year-around sales. 


information. 


Established 1900 


HAVE MANY USES IN INDUSTRY 





now in use in walk-in refrigerators, hospitals, schools, 
factories, drafting rooms, funeral parlors and offices. 


| 
They are far superior as a cooling medium than the | 
old style horizontal blowing fan, and offer an unlimited ] | 


Write for descriptive literature, prices and complete 


REAZZLERS 





1642 4 





2611 W. CONGRESS STREET 





CHICAGO 12, ILLINOIS 
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AVIATION CORPORATION +++ + BALTIMORE 4, MD.__—~ 





PSYCHROMETER, Hand Aspirated. 
High accuracy is assured by con- 





tinuous air flow over the wet bulb 
induced by hand aspiration. Takes 
readings in confined spaces. No 
special skills required. Complete 
assembly comes in sturdy 


pocket kit . . . ready to use. 


RELATIVE HUMIDITY Indicator 
shows relative 
humidity in direct 
on a calibrated scale. Employs 
human 


continuously 
percent 
famous Bendix-Friez 
hair element. Temperatures 
indicated over a range of 20 


to 110° Fahrenheit. 
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5 MINUTES TO INSTALL 


8% to 15% Oil Saving 


if you install 
MYKA-DISK AND DISK-ARM .,, ‘ft. 


SPEEDS UP HEATING. Lowers Stack Temperature. 
Permits higher COs readings. Decreases Formation of 
Soot. Lowers Combustion Noise, and pays its way in 
a few weeks. Send for 


BULLETIN No. 15 (Free) 


INSULATION & REFRACTORIES CO. 
WILLIAMSON . . . . WAYNE COUNTY... . N. Y. 


STEP UP your circulation 


with AUTO-VENT Air Eliminators 


Simple as A-B-C . .. yet positive in 
action everytime! Sure-cure for air 
pockets and air traps that hold up the 
free circulation of water or other 
liquids flowing through pipes—pres- 
sures to 75 lbs. Simple in construction 
—easy to install! 





Built of brass with self-closing float 
operated valve. Withstands high tem- 
peratures, oil and other adverse condi- 
tions. Try these No. 7 Auto-Vents 


once, and you'll use them on every job. 

















They’re that good, yet NOT expensive! 





HERE'S HOW 
TO VENT! _ ae 
Hot or Cold Water IT WILL PAY for you to have 
Lines information and prices on the com- 
—— plete Maid-O'-Mist line which in- 
Tanks a cludes other types of air elimina- 


tors, control valves and heating 


Di Engi 
pest Rewer specialties. Write us today, or see 


Cooling Manifolds 








your jobber. 


















3221 N. PULASKI RD. 
CHICAGO 41, ILLINOIS 














SIDE CAR 
CARRIER 


Carries anything too long to go 
inside car 
RETAIL PRICE 








&S —— 


=] Ile 
Excise Tax 


PER PAIR 


OIL BURNER MEN- 


YOU HAVE AN IMMEDIATE NEED FOR THIS 
NEW LOAD CARRYING DEVICE. 


ORDER A PAIR TODAY! 


We pay postage if check or money order 
accompanies order. IMMEDIATE DELIVERY. 


ATLANTIC BURNER SUPPLY C0., 


INCORPORATED 


‘Euerything for the Trade” 
100-05 ATLANTIC AVENUE 
RICHMOND HILL 18, NEW YORK 
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B BLOWER-FILTER 
@ PACKAGE UNITS 


. Are outstanding in the field for — Sturdy construction 
. Simplicity of Installation . . . Quiet Operation . . . 
Dependable Performance 
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It’s Nice To Make A Livin’ 
(Continued from page 64) 
personal experience during the days I sold 
oilburners, my wife spent two hours a day 
on the telephone making dates for me the 
next day. A salesman with that kind of a 

wife is lucky. 

The next big way to cut down prospect 
hunting is to give such complete service 
on each sale that every member of the 
family becomes a salesman for you. This is 
not theoretical. After a given number of 
sales well handled, the purchasers will 
spread your name so far and wide that 
anybody who mentions an oilburner or 
anything else you handle will immedi- 
ately get a selling on doing business with 
you. 

I know that’s true. Earle Bagg, who 
partnered with me in the oilburner busi- 
ness, reminded me the other day that the 
last two years in the business we probably 
never called on a cold prospect. The leads 
came from our users. 

He reminded me of another silly little 
thing that was very effective for us. We 
kept so close to our customers that when 
we found out a customer influenced a 
sale, we took a box of candy to the hus- 


band at his office, with the request that 
he take it home to his wife with our ap- 
preciation for her influence on the sale. 

That box of candy brought us thousands 
of dollars in sales. It lay on the man’s desk 
all day, and if there was an oilburner pros- 
pect in that office, he was sunk. After 
the box of candy was taken home and 
the story was told at the bridge party, if 
anyone mentioned oilburner, our user 
called us up in the middle of the night 
to tell us to get out early enough in the 
morning to beat our competitor. 

That may sound silly, but it’s thinking 
like that makes the difference between 
mediocrity and an income tax that hurts. 

Of course there are some standard 
rules about building salesmen. They run 
about like this: 

(1) See to it that a salesman makes a 
sale as soon as possible. I don’t care if you 
have to fake it with a friend. Bear this 
in mind: no man can seil anything until 
he has sold it. He doesn’t have complete 
confidence until he has had a taste of suc- 
cess. If you have to close the sale, pretend 
you didn’t. Give him credit. 

(2) Never under any circumstances 
belittle your salesman on the floor or in 
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4 TYPES 
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HUMIDITY CONTROL 


VITREOUS ENAMELLED PAN 





MONMOUTH 
HUMIDIFIERS 


the home by taking over the deal. He 
started it, it’s his deal, let him finish it. 
If you have to stick your head in, get in 
and get out. 

(3) Never discuss his errors in front of 
anyone else. 

(4) Tell his virtues to the whole cock 
eyed world. 

(5) Build pride in what the man is 
doing in the man’s wife. His wife is a 
large determining factor in whether the 
man is happy with you and whether he 
stays with you. 

(6) Introduce the man to all your 
friends as your associate. 

(7) Introduce the man to every factory 
representative who comes in and give the 
two of them a chance to sit down and 
gossip. 

(8) If you find an article in a business 
magazine that affects you, sit down with 
him and discuss it. 

(9) Take him with you to association 
meetings, that he too may get a full view 
of your problem. 

Summary: Make the man a part of 
your organization—not just a salesman. 


I was tempted to put one more classi- 
fication in the above list. It is: 








MANY PATENTS PENDING 


“MONITE” 
VAPOR DIFFUSING PLATES 
INCREASE EVAPORATION 1750% 


HAND HOLE COVER 
iS INCLUDED 





For healthful operation, every heating system, new or 
old, requires a dependable humidifier. In Monmouth, 
superb engineering and careful craftsmanship assure the 
finest available. We make a complete line of humidi- 
fiers for all your needs: 

@ FLOTROL Humidifiers for warm air or air conditioning. 

e a simple, low-cost control for drip feed 
operation. 

& Monmouth HUMIDITY CONDITIONER, gas-operated, for 
all radiator heated buildings. 


The trivial extra cost for a genuine Monmouth, over inferior 2quip- | 
ment, is more than made up in savings on service and repair charges. | 
Thousands of satisfied users, hundreds of enthusiastic dealers. Get 
that EXTRA profit from the easy sale of Monmouth Humidifiers on 
YOUR jobs! Available for delivery now. 


Bulletin and prices, also free humidity computation guide, on request. 


THE CLEVELAND 


HUMIDIFIER CO. 
7808 Wade Park Ave. Cleveland 3, Ohio 














DIXON CUT-OFF OIL GAUGE 


For use on 275 gallon tanks, automatically cuts o#f 
oil burner when supply gets low. With the Dixon 
Oil Gauge loss of prime, clogged filters, clogged 
nozzles, and other service problems are reduced ‘9 
a minimum. 


NEW YORK AIR VALVE 
CORPORATION 


611-21 BROADWAY - NEW YORK 12, N. Y. 
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HERE'S A HEATER CLEANING 
; COMBINATION HARD TO BEAT! 
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HANDY TO USE 
SAFE TO USE 
NON-CORROSIVE 
NON-EXPLOSIVE 
FAST ACTING 
ECONOMICAL 
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This ALL PURPOSE Soot Remover re- 
markably cleans ALL kinds of jobs, pressure, 
rotary, vaporizing. A trial will win your con- 
fidence. Make it your No. | Choice. Do not 
confuse Clean Sweep with any other name. 


SPRAYER—a mans size sprayer made of heavy steel 
that will not corrode when used exclusively with 
Clean Sweep. Does not pull back sparks. Truly a 
great convenience. 


SEE YOUR JOBBER OR WRITE US. 


EAN SWEEP CO. ,0':stine’ tn. 












WITH THE FAMOUS 


CHEMISTONE UNIT 


The original controlled 
porosity element. 
Klemm Fuel Oil Fiiters in- 
sure a steady flow of oil to 
burners. Every oil heater 
needs this protective device. 
You profit by recommending 
it—a good margin on each 
sale, increased customer 








good-will and fewer calls for 
emergency repairs. 


Liberal di ts to dealers. 
Export Division: Guiterman Co., Inc. 
35 William St., New York 4, New York 

















AN OLD FRIEND IS ALWAYS WELCOME 








Exclusive territories 
available for 
well-established dealers 








ELIZABETH 4 


OIL EQUIPMENT LABORATORIES, Inc. NEW JERSEY 
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BACHARACH Inpustriat IstTRUMENT CO., 7000 BENNETT ST., PITTSBURGH 8, PA. 
Send me Free copy of your Service Manual—Bulletin 728 


NAME POSITION 





COMPANY 





STREET 








CITY AND STATE 


We are—(_] Dealer... {_) Jobber .. . (] Mfr.—selling heating equipment checked: 
CJFORCED WARM AIR [()GRAVITY WARM AIR [|STEAM (]WARM WATER 
(_] Gas-Burning C] Oil-Burning CD Stoker-Fired 




















Be absolutely fair and honest with your 
men. Specialty selling has built itself a bad 
reputation over past years because of lit- 
tle dishonesties on the part of dealers. 
Some of them were as follows: 

(1) Belittling the salesman by taking 
over his sale on the floor and closing it for 
him—then complaining that you can’t get 
salesmen who can close. Don’t forget this: 
it’s easy for the boss to close, and the boss 
should take no particular credit for being 
able to step in, as the owner of a business, 
and talk on a different basis than one of 
his men. 

(2) Closing the sale for a salesman by 
giving a cut price or a better trade-in then 
charging the difference to the salesman’s 
commission. 

(3) Taking all the easy ones, particu- 
larly floor sales, as personal sales, and 
complaining because the salesman doesn’t 
close the same percentage. 

(4) Charging credit losses back to the 
salesman’s commission when the salesman 
had absolutely nothing to do with credit 
approval in the first place. 

(5) Cutting the salesman’s commission 
when his income goes beyond a certain 
point. 


. (6) Failure to be openly honest about 
the salesman’s importance in your organ- 
ization. 

To many businessmen those things 
sound silly, and yet everyone of them 
have been common in the specialty sell- 
ing field in the past. That’s one of the 
reasons salesmen are hard to get today, 
and will be hard to get during the next 
few years. This prediction that salesmen 
will be hard to get is my reason for rec- 
ommending that you bring men into your 
organization as members of your organ- 
ization—not as “salesmen.” 

I stated above that you would hear 
more about the dealer’s responsibility in 
getting prospects. This responsibility is 
definite. The salesmen cannot be expected 
to dig up all the prospects, especially in 
dull times. As times become duller, the 
dealer’s efforts to get prospects for his 
sales people must increase. He must in- 
crease his advertising. He must increase 
his sales promotion. He must increase his 
solicitation plans. A salesman can’t make 
a living unless he is talking to somebody 
who has the ability to buy and the need, 
and during dull times when these people 
are scattered from hell to breakfast, the 


salesman will waste so much time finding 
the prospect that he will cease to make a 
living, which means that your organi:a- 
tion will also suffer. 

I don’t believe a dealer can get alorg, 
particularly during tough times, withcut 
direct mail and the telephone. Direct mail 
programs are provided by nearly every 
factory. Most of them have been tested cut 
and are proven effective before they reac 
the dealer. 

One thing that must be remembered in 
the use of direct mail: as times get tough- 
er it takes more pieces of mail and more 
dollars to locate an individual prospect. It 
is cheaper, however, to spend these dol- 
lars than it is not to find the prospect. 

Dealers who solicit furnace cleaning 
and repair by telephone have a natural 
approach. It is not quite so easy, however, 
for straight oilburner dealers, so I am go- 
ing to give you a telephone canvass that 
has proved successful for years. 

This canvass isn’t original with me. I 
read it in a business magazine thirty years 
ago, and I have always been sorry I can’t 
give proper credit. Here it is, word for 
word: 

Your operator calls number. Woman 








* 
Model 
M 1047 F 


The HEATER with the LONG LIFE 


50,000 B.T.U.'s! Manual Control! 
10-inch Vaporizing BREESE Burner! 
Orders Accepted for Early Deliveries 


Some Territories Still Available for Established 


Warehousing Distributors 


; Culver City, California 


Please send me more information about HEWITT Oil Floor 











: Furnaces (] Dual Heaters (] Space Heaters (1) 
: Nome: 
i Address: 
| City ——_Staote: 
150 










Listed by 
Underwriters 
Laboratories 





OIL HEATERS 



















STOP-LOOK 
and BUY 
THE NEW 


| "Au Parago mon curner 


MONE * BETTER 


Nationally famous Paragon Oil 
Burners are accepted, and recommended 


as a BEST BUY by National Research Experts! If you want to draw 
MORE oil burner customers, and enjoy MORE profits from a fast- 
seller. . . tie in with Paragon’s country-wide dealer hook-up. Call, 
write or wire for particulars TODAY! 


Paragon Oil Burner Corp. 


POB 115-547 





75 BRIDGEWATER STREET, BROOKLYN 22, N. Y. 
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Get accurate readings the first time with Dwyer Transparent 
Draft gages. Lighted from all sides thru its solid clear plastic 
body, this precision gage measures drafts, air velocities and 
slight pressure changes with scientific accuracy. The red fluid 
sharply contrasts with solid plastic body for easy reading 
under all conditions. Built for many years, trustworthy service. 
Write for details and prices. 





315 South Western Avenue,. 
Chicago 12, Illinois 

















ALL STEEL, RESIDENCE 
OIL BURNING BOILER 


The tubes of this boiler are 
extra heavy. The tube wall 
thickness is one quarter 
inch, the same thickness as 
the boiler plate. This makes ,, 
tube replacement unneces- 
sary and gives whole boiler | 
exceeding long life. 


Immediate shipment now, 
complete with jackets, in 
any quantity. Anticipate 
your future needs by or- 
dering now to assure your 
share of NEW YORKERS 
for the coming heating 
season. 


400 to 1100 Sq. Ft. Radiation 


BUILT TO EXCEL IN DEPENDABILITY, 
LONG LIFE, AND LOW OPERATING COST 


irusvitte Sates [OMPANY 


ONLY OFFICE 
50 WEST 50th ST., NEW YORK 
Circle 6-286] 




















A Complete Line 
of Quality Controls 


There is a complete line of 
proven, dependable Samp- 
sel controls for finer per- 
formance, easy installation, 
and freedom from servicing. 
Write for illustrated cata- 

















Sampsel 
Day-Night log. 
Clock 
Thermostat 


SAMPSEL TIME CONTROL, INC., Spring Valley, Ill. 


(4 ) 
Sampsel 


AUTOMATIC CONTROLS 
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Canadian Sales Distributor: PEASE FOUNDRY CO., Ltd., Toronto 1 g: 
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| PUMP BUILT BY A ROTARY PUMP 
| | Ja) MANUFACTURER 

















Viking Rotary Pumps are no side-line business. They are 
no fill-in. Making Viking Rotary Pumps is our one and 
only job. That is why you get so much from a Viking 
Pump. 

It’s an exclusive Viking product . .. in design ... in 
production . . . in service. Every effort is extended toward 
the betterment of this one product. Every design is based 
on a “gear-within-a-gear—2 moving parts” principle. All 
production is concentrated on this one style pump. Service 
is simplified by the same means. 


ite Discover for yourself this outstanding rotary 
pump. Write today for free folder Bulletin 
Series 1500EE. It will be sent to you by return 
mail. 


VIKING PUMP COMPANY 


CEDAR FALLS, IOWA 





151 





answers phone with: “Hello.” 

Your operator answers: 

“May I speak with Mr. Jones?” 

(Since it’s in the middle of the day, 
your operator knows full well Mr. Jones 
can’t possibly be at home except by acci- 
dent.) 

Woman answers: “Mr. Jones is at the 
office. Who is this?” 

(Woman rarely fails to say: “Who is 
this?”’) 

Your operator, ignoring the question, 
says: 

“May I speak with Mrs. Jones?” 

(At least the operator can pretend 
Mrs. Jones has a maid.) 

Woman: 

“This is Mrs. Jones. Who is speaking?” 

Your operator comes back something 
like this: 

“This is the Oil and Electric Heater 
Company, and through our promotion de- 
partment we heard that either you or Mr. 
Jones were talking about the purchase of 
an oilburner, and I wonder when would 
be a convenient time for one of our men 
to call on both of you.” 

I have used that formula in perhaps 
forty small towns and at least twenty 


large cities over the last quarter century. 
It has never failed. There are some rules, 
however, about telephone canvass that 
must always be borne in mind. 

(1) The object of a telephone canvass 
is not to talk the woman into an appoint- 
ment. No appointments should be made 
unless the woman actually shows an in- 
terest and admits they are thinking of 
buying a burner. 

(2) The telephone solicitor should 
therefore be judged on the quality of her 
appointments rather than on the number. 
A large number of mere “suspects” will 
ruin your sales force in short order be- 
cause they find the calls do not pay. 

(3) This solicitation cannot be done by 
a part-time girl in your office. If you doubt 
that conclusion, just try it—but don’t 
blame the canvass for your failure. 

(4) Your solicitor should stay on the 
telephone about fifty minutes, with a ten 
minute rest interval. During this rest in- 
terval she should be urged to get out of 
the office, walk down the street, buy a 
Coca-Cola, or something. She will be 
most effective if she works but two peri- 
ods in the morning and three periods in 
the afternoon. Handling the telephone is 


hard work, and a tired voice will not get 
results. 

(5) When you feel that perhaps the 
girl is not getting enough appointmenis 
of the right type, don’t blame her until 
you personally sit down at the phone for 
a solid fifty minutes and find out what 
results you can obtain. 

This is the last of three articles. I have 
enjoyed writing them and hope you have 
enjoyed reading them. I know your main 
criticism will be based on the fact that 
many of the things I have said do not ap- 
ply under present conditions. Frankly, I 
haven't tried to take these present condi- 
tions into consideration. I am looking for- 
ward to the future—to a time when busi- 
ness will be normal, to a time when you 
judge selling by the number of hard earned 
contracts in the order book. 

All I have tried to do is stimulate your 
thinking towards the near future, so that 
you may not enter it unprepared. It may 
not be a bad idea to tear these articles 
out and paste them in your hat for future 
reference. 

In closing, may I say, “Thank you for 
sitting on the hard seats. It’s been fun talk- 
ing to you.” 





ANNOUNCEMENT! 


Due to the increasing demand for our Kres-Kno 


BAROMETRIC DRAFT 


Ball Flame vaporizing burners, we have enlarged our 
plant and production and are now in a position to add 
additional wholesale distributors in open territory. 


US 
For every type and size of installation 


Fuel Saving Starts With CONTROL 


The Cole Draft Governor is espe- 
cially designed for oil, coal, and 
gas fired heating and power 
plants, any size. . . . Fully auto- 
matic, instant opening at the 
start of automatic firing devices, 
simple, trouble-free, efficient, eas- 
ily installed. . . . Fuel saving up 
to 35%. 








STANDARD PACKAGED UNIT FOR 
NEW AND CONVERSION INSTALLATIONS 






KRES-KNO 
Gall Plame 


VAPURIZING 
OIL BURNER 


The Kres-Kno Ball Flame 
burners are especially built 
for the small home need, at 
a low price oil burner installa- 
tion, extensively being used 
for warm air furnaces and hot supplied in two sizes: 85,000 
water systems. The burner is B.T.U.'s and 210,000 B.T.U.'s. 


Dealers' distributors territory available. Write, telephone, 
or telegraph for a franchise. 


KRESNO-STAMM MANUFACTURING CO. 


(AMERICA) INC. 


PALISADES PARK, NEW JERSEY 
LEONIA 4-3300 


CABLE ADDRESS ‘'PERCO-FLASH'' NEW JERSEY 


of the vaporizing type, me- 
chanical draft, automatic op- 


eration, and feeds oil by 
gravity. It is quiet and de- 
pendable, with fuel economy; 





Standard domestic round Cole Draft 
Governor (cut out to show working 
parts). 


Standard domestic round Cole Draft 
Governor, Type A, as shipped. 


Write or wire today for complete information. 


COLE-SEWELL ENGINEERING CO. 


2288 University Ave. St. Paul 4, Minn. 
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A top-flight 
oil heating salesman... 


will read this advertisement and do something about it be- 
cause it offers him the opportunity to make exceptionally good 
money in a permanent position as exclusive factory field repre- 
sentative for a nationally known manufacturer of oil fired heat- 
ing equipment. 


There are two jobs open. One covering the states of Ohio, 
Kentucky, and Tennessee, the other covering states of Oregon, 
Washington, and Northern California. The job: establishing 
new franchised dealers, then inducing them to produce vol- 
ume retail sales. The product: a nationally advertised and 
well-known line of oil heating equipment for home installation. 
The manufacturer: one of the oldest pioneer firms in the 
industry—very solid financially, and a good group to work 
with. The Pay: salary, expenses, and a commission on every 
shipment into the territory. We have factory representatives 
who are making as high as $12,000 per year selling our line 
exclusively. 


If you can qualify for either one of these jobs, write us, giving 
in first letter full details of experience, names of at least three 
references, and enclose a photograph. 


Your inquiry will be treated in the strictest confidence, if you 
so stipulate in your letter. This is an exceptional opportunity 
to make real money with a substantial, live-wire manufacturer. 
Write in full detail to Box 635, Fueloil & Oil Heat, 232 Madison 
Ave., New York 16, N. Y. 











RADIATION. 


AT A GLANCE FOR 
Dealers @ Salesmen ®@ _ Estimators! 


BEACON RADIATION REFERENCE 
BOOK AND HEAT LOSS GUIDE 


This pocket-size book shows the required radiation for all rooms of 
ordinary size with from one to three windows, one to three exposures, 
and every combination of walls exposed. Figures are based on calcu- 
lations of the space by the Btu method on a 0° to 70° design tempera- 
ture. A table shows corrections for other design temperatures. 


. Order your copy today: Check or money order 
Price $3.00 itt orier: $200. If sent COD: $2.25" 


HEATING PUBLISHERS, Inc. 
232 MADISON AVE., NEW YORK 16, N. Y. 





STANDARD “tusr BOILERS 





% 
* A MODERN HEATING PLANT = ‘ez 
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BERBER designed for ECONOMY of OPERATION SRR 
SORE. “Seer 
RRR. DEPENDABILITY and RE 
SERRA, BRS 
EFFICIENCY Write for BB 


BULLETIN No. 108 3% 


Equipment Zo. 


245. CORNELISON AVENUE, JERSEY CITY 2,,NEW JERSEY 








| Dies & Nozzle Co., Inc. 








DELAVAN 
ENGINEERING 


Manufacture 


BALLOFFET 
design | 
NOZZLES 





a good Combination 


THAT ECLIPSES THEM ALL... 


Now, you will find every Balloffet design oil burner 
nozzle marked BALLOFFET BY DELAVAN .. . manu- 
factured exclusively by DELAVAN ENGINEERING 
COMPANY, under Balloffet license. The well-known 
Balloffet design combined with the specialized engi- 
neering skill of DELAVAN manufacture make these 
nozzles unexcelled for precision construction. Built to 
"DELAVAN STANDARDS" symbolizes their high oper- 
_ efficiency . .. dependable performance and long 
ife. 


BALLOFFET 


Manufacturer: 


DELAVAN 


ENGINEERING CO. 


Guttenberg, N. J. Des Moines 9, Iowa 











SALES MANAGER 
for 
OIL BURNER MANUFACTURER 


Long established manufacturer of oil burners 
has opening for experienced sales manager to 
take full charge of factory sales. Write, giving 
full resume of qualifications and experience 
to Box 644. 


Replies considered confidential. 

















tt? Dealers’ Choice — 


ROSS OIL BURNER 


THOUSANDS HAVE BEEN INSTALLED THIS YEAR and 
the season is just getting into full swing. There are reasons 
for this popularity, and the reasons add up to good profit 
figures for Ross dealers. 

PROFITABLE TERRITORIES STILL OPEN. It will pay you 
to learn the reasons for this dealer swing to ROSS OIL 
BURNERS. Write today for complete details. 


*Formerly manufactured by us as MARINE Oil Burner. 


¥ A i { a = Manufacturing 


Company 
214 W. Ontario St., Chicago 10, Ill. 
Tel. Whitehall 5626 
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1281 SPRINGFIELD AVE., 





HAGO “H” TYPE AVAILABLE AGAIN! 


Discontinued during the war because of space and material limitations, we are pleased to announce 
that, with the additional facilities offered in our new plant, we can furnish the oil burner industry with 


a finer "HOLLOW CONE" nozzle than ever before. 


HAGO "H" TYPE nozzles have been extensively tested for use with specially designed burners and 
combustion heads. COv readings up to 15.2%! 


Available from .75 to 2.50 g.p.h. inclusive. 


HAGO PRODUCTS 


IRVINGTON 11, N. J. 




















Oilheating Variety Show 
(Continued from page 69) 


Service Fuel, Howe Oil, Wilkins Oil, 
Home Distributors, Shell Oil, Bremerton 
Oil and Olympic Oil. In 1946 these eight 
companies delivered a total of 4,402,855 
gallons of furnace oil and 7,850,343 gal- 
ons of stove oil. With one exception, these 
companies use compartmented trucks and 
deliver both products on the same trips, 
and the average volume delivered per 
truck in 1946 was 364,000 gallons. 

Approximately one-third of the stove oil 
was used for cooking, brooders and other 
applications apart from home heating. 
Then, about ten per cent of the stove oil 
sold for heating was used in central heat- 
ing plants. Based upon these assumptions, 
and the average consumption per year 
previously stated, the eight companies 
served last year a total of 3,991 domestic 
central heating plants and 5.564 homes 
heated with space heaters, a total of 9,555 
oilheated homes. 

If the sales of the remaining four com- 
panies whose figures are not included 
should average about the same as those 
reporting, and it is believed that they do, 


then the total number of oilfired central 
heating plants is about 5,987 and space 
heaters 8,346, or combined, 14,333, ap- 
proximately the same as in the original 
calculation. 

Bremerton has experienced a consid- 
erable drop in income levels in recent 
months, because the hours of the shipyard 
workers have been reduced. Not so long 
ago, with overtime and double time; their 
take-home pay was running to $100 a 
week; today, after various deductions in- 
cluding withholding tax, it’s only $40. 
This slowdown, however, has caused no 
exodus from the city; there are no vacant 
houses, and a few new ones are going up. 

A number of the large, non-residential 
buildings are still heating with coal, but 
they’re rapidly shifting over to oil. One 
of the schools that has been spending $55 
a day for coal went to oil this season and 
the board of education has discovered that 
the new fuel cuts heating costs in half, 
including labor saving in the calculation, 
so the other schools will soon burn oil. 
There are about two million gallons of 
residual now being sold in the market. 

South of Seattle 40 miles is Tacoma, a 
meduim sized city with several large in- 


dustries, attracted by exceptionally low 
hydro-electric power rates. One of the 
market’s two largest fueloil distributors, 
and its most active exponent in industry 
meetings is Mark Dolliver, who is head 
of Fuel Oil Service, which has the Cali- 
fornia Standard franchise. One of the 
most thorough students of fueloil dis- 
tribution economics on the Coast (also 
an accomplished organist and high moun- 
tain enthusiast) Dolliver, without saying 
so, gives the impression that marketing 
heating oil is not so difficult. 

Operating eight trucks, and handling a 
heating oil volume reputed to be well 
over three million gallons by automatic 
delivery methods, his total payroll con- 
sists of two junior partners, two office 
girls and the trucks drivers. Of course, he 
does not sell burners nor burner service, 
but asks the customers to phone his office 
when service is needed and then assigns 
it to the most suitable organization. 

Traditionally a wood-burning city be- 
cause it has huge lumber mills along its 
waterfront, Tacoma now gives first place 
to oil, with wood in second position and 
coal third. The coal business first became 
important about 15 years ago, replacing 








Oil Burner C 


MANUFACTURERS 





DISTRIBUTORSHIPS AVAILABLE 


Because of increased production, several exclusive 
Instant Heat Oil Burner dealerships are now avail- 
able. Write, wire or phone immediately for details. 


Instant Heat 


SEN 





Hrutomatic O-Surning 


Furnaces— Water Heaters 


“ 


BEnsonhurst 6-4109 
8010—!7th Ave., Brooklyn 14, N. Y. 






su. GILLEN co. 


DOWAGIAC, MICHIGAN 
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MODEL J 


(Cap. 1 to 5 gals.) 





g HAS A GOOD WORD 
GOLD STAR 


Best—Quality ® Right—Price © Prompt—Delivery 
— Write Today — 


Gold Star Oil Burner Mfg. Co., Inc. 


Cu! 


146-150 Warburton Ave. 


Yonkers, N. Y. 











wood, but now it’s proving to be an ex- 
cellent reservoir of burner customers. 
There are in the city six large fueloil dis- 
tributors with fleets, and 30 small com- 
panies with one or two trucks; three of 
these are sub-dealers for Dolliver. About 
500 new oilfired central heating plants 
were installed last year, and in contrast 
to Bremerton, about two-thirds of Ta- 
comas’ light heating oil gallonage is for 
furnaces, one-third for space heaters. 

The Tacoma school system is changing 
over from hogged wood fuel to oil, with 
four large buildings using residual for 
the first time this year. Interesting appli- 
cations of heating oil handled by Dolliver 
include oil boilers at the deep freezing 
plants where the produce is steam cleaned 
before freezing, and oilfired forced warm 
air installations in rhubarb hot houses, to 
speed the growing. It is grown in the dark 
in dirt covered caves, housed in long 
sheds about 20 by 150 ft. 

Tacoma has a fair amount of electric 
heating, although temporarily the electric 
utility is not adding new house heating 
customers until it can enlarge its line 
capacity. While on the subject of electric 


heating, let’s see what’s happening in 
some other parts of the Northwest. 

In the cities along the coast the rate 
for house heating is around six mills per 
Kwh, which on the face appears about 
double the cost of oilheating. However, 
one of the large Seattle oilheating dealers 
has made a number of before-and-after 
comparisons with oil, and finds actual fuel 
bills only about 16% higher when used 
in the modern electric central heating 
furnaces. 


Modulating Furnace 

Studying one of these furnaces is in- 
teresting. The first surprise is that it has 
no stack outlet, and in fact no combustion 
enclosure. The whole structure-is simply 
an insulated jacket through which the 
air moves in passing up through a series 
of electric elements. The 55,000 Btu-unit 
inspected had a seven-stage modulation, 
or in other words it had seven separate 
heating elements that went on or off one at 
a time, as more or less heat was needed. 
Such a plant could get fairly high efh- 
ciency on only one-seventh of its firing 
capacity, a feat not yet matched by other 
fuels. 


Like Tacoma, most Coast cities are 
stymied on adding new electric heating 
customers until more supply lines are 
built, but across the mountains, over into 
the Inland Empire area of eastern Wash- 
ington, there is electricity from Grand 
Coulee Dam, and plenty of homes install- 
ing electric heat, with furnaces in strong 
demand. Over there the rate is $19.50 
per kilowatt year, or just a little over 2 
mills a Kwh, but this is treated as a de- 
mand charge, by which the highest 
monthly bill (usually January) becomes 
the fixed charge for all other months. 
Thus, if on the low rate the January bill 
for heating, cooking, lighting, etc., was 
$12, the bill in other months would also 
be $12. 


Proponents of more electrification hope 
eventually to get 14 dams on the Colum- 
bia River, as against the present two. 
They point out rather convincingly that 
hydro-electric power is the only form of 
energy that dissipates no natural re- 
sources, that the turbines do not destroy 
the water, while in burning any other 
form of fuel—oil, gas, coal—we destroy 
natural resources that cannot be replaced. 
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Baffle is fully guaran- 


RODUCED BY teed, is flexible, — 
fuel. The removable 

MeLEOD oe oe legs are available in 
either No. 1 size for 


chambers up to 12” 
diameter or No. 
for chambers up to 14”. 


WRITE DEP'T. 61 FOR 
DETAILS. 
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WEBCO Tripod 


2 size 





35 Carroll St 














Conversion Burners, Beller 
Furnace Units end 


Direct-Fired Conditioners 





of Rexel! 


Rexoil Burners have the 
confidence of over 60,000 
users. That's why “you're 
RIGHT with REXOIL”... 
the line that's easy to sell 
and STAYS SOLD! 


REIF-REXOIL, Inc. la 
. Buffalo, N. Y. 





erate. 











HAYWARD OIL BURNERS 


ROTARY and PRESSURE 
ATOMIZING TYPES 


Dealer and Distributor 


Mé&l 
TANKLESS WATER HEATERS 


NOW HAVE EVERY MODERN FEATURE 
EMBODIED IN THE DESIGN FOR SAFE, 
ECONOMICAL, DURABLE & LOW COST 
OPERATION. 





Inquiries Invited. 


505 COURT STREET 





HAYWARD MFG. CO., INC. 
BROOKLYN 31, N. Y. 











WRITE IMMEDIATELY FOR LITERATURE 


Manning & Lewis Engineering Co. 
28-42 OGDEN ST. 


NEWARK 4, N. J. 











Opponents of hydro-electric expansion 
view it as a dangerous step in the national- 
ization of energy resources . .. more Gov- 
ernment interference in business. 

The largest fueloil distributor in 
Washington, and in fact the largest on 
the Coast, is Diesel Oil Sales Co., Seattle, 
of which M. N. “Mose” Vining is the 
operating head. Mose was the first vice- 
chairman for the West of OHI’s Dis- 
tribution Division when it was. formed 
about five years ago, and has been at most 
national OHI meetings since then. Cover- 
ing the general Seattle marketing area, the 
company has five branches, the fartherest 
46 miles from headquarters. 


Stove Oil Volume Growing 


Approximately 17,000 heating oil cus- 
tomers are served by 33 trucks, of which 
four are for heavy oil and the other 29 
are compartment trucks to handle both 
furnace and stove oil. The term “furnace 
oil” is a recent designation on the Coast 
for central heating fuel PS-200; it was 
formerly called “diesel oil” because the 
same product was used for diesel engines 
and heating. The company’s gallonage is 
divided almost equally between stove oil, 








furnace oil and residual . . . at the moment 
furnace oil is probably 10% stronger than 
stove, but stove oil volume is growing 
fastest. 

In addition, the company owns as a 
subsidiary the Columbia Oil Co. at As- 
toria, Wash., operating eight trucks. 

Diesel Oil Sales is just swinging into 
a full scale complete oilheating operation. 
It first had to do with oilburners in 1928, 
when it started a burner service depart- 
ment, only two years after originally, start- 
ing in the oil business. Then in 1933 it sold 
a few replacement burners through its 
service men. In 1940 Vining decided to 
go after burners in earnest, just got steam 
up when the war came and he disbanded 
his sales staff. In 1946, not yet back into 
real selling, 92 domestic burners were in- 
stalled on sales by service men, but start- 
ing with 1947 showrooms have been 
opened and men hired to sell burners. 

The company is Timken dealer for 
Seattle, Kleen-Heet and Hev-E-Oil dis- 
tributor for the Northwest and Alaska. 

Vining believes that his company was 
about the earliest user of a degree-day 
system, starting a simple form of auto- 
matic deliveries in 1927. 


Faced with the industry’s common 
problem of providing work for truck 
drivers in summer months, Vining has 
gone rather heavily into the asphalt pav- 
ing business. This is not only road oil- 
ing, but building complete new roads, of 
which the company has constructed’ over 
7,000 miles since 1928 in Washington, 
Oregon, Idaho and Montana. Tanks are 
removed from a number of fueloil trucks 
and dump bodies mounted for the road 
work, and in a normal summer the road 
program uses about 40 fueloil men. 

A strong believer in making favorable 
first impressions, Vining has all of his 
fueloil truck drivers in attractive, clean 
uniforms at all times during the season. 
The eight full-time burner service nien 
start out each morning wearing freshly 
laundered coveralls, and as a service man 
enters a home the housewife is impressed 
to notice that under one arm is a neatly 
tied bundle of laundered and pressed wip- 
ing rags, to clean up after his work is 
finished. Moreover, no service call is 
ever made in a passenger-type automobile, 
but always in special service trucks fitted 
with racks and bins, and if a man can’t 
finish a job because some part is lacking 





WAR ON.WASTE! 


Increase efficiency of oil by keeping heating 
unit free from excess soct. All oil soot vanishes 
instantly from fire chamber and flues when 
sprayed with E-Z Fuel Oil Soot Destroyer. 


“EASY TO USE— 
ECONOMICAL TOO” 


DISTRIBUTORS: Write for fine proposition. 


HEALY-RUFF COMPANY, 797 Hampden Ave., St. 
No. | pkg. ....$1.00 Name 


No. 5 oke. ..... 4.50 
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DESTROYER 


Paul, Minn 
Enclosed find check ( ) money order ( ) Send ‘the following prepaid: 











BRONZE CONTROLS 


for Permanent Protection 





Write for further information 


NEWARK CONTROLS BLOOMFIELD, NEW JERSEY 


Low Water Cutoffs 


and Pressure Controls 


Available In Single 
or Combination Units 
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TWO BURNER TYPES 
— VAPORIZING WITH 
ELECTRIC IGNITION FOR THE 
SMALL JOB—PRESSURE ATOMIZ- 
ING FOR THE LARGER. THE 
BEST IN OIL WATER HEATERS. 





| CORPORATION 


MADISON, WISCONSIN, 








COMPEANCAL 









The Medern Steel 
OIL or GAS BCILER 


HOT WATER THE YEAR 'ROUND 


TOPS IN EFFICIENCY 
LOW IN COST 


Large Seamless Vertical Fire Tubes and Water 
Tubes, Embodying a New Scientific Develop- 
ment, Facilitate Swift and Economical Heating 


American Oil Burner Corporation 


Manufacturers of Oil Burners 


and Steel Boilers 
COOPERSBURG, PA. 





from the truck the storekeeper gets a 
black mark. 

Seattle does have a few large oil and 
burner outfits that started first in the 
burner buisness and then went into oil, 
although a smaller percentage than in 
Eastern states. Outstanding examples are 
Rossoe Mfg. Co. and Electrol Oil 
Burner Corp. Each of these companies 
is growing fast because of their large num- 
ber of local burner sales, on which they 
get nearly all of the oil business. 

Rossoe has a modern building and is 
one of the principal burner manufacturers 
of the Northwest, selling to dealers out- 
side of the city but having its own retail 
burner operation in Seattle and suburbs. 
The company has gone heavily into new 
home work, with its own sheet metal shop 
where it fabricates ductwork, while in 
the same building it completely manufac- 
tures its own furnaces. The plant has 
been doubled in size during the past year. 

Retail burner installations by Rossoe in 
1936 in the Seattle area were just under 
3,000, and on 2,400 of these the com- 
pany got the oil contracts, which rep- 
resents fast building of gallonage. Operat- 
ing seven trucks on furnace oil only—no 


stove oil is sold—the company distributes 
Richfield product. As a new venture, it 
has recently started making electric 
furnaces for the territory over the moun- 
tains to the east, and S. G. Crate, general 
manager, expects this to become big busi- 
ness. 

Electrol Oil Burner Corp., of which 
Robert Denny Watt is president, is the 
distributor in the Northwest for the Elec- 
trol burner. An affiliated company, 
Electro- Watt Corp., manufactures 
burners and furnaces locally and also has 
a sizable furnace plant down at. Salem, 
Oregon. In this Salem plant was built the 
2Y2 million Btu furnace for drying hops, 
mentioned at the start of this story. 

This Electrol group sells burners at 
wholesale through seven states but keeps 
its own retail operation in Seattle, selling 
1,300 retail jobs last year—350 of them 
furnace-burner units. On 94% of its re- 
tail sales Electrol got oil contracts. A dis- 
tributor for Union Oil, the company does 
not sell stove oil, but operates four trucks 
on furnace oil (PS-200) and one on PS- 
300, equivalent to No. 5 oil. 

A good share of Electrol’s retail busi- 


ness was new home work, with ductwork 


fabricated in its own shop. The 1946 
average complete price for an oilfired 
warm air heating system in a new five 
room house was $870, of which about 
$595 was for the furnace-burner unit and 
$275 for ductwork. 

A Seattle visitor from Eastern oilheat- 
ing circles is constantly being made aware 
of how little he knows about stove oil dis- 
tribution, particularly when it is being 
done by substantial fueloil distributors. 
Jutting out into the Sound from the lower 
end of the city is a sort of hook of land, 
called West Seattle. There Leo Thomas 
owns and runs the Seahurst Oil Co., one 
of the simplest yet most effective opera- 
tions to be encountered in a long search. 

Thomas was until last October fueloil 
manager for Home Oil, a large Seattle 
company, then had a chance to buy Sea- 
hurst. The area served by Seahurst is more 
or less suburban, made up of thousands 
of attractive small homes—four and five 
rooms. Five-sixths of his total gallonage 
is stove oil, for most of these homes use 
space heaters. 

Sales last year were a little over one 
and a half million gallons, but this went to 


1,850 customers, an average of only 811 
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No. 5 OIL BURNERS 


REDUCE HEATING COSTS... 
INCREASE YOUR PROFITS 


Burn No. 5 heavy fuel oil. Self 
contained, all electric. 
Many new exclusive 
Write for full details 


GOOD TERRITORIES OPEN 


Cc. L. RAYFIELD CO. 


Chicago 8, Ill. 


Self-lu- 


Write for 
literature and 
trade price 


PREFERRED UTILITIES mc. corp. 





dreds of Thousands in Use. 
draft constant in the fire box. 
draft control for the smallest to the largest jobs. 
@ Stove, domestic, and commercial sizes from 
4" to 24" in diameter. @ 
24" x 24" to 5° x 12’. 


PREFERRED 






DRAFT-A-JUSTOR 


The Original. Still the Best. Hun- 
@ Holds the 
@ Scientific 


Industrial sizes from 


1860 Broadway, New York 23, N. Y. Boston Office: 839 Beacon St 
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SIMPLEX OIL HEATING CORP. 
11 Park Pl., New York 7, N. Y. 


RESULTS 
COUNT! 


CRANFORD 











GORTON 


VAPOR EQUALIZING VALVES 


and 
AIR ELIMINATORS 
For Automatic Heating 


THE SURE CURE 
FOR COLD RADIATORS 


Bulletin No. 114 and prices 
gladly sent upon request. 


GORTON HEATING CORP. 


Since 1887 — Mfrs. High Grade Heating Equipment 


NEW JERSEY 

















& 
Profite! 
Through the 


SUPER-THERM 


Combination 
OIL BURNER 








SALES prospects for this 
modernizing, easily installed 
oil burner are a// owners of 
gas, wood and coal stoves 
and ranges. Super-Therm fits 
any size stove, front or rear 
—will last a lifetime—will 
not soot or smoke— has auto- 
matic safety features. Write 
now for details and dealer 
profit facts. 


THERM OIL BURNER CO. 
Pioneers of the Oil Burning Industry 
2105A Westlake Avenue 
SEATTLE 1, WASHINGTON 
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gallons each. Of course, this included 
some cooking and other miscellaneous ac- 
counts, which pulled the average down to 
less than a straight heating average would 
have been. 

The spark in this Seahurst operation is 
Thomas’ enthusiasm over his new ven- 
ture. He’s having the time of his life fig- 
uring out new and better ways to handle 
such an unorthodox market. He has four 
trucks, but keeps one idle for standby 
purposes. They’re 1,000 gallon capacity 
and carry both products, and while they 
now handle over 600 combined furnace 
and stove oil customers, Thomas has 
learned that they can handle as many as 
600 straight stove oil accounts. 


Average Storage 110 Gals. 


The average stove oil account has two 
drums, or 110 gallons storage. To get as 
large drops as possible, Thomas has 
worked out a simple automatic delivery 
system. Based on past experience with 
each customer, delivery cards are filed 
to come up on 10, 15 or 20 day intervals, 
at which time the driver checks the house 
for a fill, Average drops this winter were 
82 gallons in these 110 gallon tanks, and 
the customers didn’t have to watch their 
tanks and phone for deliveries. 


There are only five people in the whole 
Seahurst staff—Thomas, one office girl 
and three truck drivers. That’s a mighty 
simple overhead, to handle a million and 
a half gallons. And small as the whole op- 
eration looks, when you stop to think 
of it; the average fueloil distributor, 
country-wide, sold last year 1,628,000 
gallons of all products. 


Thomas’ business more or less served 
to crystallize a thought that had been tak- 
ing shape throughout several weeks of 


June 
1947 








KRAISSL 


FILTERS 
STRAINERS 


PUMPS 


Keep Fuel Oil Lines 


Open and Active 





Year-in, year-out perform- 
ance proves the skill of 
KRAISSL engineering design 
and the honesty of KRAISSL 
manufacture. 

Class 72 Strainers and Filters 


Single and Duplex 
types for suction or 
discharge service — 
any practical degree 
of filtration in units 
designed for low 
pressures as well as 
up to 500 Ibs. hydro- 
static test—easily re- 
movable filter basket 
insures quick clean- 
ing. 


Duplex 





Single 


Class 60 Heavy Oil Pumps 


are required. 








Standard equip- 
ment wherever in- 
dependent pump 
and motor sets or 
booster pumps for 
pump-type burners 


Submit your fuel-line problems to KRAISSL 
engineers—literature and prices on request. 


295 WILLIAMS AVE. 


cc THE KRAISSL COMPANY! 


HACKENSACK, N. J. 
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truly TIME-TesTeED 


FOR TOP QUALITY SPECIFY 


LITE-CAST 


MATERIAL FOR ENTIRE JOB 
IN ONE WOODEN BOX 


Economical! Profitable! 
See Your Jobber or Write to Us 











Patent No. 











Monogram Combustion Chamber Co. 
PHILADELPHIA 4, PA. 

















ECONO 


Low Water Cut-Offs have ex- 
tra large sediment sump (as 
shown) which is extra protec- 
tion. 

ECONO cut-offs are reasonable 
price. Write for catalog and 
price sheet showing both 
screw-in and gauge glass mod- 
els. 


THE ECONO PRODUCTS CO. 
250 Stuart St., Boston 16, Mass. 














visiting fueloil men and companies on the 
Coast. It is obviously easier for a small 
fueloil distributor to make satisfactory 
profits on a given margin than for a large 
one if operating on the same margin. The 
question then is . . . at what point in size 
does it become necessary to add a lot of 
overhead, because the boss is no longer 
able to do all of his own master-minding? 


Sells Three Million Gals. 


Thinking again of Bremerton, the sat- 
urated market, Harry Myers’ operation 
over there sells just under three million 
gallons, including residual, and he has his 
own bulk plant on tidewater. Aside from 
his truck drivers, his total staff consists 
of himself, two office girls and one man at 
the plant. If an operation like this grows 
to five million gallons, would the added 
overhead that would become necessary 
make it less profitable than it had been 
at the smaller size? 

Not referring to either of the com- 
panies just mentioned, we did encounter 
on the Coast companies earning as little 
as 3 mills and as high as 8 mills net profit 
per gallon of distillate fuel, and each hav- 


ing a margin of 2.3¢. Size seemed to have 
a lot to do with the difference—but that’s 
getting away from this story about Wash- 
ington. 

An oilheating man would have to 
search far to encounter any segment of 
the industry as genuinely interesting as in 
the Pacific Northwest. Perhaps because 
it’s a great outdoor country, most men in 
the industry out there are clear eyed, 
cordial, and they do a lot of low pressure 
selling by making friends. Country club 
selling (literally) is in high favor. And 
while that would naturally be frowned 
on by some of our smartest merchan- 
disers, there is this to be said for it . . . if 
you first make a man your personal friend 
and then sell him afterwards, you're 
pretty sure to see to it that he has near- 
perfect oilheating. 


¢ 


G. A. Mies is the western sales man- 
ager for Refractory & Insulation Corp., 
New York 5, N. Y. He will supervise 
sales and distribution of R & I products 
from the company’s office at 327 S. La- 
Salle St., Chicago 4, Ill. 


B. F. Davids has been functioning as 
sales manager for Southern Heating and 
Appliance Corp., Baltimore 18, Md., in 
charge of sales of Timken Silent Auto- 
matic oilburning equipment. Mr. Davids 
has been associated with the heating in- 
dustry in the Baltimore area for the past 
fifteen years, during the last eight of 
which he was sales manager for Arlington 
Fuel Co. 

Herbert Willetts is occupying the new 
position of national marketing manager, 
Socony-Vacuum Oil Co., and, as such, is 
responsible for all marketing operations 
in the Eastern and Central Marketing Re- 
gions. H. T. Ashton has been appointed 
Central Marketing Region manager, suc- 
ceeding Mr. Willetts. 

R. F. Pease has been named assistant 
division manager, Pittsburgh sales office, 
Gulf Oil Corp. He will be in charge of 
industrial, diesel and heating oil sales in 
the territory of western Pennsylvania, 
West Virginia and part of Maryland. 

Patrick J. Shea has become associated 
with W. B. Connor Eng. Corp., New 
York 16, N. Y. He is expected to travel 
extensively in the promotion of DOREX 
activated carbon air recovery equipment. 
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All Electric 


OIL BURNER 


Tested and Proven By Time 
and Performance 





For Dealers Who Want 
é Completely Satisfactory Service 








SUNDSTRAND ENGINEERING CO. 


ROCKFORD, ILL. 
"QUALITY BURNERS FOR 26 YEARS" 











Ace Nozzles ( 


Products of 26 years’ experience 
in the design and production of oil- 
burners. Extreme Precision—Guar- 
anteed Accuracy. 


All Capacities and Angles 
"For those who want the best” 


903 Wrightwood Ave. Chicago 14, Ill. 
OSCAR C. SCHROEDER, Owner 
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A PERMANENT FLEXIBLE SEA 
FOR METAL PIPING.... 


Plasgon, the plastic adhesive, will tightly seal 
pipes, joints and couplings subject to high pressures 
and heat. Proof against oil, water, kerosene, steam, 
and other common solvents. Plasgon remains flexible 
and will not be dislodged by vibration. 

Plasgon will join any non-porous surfaces as wel! 
as porous surfaces when used with the Samuel Cabot 
“Sandwich Adhesion” technique . . . will withstand 
a shearing stress of over 200 pounds per square inch! 

° i For free sample and directions for 
Write Today! ‘Sandwich Adhesion’. Samuel 
Cabot, Inc., 901 Oliver Bldg., 

Boston 9, Mass. 


AVAILABLE FOR IMMEDIATE DELIVERY! 


CONVERSION OIL BURNERS 
U.L. approved gun type—complete with controls 


FORCED AIR OIL FURNACES 


Write for complete details on 
Special Discounts and Territorial Franchises 








ACME HEATING AND SUPPLY _ 


MANUFACTURERS AGENTS AND DISTRIBUTORS 
Canton 2, Ohio 


1306 Tuscarawas St. W. 














DEGREE DAY TABLES 
ONE MONTH ONLY-———— 
April Percent 
| Normal 1946 1947 Change* 
| 549 608 650 +18.4 
173 102 —56.1 
347 290 —13.0 
538 565 — 0.4 
672 620 — 3.3 
3360 421 + 1.8 
374 275 —21.4 
558 ©6497 — 2.0 
95 22 
299 
304 
517 
487 
K-G Gauges can be ‘at i 
installed in full or ¥ 643 506 
empty tanks. They Pala 38 3 So: 
are visible from all = 414 379 : 5 


angles. te 
327 =: 1183 + 4.5 


——SEASON TO DATE——— 
(Sept. 1 to April 31) Percent 
Normal 1946 1947 Change* 


6366 6466 6250 — 19 
2967 2734 2879 — 3.0 
4410 3943 4021 ~ 8.9 
5605 5473 5129 — 85 
6454 6148 6074 — 5.9 
5946 5822 45910 0.7 
4861 4311 4768 — 2.0 
5839 5417 5569 — 4.7 
2364 2085 2464 4.2 
5513 5097 5602 - 1.6 
6191 5867 6182 — 0.2 
6250 5815 5928 
6392 5663 5986 
5821 5906 45536 
7191 6600 7545 
1321 1188 1489 
5304 5149 5211 
4865 4226 4742 


Albany 
Atlanta 
Baltimore 
Boston 
Buffalo 
Chicago 
Cincinnati 
Cleveland 
Dallas 
Denver 
Des Moines 

. Detroit 
Grand Rapids 
Hartford 
Helena 


Houston 


523 
449 
569 
575 


ou, 
a ee 


K-G Gauges have a 
new indicator cap 
that can be installed 
with the fingertips. 


| +++4++ 


_— 


rn ww Ww 


& 69° Gs 


Indianapolis 
Kansas City 


K-G Gauges are fur- 
nished with 1'/" or 
2" thread without 
extra cost. 


Red Marking Here 
Shows Time to 
Refill 


SLIP-ON 
VENT CAPS 


CAST ALUMINUM 
Simply slip onto pipe and 
lock with 


thread is required. Has 
a fine rust-proof screen. 


Jobber Inquiries Invited. Dep't. 51 


EXPORT DEP'T.: 44 WHITEHALL ST., 
NEW YORK, U. S. A. 


114 WALLACE ST: NEW HAVEN //, CONN. 


screw. No | 
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302 
621 
580 

32 
467 
414 
379 
448 
668 





118 


242 
399 
451 

35 
404 
525 
200 
318 
351 
817 
415 
513 
285 


956 
331 
577 
255 


19.0 
19.9 
+ 7.0 


418.1 
aie 


— 3.0 
19.5 
— 6.6 
20.4 
+ 6.4 
—21.4 
— 6.3 
— 6.0 
- 9.7 
16.8 
+15.3 
—24.8 


+ #0 
26.1 


*Compared with normal. 


Los Angeles 
Louisville 
Milwaukee 
Minneapolis 
New Orleans 
New York 
Omaha 
Philadelphia 
Pittsburgh 
Portland, Me. 
Portland, Cre. 
Providence 
St. Louis 
Salt Lake City 
San Francisco 
Sault Ste. Marie 
Seattle 
Toledo 
Washington 


1258 
4329 
6615 
7643 
1207 
5094 
5922 
4615 
5257 
6753 
3973 
5701 
4514 
5335 
2317 
8416 
4256 
5976 
4478 


1291 
3837 
6606 
7346 
1166 
4731 
5374 
4965 
5101 
7157 
3663 
5462 
4222 
5388 
2805 
8230 
4246 
5811 
3951 


12€8 
4140 
6696 
7529 
1380 
4617 
5928 
4528 
5084 
6703 
4052 
5092 
4535 
5588 
2740 
8269 
4254 
58374 
3915 





